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6511 Cris ta Palma Drive 
lluntington Hcach. CA 926~7 
"They Said It 
Couldn't Be Done'' 
but Faust proves it can. 
After 37 years in business, the Fausts are moving up 
-from 29-inch press~s to a six color 41-inch Roland 
700 with coater. Now they can print almost anything 
up to F-flute and synthetics. 
To demonstrate their new capability, this second 
generation printing family tried the impossible: 
scanning, imaging and printing a poster at 1,110.8 
lines per inch- an increclible five million dpi! 
Did it work? PIA judges thought so. They awarded 
Faust Printing first place in their "They Said It 
Couldn't Be Done" category at Graph Expo '99. 
Others said the poster looked like continuous tone. 
PR/NT\\'-\G 
For information call Don Faust 
Faust Printing, Inc. 
8656 Utica Ave. Suite 100 
Rancho Cucamonga, California 91730 
it 909.980.1577 
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Ambas~ador Vickt Huddlcs/Vn presents Iter 1'ie11s on ltfe 111 the dtplomatic corps, fo/lm,ing a recent 
presentation regarding her current post in Cuba, at the Miuion !tilt in Ri1•enide. 
HART Helps Families Become 
Proud Homeowners 
The Housing Action Resource 
Trust (HART), is a young organiza-
tion that is helping an increasing 
number of families s tep into home 
ownership, with the help of the 
Downpayment A'isistance Program 
run by HART. No government 
money is used in this program. In 
fact, that is one of the goals - to 
use private contributions, thereby 
reducing the government's role in 
the affordable housing market. 
The banking, building and 
insurance industries provide the 
funds, which are gifts that do not 
have to be repaid, helping qualified 
families with the down payment on 
a home, or other costs. Founder 
Frank Williams, executive officer 
of the Baldy View Chapter of the 
Building Industty Association, 
started the program in 1998 with 
the help of Francis Berthiaume, 
who was experienced in redevelop-
ment administration. 
Businesses who donate to the 
continued on page 5 
c·ty of a d 
Executive Group 
Benefit Summar 
by Gem ,r..,.nc Lll'eland 
The City of Upland, 
California, has recently 
balanced iL<; budget, and 
the only positions lost 
were those that were on 
the vacant list, according 
to the Human Resources 
Department. Raises, of 
course, have been put on 
the back burner, but the 
balanced budget is the 
first in several years. A 
utility tax is still needed to 
provide for raises and 
capital improvement, city 
fathers say, which voters 
will decide on in 
November. 
There are 297.3 city 
employees, the decimal 
representing part-time 
workers, not lack of body 
parts, and nine are includ-
ed m the Executive 
Group. Just 1\.\'0 gamer a 
total annual salary of more 
than $100,000: G. 
Michael Milhiser, city 
manager - $133,579.55 
and Martin E. Thouvenell, 
chief of police and fire -
$127,769,44. 
The remaining mem-
bers of the executive 
group are: Stephanie Rios, 
city clerk; Larry Ro1mow, 
city controller; Jeff 
Bloom, community devel-
opment director; Jane 
Fleenor, human resources 
director; Linda Yao, 
library director; Rob 
Turner, public works 
director, and Steve 
Dukett, redevelopment 
director. 
All members of the 
executive group receive 
the following benefits 
continued on page 20 
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Ambassador Shares Her 
Insight on Cuban/ 
American Diplomacy 
by Gcorg111C Lm·eland 
( Ed. note: An cxclu ~il·e 
111ten 'lew was conducted 
recently at the Mission Inn 
111 Ri1·enide, CA. The 
Inland Empire Business 
Journal is grateful to 
Manlyn Jacobsen of the 
World Affairs Council of 
Inland Southern 
California, for this oppor-
tunity.) 
Ambas. ador Vicki 
I Iuddleston is a career for-
eign service officer, hav-
ing served in challenging 
pos ts all over the world. 
She is currently the princi-
pal officer at the United 
States Interest Section 
(USINT) 111 Havana, 
Cuba. 
Fidel Castro 's revol u-
continued on page 5 
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Alzheimer's-the 
Lonely Disease-What 
It Is-How to Cope 
Caregiver takes on role of touched by the disease, 
Alzheimer advocate because that same day her 
On the day her hus-
band was diagnosed with 
Alzheimer's disease in 
February, 1998, Sarah 
Harris came across an item 
in her local newspaper 
describing a candlelight 
vigil sponsored by the 
Alzheimer's Association as 
part of its Public Policy 
Forum in Washington, 
D.C. 
When she saw that the 
vigil was taking place less 
than an hour's drive from 
her home in Fairfax, 
Virginia, Mrs. Harris want-
ed to drive there with her 
husband and two sons. She 
felt a need to connect with 
other people who had been 
"Casting a light of hope for 
Alzhmner s pa11e111s and familtes " 
husband had lost his job 
when his employer found 
out he had been diagnosed 
with Alzheimer's. 
With her husband now 
continued on page 16 
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An explosion of freedom! Celebration! On July 4, our nation will once again 
celebrate Independence Day, the "Fourth of July." The Declaration of 
Independence was written by Thomas Jefferson and adopted by the Second 
Continental Congress on July 4, 1776. There were 56 signers. Americans 
have traditionally celebrated this shining moment in our history with grand 
fireworks shows in large cities and in the smallest of villages. Companies 
such as Pyro Spectaculars of San Bernardino County outdo themselves dur-
ing this annual event. Pyro has a spectacular history of its own. It was found-
ed in 1900 by Manuel De Souza in San Leandro, Calif. and has grown to be 
the largest company of its kind in the world. Craftsmanship and hard work 
are the keys to the company's successful pyrotecnics displays in virtually 
every American city from New York to llonolulu, as well as China, Japan, 
Africa, Singapore and Australia. Many of the displays are created from a 
book of "recipes" handed down from the De Souza family's original designs. 
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Ambassador ... 
continued from page 3 
tion i-; now -ll year~ old and ~till 
headed by the fo:-.y dictator, \\ ho 
~eem~ to enjoy thumb1ng hi~ no~e 
at 'the United State~. Even ~o. ~up­
port for the United States' 38-year-
old trade embargo against the 
island nation is beginning to slip. 
Speaking about the econom-
ic . ituatton in Cuba, 
Huddleston calls that nation's 
citizen-; "ingeniou~." and 
remnrked, "They are the be~t 
capitali~t~ working under a com-
munist society that I've ever seen!" 
When presented with the state-
ment that !he U.S. embargo 
enforces isoJation, s he rep! ied, 
"There are two embargoes - ours 
and the Cubans. We keep ours to 
prevent more money from going 
into that repressive regime. There is 
no reason to drop the embargo, 
because Fidel is making no effort to 
improve {the lives of his people},-
' nada. "' 
Cubans do receive a lot of help 
from the 100,000 
Cuban/Americans who visit thei r 
relatives every year and/or send 
money, and it is vital to give them a 
concept of the world outside their 
small nation through communica-
tion to help reduce instability, she 
added. 
There are few newspapers pub-
lished there, and they are govern-
ment controlled. Television offers 
mainly soap operas. "Cubans are 
isolated," Huddleston said. "A now 
of information, s uch as e-mail, 
would make all the difference. It is 
truly an Island. Publi..c or vocal crit-
icism is not tolerated." 
The citizens of Cuba have little 
communication with the outside 
world. However, American nation-
als may visit under the "People to 
People" program, or through 
licensed travel providers, 
Huddle~ton explained. A general 
license is required, and information 
may be had by contacting the 
Office of Foreign A~~eh and 
Control, part of the Dt:partmcnt of 
the Trea~ury. There i~ a llavana 
flight available from L.A., a~ well 
as other U.S. cities. 
This program is so important, 
the ambassador stated, !o make it 
possible for Americans to meet 
with the Cuban people, " share our 
lifestyles with them; build bridges, 
and estahlish lin~s th_rough culture, 
art~. and foreign affairs." 
Cubans posse~~ a quirky sense 
of humor and resourcefulness in 
dealing with their situation that the 
ambassador admires. They refer to 
the eventual solution to their suffer-
ing as, " the biological solution," 
meaning the death of Fidel Castro. 
"The first issue for the U.S. 
Government in Cuba is to promote 
a pea.ceful democracy," the ambas-
sador said. "In the winter of his rev-
olution, Castro's goal is his own 
preservation and continuing power. 
"Fate has handed him a 'propa-
ganda stick' in the per. on of Elian 
Gonzalez. Castro is very smart, and 
he has used this case masterfully, to 
put himself in the front and center 
of his revolution, and stand tall 
before the youth of his country. It 
puts him in the leadcr~hip role 
again," I luddleston remarked. 
"Juan Miguel should have 
come over right away. Now, Fidel 
will get his victory, and he is 
delighted. I le has kept the issue 
going, and directed the world's 
attention to Cuba. It has hurt 
Cuban/American relations, and he 
has gained a lot." 
Huddleston also praised the 
Pope's visit to the island nation. 
"His visit opened doors. We see 
Cubans in church now. The more 
religion there is, the better it is for 
the Cuban people!" 
There 1~ a life that is worth llvmg now as II was worth llvmg 111 the 
former days. ;md that is th~ honest life, the useful life, the unselfish 
hfc, cleansed hy devouon to an 1dcal. There 1s a hattk worth fight-
ing now as 11 was worth fight1ng then. and that IS the hattie for JUS 
lice and equality: to make our Cll) ;md our state free in f.11:1 as "ell 
as 111 name, to break the nngs th.11 strangle real llhcrty, .uuJ to keep 
them broken; to cleanse, so far as 111 our rxmcr lies, the fount.ilns of 
our national life from politte.tl, commercial, anti soo.ll corruptiOn; tu 
teach our sons and daughters, by precept anti example. the honor of 
scrvmg such a country as Amenca. That 1s \Hlrk worthy of the I mcst 
manhood and womanhood. 
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At deadline ... 
contin11ed from page 3 
trust receive a tax write:off, and 
abo open the m:1rket to more buy-
er~. "It is a win-w1n situation all 
around," Williams said. "There is a 
great need and we have tried to 
make this program as practical as 
possible." In one-and-one-half 
years, the trust ha~ assisted ab~ut 
8,000 familie!>, who on average earn 
$55-$60,000 a year - but have 
trouble scraping together a down 
payment - with a little more than 
S60 million in monetary gifts. 
One of Williams' next projects 
is to locate a complete neighbor-
hood that is in need of cleaning-up 
and rebuilding. 
Insurance Commissioner Chuck 
Quackenbush Resigns 
Embattled California Insurance 
Commissioner Chuck 
Quackenbush tendered his resigna-
tion on June 28, effective July 10. 
The letter was received by 
California Secretary of State Bill 
Jones, who will transmit a copy to 
Gov. Gray Davis and the California 
State Legislature. The gov:!rnor 
will nominate a person to fill the 
vacancy, who will take office upon 
confirmation by a majority of both 
the senate and the a'>sembly. The 
appointee will then serve the 
remainder of the unexpired term. 
California's Water Future Rests 
in New Storage Options 
Water history is once again 
being made in California. 
"Cal ifornia is launching the largest 
and most comprehensive water pro-
gram in the world," said Gov. Gray 
Davis at a June 9 news conference. 
The governor and U.S. Interior 
Secretary Bruce Babbitt released an 
agreement that they hope will end 
the battle for water use. 
Valley and Silicon Valley. (excerpt-
ed from the June 23 issue of the 
C ahfonua Clwmhcr of Commerce:~ 
Alert mag:11ine.) 
Tax-Deferred College Savings 
Plan/ Investment Options 
California families who want to 
save for their children's college 
education, now have three new 
investment options through the 
Golden State ScholarShare College 
Savings Trust, the state's tax-
deferred college savings plan. 
Smcc the beginni11g of the pro-
gra~ in October, 1999, r:nore than 
11,000 accounts have been opened 
and more than $50 million in assets 
are under management. The portfo-
lio currently offers an a$e-based 
asset allocation nption, with invest-
ments in stock, bond and money 
market mutual funds based on the 
age of the beneficiary; investing 
more heavily in equities for younger 
children and gradually shifting to 
· fixed-income instruments as stu-
dents approach college age. 
Three additional investment 
options became available on July 1: 
a 100 percent equity option, domes-
tic and international stock mutual 
funds; a 1 00 percent social choice 
equity option, which excludes com-
panies which are socially irrespon-
sible, and a guaranteed option 
which provides a guarantee of prin-
cipal and a specified rate of return. 
Learn more about ScholarShare 
accounts from the Website, 
www.scholarshare.com, or call 1-
877-728-4338. 
"Stop the Hidden Taxes" 
Business and Taxpayers for Fair 
Fees · (BTFF) announced that 
enough signatures have been veri-
fied by the secretary of state's office 
to qualify the "Stop the Hidden 
Taxes" initiative for the November 
statewide ballot. BTFF has submit-
ted more than 1.1 million signatures 
supporting this measure. California's Water Future: A 
Framework for Action is a blueprint 
designed to improve the way the 
state manages ih wall:r. The plan, 
however, is controversial, with 
questions arising on all fronts. Of 
prime interest to the bus111css com-
munlly is its focus on the construc-
tion of new storage facilities, 
including canals and the flooding of 
delta i~lands, to propel water south 
from Sacramento to the Central 
This constitutional amendment 
measure, led by the California 
Chamber of Commerce, the 
California Taxpayers' A-;soc~:ttion, 
the California Manufacturers & 
Technology Association, and the 
California Farm Bureau Federation, 
would protect businesses and con-
sumers from potentially hundreds 
of millions of dollars in hidden 
taxes. 
OPINION 
Legislative Reform Needed to 
Shed Light on Credit Scores 
by Richard F Gaylord, president of 
the California Association of 
REALTOJli® 
Californians intere ted in buy-
ing a home, refinancing, or getting 
a second mortgage, should pay 
close attention to a debate in our 
state;s capital. The As embly 
Banking Committee will soon 
decid_e whether consumers have the 
right to know their "credit scores." 
If approved by the legislature and 
signed by Gov. Gray Davis, 
California will have the most com-
prehensive credit-disclosure law in 
the country. 
Sponsored by a diverse coali-
tion led by the California 
Association of REALTORS® and 
the Consumers Union, SB 1607 
(Figueroa) will give consumers 
access to their credit score and the 
top four factors used to develop it. 
To understand this legislation and 
its impact, you must understand the 
history of credit scores. 
Many industries have used 
credit scores to determine a bor-
rower's risk. Mortgage lenders 
started using credit scores to auto-
mate lending decisions on the 
Internet, and this technological 
explosion resulted in almost all 
mortgage-lending decisions being 
based solely on the applicant's 
credit score. Unfortunately, appli-
cants were left in the dark. To add 
insult to InJUry, consumers 
unknowingly hurt their score by 
consolidating debt, applying for 
on-line loans, having too many 
open lines of credit, or even by pay-
ing off old debts. . 
This system of secrecy gives 
lenders, credit bureaus and Fair, 
Isaac (a software company who 
develops formulas to generate 
scores--FICO scores) a monopoly, 
holding all the "cards," while con-
sumers are left in "jail," with no 
chance of improving their score or 
ever owning their own Park Place 
or Boardwalk. REALTORS® and 
consumer organizations have asked 
the lending industry to make credit 
scores public for years, but met 
resistance through claims of "pro-
prietary information" or "contrac-
tual conflicts." 
Senator Liz Figueroa took mat-
ters into her own hands when she 
introduced SB 1607. This legisla-
tion triggered a series of actions. 
First, E-Loan, an on-line lender, 
broke rank and provided credit 
cores over the Internet. Thousand 
of consumers flocked to the site. 
But Fair, I aac topped E-Loan by 
filing a breach of contract suit. 
Next, Fannie Mae decided to stop 
using "FICO scores" and created 
their own " transparent" system. 
Soon after, the credit bureaus, 
Trans Union and Experian, sepa-
rately decided to develop their own 
ranking system. 
Finally, with pressure mount-
ing, Fair, I aac ended their silence 
and posted a li t of factors used to 
create credit scores and the weight 
each factor carries in determining 
the FICO core. 
Great news, but ... consumers 
still don't have access to their cred-
it score. Industry players are pos-
turing or pointing the finger. No 
one is taking the responsibility to 
provide consumers with their cred-
it score. That is why it is crucial 
that the legislature and Gov. Davis 
approve SB 1607. 
SB 1607 will give consumers 
the right to have their score 
whether they are applying for a 
loan or not. This measure will hold 
the industry accountable, and pre-
vent confusion and frustration for 
consumers. Fair, Isaac contends 
that consumer· do not need to 
know their score, unless they are 
applying for a loan. Not true. If 
consumers have access to their 
score, they will be able to better 
manage their credit, and correct 
problems l;>efore they need to apply 
for a loan. 
The lending industry has made 
significant progress towards shed-
ding light on the credit scoring sys-
tem, but the game is only half over. 
Consumers need the passage of SB 
1607 to ensure consistent and fair 
a$:cess to this all-important three-
digit number. 
Access to credit scores should 
not be a privilege - it should be a 
right! 
EDITO RIAL 
Saying Goodbye to Jerry Eaves 
It is time to say "goodbye" to 
Supervisor Jerry Eaves. Of all the 
names brought up in the recent San 
Bernardino County bribery scandal 
to date, his is the most prominent. 
The truth of the matter is that 
there have been other stories float-
ing around newsrooms here in the 
Inland Empire when his name 
came up, but no one ever made the 
connection strongly enough. 
If Jerry Eave had actually set 
out to be a crook, politics was not 
the best way to do it. The rewards 
are too small and the visibility is 
too high. 
Perhaps his biggest mistake 
was just bad judgment, like the 
Rudy Favila case, when after thou-
sands of tax dollars in investiga-
tions, the whole thing came down 
to a mistake on a $86 lunch receipt. 
If Jerry Eaves is nor guilty, 
then he should stand up and defend 
himself and not claim that it is 
cheaper to settle out of court. He 
has that right. In America, every-
one is innocent until proven guilty 
in a court of law. He also has the 
constitutional right against self-
incrimination. 
But if, in fact, Eaves knows 
that what he did was wrong, then 
he owes it to his constituency to 
come forward and admit it. He has 
already agreed with his other coun-
ty supervisors that they should not 
endorse him for re-election. 
The embattled supervisor's 
troubles may not be over, even 
though he has agreed to settle with 
the county in the amount of $7,200 
for allegedly receiving improper 
gifts. The county's district attorney, 
Dennis Stout, has said that his 
office has been looking into other 
matters of possible wrongdoing for 
the past year, as has the Fair 
Political Practices Commission 
(FPPC). 
If he is big enough to accept 
the blame for any alleged discred-
itable behavior, Eaves has the 
opportunity to go out of office with 
a modicum of class - and that 
would speak volumes. 
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CLOSE- UP 
Alan J. Lane Integrates His Beliefs Into All Aspects of Life 
by Monica Y. Jackson 
Alan J. Lane, 38, is the presi-
dent and CEO of the Business 
Bank of California. He is a native 
Californian, born in Montebello 
and raised primarily in San Diego. 
Lane reside in Temecula with his 
wife and five children, three boys 
and two girls, whose ages range 
from 10 to 18. He married his high 
school sweetheart one year after 
graduating from high school. 
Some may feel that marriage at 
such a young age would have neg-
atively affected his focus, direc-
tion, and mi sion. However, it only 
strengthened him into the family 
man and executive that he i today. 
Their first child was born 18 
months after they were married, 
and every two year afterwards, 
another child was born. . 
By the age of 19, Lane was a 
father, full-time student, and teller 
at Southwest Bank in San Diego, 
which was later purchased by 
Security Pacific National Bank 
and eventually became Bank of 
America/Nations Bank. He 
"The world moves so 
fast. In a world that is 
forever evolving, I 
believe that my chal-
lenge is the challenge 
of many others. " 
earned a bachelor of arts degree in 
economics from San Diego 
University against all odd ! Lane 
attributes his success to the 
awareness of his personal mis-
sion. 
He integrates his faith into 
every aspect of living and giving 
and recognizes this as the well-
spring of his success, both profes-
sionally and personally. This 
belief is evident with his response 
to the question, "What is your 
personal mission?" Lane's 
response was, " to get myself and 
my family to heaven and every-
thing that I do supports this goal." 
Additionally, Lane att ributes 
his personal accomplishments to 
perseverance, discipline, hard 
work, and long hours. He states 
that he is driven and sometimes 
impatient - and that playing foot-
ball when he wa in junior college 
strengthened, as well as disciplined 
him. He i an enterprising person 
and is not shy. He projects a very 
open, honest, and pleasant 
demeanor and image. 
Lane states that his role model 
is Pope John Paul II. " I admire the 
pope because of his integrity, con-
sistency, charismatic leadership, 
and becau e he is a 'man's man."' 
These are the qualities that Lane 
would like people to associate with 
his name. His dedication and com-
mitment to this philosophy is 
deeply rooted 10 Legates, a 
Catholi:: focus religion that pro-
motes the life that Lane lives. He 
is dedicated to this organization, 
works with youth and teaches 
classes. 
Lane says his number one 
hobby and goal is the church and 
keeping his family firmly rooted 
and focused. "All things associat-
ed with the positive contribution to 
these two areas in my life is my 
hobby," he said, and explained that 
the greatest challenge in his life is 
TIME ... time management. "The 
world moves so fast. In a world 
that is forever evolving, I believe 
that my challenge is the challenge 
of many others." 
When asked about what makes 
Alan Lane unique, his response 
was, " l 'v.e been told that I can take 
a complex issue and simplify it in 
business dealings and in the board-
room?" 
So, just how did Lane make it 
to the boardroom and who would 
have ever thought that the job of a 
teller at the age of 19, would be the 
key to unlocking the vault to a 
CEO and president 's position? 
While in college he worked in the 
accounting department at 
Southwest Bank in San Diego. 
After graduating in 1984, he 
became a financial 
analyst. Two years 
la ter, he acquired 
his lending experi-
ence in six months 
as a loan officer in 
one of the branches. 
Two years after 
that, Lane was pro-
moted to vice presi-
dent - and con-
troller the following 
year. In 1989, the 
bank was sold and 
Lane's next move 
was not child's 
play. 
He accepted a 
CFO position with 
PlayCo Toys, a 
major toy chain in 
the Inland Empire 
and Southern 
California. Lane 
remained in this 
position for two-and-one-half 
years. The owners decided to sell 
the company. He returned to his 
exedltive roots in banking and was 
the controller for one-and-one-half 
years with Independence One 
Bank, which also was eventually 
sold. 
Lane's next career move 
proved literally to be the bread and 
butter of his career. Lane joined 
the Fornaca Family Bakery, which 
supplied buns to Jack in The Box 
and Stater Brothers, to name a few. 
Their buns were in deep trouble! 
Fornaca was experiencing severe 
financial problems. They were in 
Chapter 11 bankruptcy, although 
they had $50 million in revenue. 
Lane came to their rescue by keep-
ing their buns from burning and 
helping them through their finan-
cial problems! They promoted him 
to president and CEO. He was the 
driving force behind the $2 billion 
food conglomerate, which allowed 
the business to be sold, and he then 
sold himself out of a job! 
His next appointment was in 
1996 as the CFO at Business Bank 
of California, which led him back 
to the vault door. When he started 
with the bank, they had less than 
Alan J. Lane 
$100 million in assets and operated 
three branches. After a year in this 
position, Lane became the driving 
force behind the opening of the 
fourth branch and acquiring High 
Desert National Bank. Promoted to 
his present position as president 
and CEO, Lane ha held this posi-
tion for the past year- and-one-half. 
He has led the bank to the opening 
of its seventh branch (in Ontario) 
and the eighth branch in Hemet. 
Today, the assets of the bank total 
$300 million. 
When asked what is next in his 
professional life, he commented, "I 
will be at Business Bank of 
California, growing it." Lane has 
some very ambitious goals. He 
expects the bank to triple in four 
years and become one of the top, 
middle-market banks. In the next 
five years, he believes that the bank 
again will triple its assets and 
become a billion-dollar bank. 
An advocate of technology, he 
loves the possibilities that it pro-
motes in the world. He ays that he 
would like to "marry technology 
with personal, face-to-face, impec-
cable customer service and make 
Business Bank of California the 
premier bank." 
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You Don't Have to Win the Lottery to Ensure Lifetime Income 
by Browning Mank, Vice Presidem 
and Branch Manager of the 
Glendale Investor Cemer 
If you're approaching retire-
ment age, go ahead and buy that 
new set of golf clubs. Chances are 
you will have a long, healthy, active 
retirement. In fact, statistics show 
that if you and 
your spouse are 
to the claims paying ability of the 
issuing insurance company): an 
income annuity. Income annuities 
are designed for the retirement 
years when we plan to enjoy the 
fruits of our many years of labor. 
An income annuity, as the 
name implies, is an insurance con-
tract that converts a single payment 
Keep in mind that since most life-
time income sources do not allow 
withdrawals, it's important to also 
have extra liquid assets avail<1hle 
when you need them. This is why 
investors usually convert only a 
portion of their retirement savings 
to an income annuity. 
Income annuities offer several 
uncomfortable with risk, you can 
choose to receive fixed monthly 
payments, to guarantee a steady 
monthly payment, or a payment 
that' · a combination of fixed and 
variable income. 
Options for receiving income 
An income annuit y offers a 
age 65 and in 
good health, at 
least one of you 
has a 50 percent 
chance of living 
to 92 and a 25 
Sources of retirement 
income 
range of features allowing you to 
design an income 
. trategy to meet 
you r needs. 
Payments can be 
paid over your 
percent chance 
of living to 97 
(Annuity 2000 
Mortality 
Tables). Of 
course, there is 
a chance that 
you will live 
even longer. 
That 's the good 
news. The bad 
news is you 
could outlive 
your nest egg. 
That is, unless 
you're pre-
pared. 
Basically, 
you can break 
401 (k}s, IRAs, Mutual Funds, 
Stocks. Bonds 
down retire-
ment income 
into two types: the kind that lasts 
forever, and the kind that doesn't. 
The lifetime portion of your retire-
ment income usually comes from 
two sources: Social Security and 
company pension plans. It's esti-
mated that these sources will 
account for only a portion, typical-
ly less than half, of a retiree's 
needs. Other retirement income-
from stocks, bonds, mutual funds, 
and employer-sponsored retirement 
plans such as 401(k)s and IRAs-
can provide a retiree with consider-
able income but it's not guaranteed 
to last forever. That's why it makes 
sense to consider additional means 
to supplement the lifetime portion 
of your retirement income and 
make your money last. 
There is only one product you 
can buy that can tum assets into an 
immediate stream of income guar-
anteed to last your lifetime (subject 
into an immediate stream of 
income. To purchase an annuity, 
investors typically roll money tax-
free from a retirement plan, like an 
IRA Rollover or 401(k). Or, they 
use 'after-tax' money that they've 
saved on their own, such as from 
mutual funds or stocks. Annuities 
offer: 
immediate monthly income 
the guarantee of income for as 
long as you live, (similar to a tradi-
tional pension plan) 
a fixed income amount, or the 
opportunity for increasing monthly 
payments through a choice of 
investment portfolios. 
Income annuities are intended 
to supplement, not replace, your 
other forms of guaranteed income 
during retirement (such as Social 
Security payments or your pension 
plan). The idea is to boost your 
monthly income stream and guar-
antee it throughout your lifetime. 
lifetime, or if 
you're married, 
Pensions, Social Security 
you can structure 
the income pay-
ments to continue 
for your spouse's 
lifetime-even 
after you die. And 
if you're worried 
about your heirs, 
the popular myth 
that the insurance 
.company "keeps 
your money" if 
you die prema-
turely isn't neces-
sarily true. You 
can choose to pro-
tect your heirs by 
adding a guaran-
tee period for as 
benefits that, taken together, make 
them unique retirement products. 
Income guaranteed for life 
Similar to pensions and Social 
Security-and in contrast to other 
retirement investments-you can-
not outlive your monthly payments. 
Whether you choose a variable or a 
fixed annuity, you can count on 
receiving a regular income for the 
rest of your life. 
Opportunity to increase your 
income 
Not all pensions can keep up 
with the rate of inflation. Income 
annuities, however, offer you the 
chance to generate income that 
keeps up with or even outpaces 
inflation. These variable payments 
are based on the performance of the 
underlying funds to choose from-
including a variety of domestic and 
international equity funds-allow-
ing you to select your own balance 
of reward versus risk. If you're 
long as 10, 20, or 
30 years. Should 
you die before the 
end of the guarantee period, income 
payments would continue to your 
beneficiary for the remainder of the 
guarantee period. 
As you look forward to a 
longer, healthier, more active retire-
ment than you might have thought 
possible just 10 or 20 years ago, 
ensuring a lifetime of income 
becomes ever more important. 
You've worked hard to get to this 
point, so you don't want to leave 
anything up to chance. By making 
an income annuity and the guaran-
tee of lifetime payments a part of 
your retirement portfolio, you don't 
have to. 
For more complete information on 
variable annuities, including 
charges and expenses, request a 
prospectus. Please read it careful-
ly before investing or sending 
money. 
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Building a Speedboat Was the Start of an Incredible Success 
by Diana R. Jackson 
Bob Leach wanted to build a 
boat. That 's all, just a speedboat-
from the ground up! Nothing fancy 
or spectacular, just a boat built 
with the help of a firefighter friend 
who happened to have a boat mold. 
Little did anyone suspect that 
Leach's dream of building a boat 
for personal use would be the start 
of the Eliminator Boat Company in 
Mira Loma, renowned maker of 
some of the 
fastest, best per-
forming boats in 
the world. 
Leach 's 
dream was the 
result of seeing a 
high perform-
ance boat in 
action. He want-
ed one. So he 
built a speedboat 
which, once 
seen, had other 
b o a t - o w n e r s inated • 
clamoring for 
one. "Would you build me one like 
yours?" was the question. So 
Leach did, and with an innovative 
bottom design, he set an example 
- no matter how unwittingly -
that quality and craftsmanship are 
the true hallmarks of success. 
His new customers wanted 
handling and performance not then 
available in a single-engine, vee-
bottom boat. " We were all strug-
gling back then, trying to find a 
way for a vee-bottomed boat to 
drive straight at high speeds," said 
Leach. The only way to get good 
performance from a vee-bottom 
was if you were an experienced 
driver who could control some of 
the instability. 
The company was also strug-
gling, in 1973, when the oil embar-
go hit the marketplace. It didn' t 
generate even $1 of revenue for six 
months and its survival was doubt-
ful. Fortunately, Leach's friends 
believed in his integrity and his 
ability, to the tune of a more than 
$100,000 loan. Leach saved the 
company with a handshake and a 
promise to make good on the loan. 
While he didn't expect to start 
a company back in 1970, the 
Eliminator Boat Company is rec-
ognized as one of the world leaders 
in design and performance in 2000. 
Another unexpected turn of events 
for Leach was his nomination for 
the " Entrepreneur of the Year 
Award" for two consecutive years. 
Although he's not one to boast, his 
secretary, Virginia, proudly men-
tioned it o n his behalf. 
In fact, when the employees get 
a chance to talk about 
.. 
the business and Bob 
Leach, they 
appoint 
"Entrepreneur 
for a winning combination. The 
boats themselves, racing awards 
and industry recognition, provide 
ample proof. 
Hot Boat Magazine reported 
this year that, "After three decades, 
it's still true - nothing drives like 
an Eliminator, especially an 
Eagle." As to claims of superior 
performance, Leach recently won 
the 1999 World Champion Factory 
III class held in Biloxi, 
Mississippi . Factory III class is for 
36-foot tunnels 
with twin 500 
horsepower 
MerCruisers. 
Leach also won 
this year's Factory 
III class competi-
tions in San Diego 
and San Francisco. 
"We are constantly 
exploring 
new products 
and new 
designs to 
build the 
fastest, bt:st 
but the reception was overwhelm-
ing for our Daytona model. We felt 
good about launching the Daytona 
and giving Florida critics the 
chance to see it first," reports 
Leach. 
The company must be doing 
something right, because boat sales 
have increased steadily from about 
10 to 15 percent annually during 
the past 15 years and employees 
have increased to 110. From that 
first hull design 30 years ago, 
Eliminator now builds a variety of 
watercraft. It has seven versions of 
its popular Daytona twin-hulled, 
high-speed racing craft; eight vari-
ations of its popular Eagle XP 
recreational boats, and three ver-
sions of recreational ski boats. All 
employ state-of-the-art hull design, 
as well as increased fuel efficiency 
and responsiveness. Eliminator 
boats are manufactured, tested and 
shown at offices in Mira Lorna, 
California and Lake Havasu, 
Arizona. 
Year" themselves, if 
they could. They say 
he has a "strong sense 
of family ·and holds (I to r) Robert D. Leach, president, Brent 
friendships and rela- Leach, V.P. general manager, Eliminator Boats. 
performers," 
says Leach. 
" Boating 
enthusiasts 
are looking 
for the same 
kind of per-
formance and 
reliability that 
the resurgent 
Also, explains Leach, the 
company installed a 50-foot by 50-
foot swimming pool to test each of 
its boats. And when it is time to 
test new models, Leach and his 
son, Brent, test each one personal-
ly, in the pool and on the open 
water to ensure that each boat has 
the quality and workmanship that 
has become the Eliminator hall-
mark. The father-son team test for 
leakage and maneuverability as 
well as proper engine and equip-
ment performance. While that may 
seem like a basic precaution, many 
boat manufacturers let the new 
owners do their own preliminary 
testing! 
tionships dearly." 
Further, they say, he lives and 
breathes quality and lea~ by exam-
ple. He spends most of his time 
working side-by-side with assem-
blers and works on many boats -
buffing the hulls, laying carpet and 
inspecting the gelcoat. 
"When others see his pride and 
hands-on involvement, it's conta-
gious throughout the plant. He 
knows he needs quality people. For 
example, he has hired the best gel-
coaters in the business and pro-
vides monetary incentives based 
on quality and production," says 
Virginia. "Turnover is near zero 
and we have entire families who 
work at the company." 
Leach 's philosophy, his 
employees and quality boats make 
muscle car 
admirers are looking for." 
The company recently 
launched its 36-foot Daytona 
model at the Miami Boat Show in 
February, 2000. The design was 
based on Eliminator's award-win-
ning 33-foot hull, which won both 
national and world championships 
in 1999. This new 36-footer is a 
fully hand-laminated boat with a 
Kevlar/graphite hull using vinyl 
ester resins, a balsa-cored deck and 
hull, and finished with multicolor 
graphics in gelcoat that sets it apart 
from the competition. Racing 
results have proved its perform-
ance! 
"Florida consumers are critical 
toward West Coast boat builders, 
Back in 1970, Bob Leach just 
wanted to build a boat. Now he has 
done everything from traveling 
abroad with Congressional delega-
tions for world trade promotion, to 
sponsoring soccer and baseball 
teams. Thirty years later, Leach is 
still building boats, each better 
than the one before- one at a time 
- customized to meet each 
buyer's needs. He's now looking 
forward to better, faster boats and 
alternative fuel sources to power 
them. 
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CORNER ON THE MARKET 
IF YOU BUILD IT THEY WILL COME ... NOT! 
by Ron Burgess 
Many of you have een the TV 
commercial where the new Web 
site is just launched, and the first 
on-line order comes rolling in. 
The group of employees cheer -
th~n as thousands of orders begin 
to flood in, the group falls into 
silent dismay. How will they fill 
all those orders? Nice commer-
cial. In reality, very few site expe-
rience anything like this. 
Many business decision-mak-
ers really think people will "just 
find" their site. Of course, many 
sites are not supervised by the 
real decision-makers, therefore 
reducing their chances of success. 
However, with more than one bil-
lion registered sites on-line, the 
chances of stumbling onto a spe-
cific site is smaller than stum-
bling onto the needle in a 
haystack. Search engines can 
help, but without substantial 
budgets, search engine registra-
tions are proving to be poor at 
solving the problem. 
The Internet has much to offer, 
but most existing businesses are 
missing promotional value by 
expecting their Website to stand 
alone. It is surprising to see own-
ers of new business sites forget 
even the simplest tools to drive 
business to their sites. Items like 
forgetting to add their domain 
name to business cards, stationery, 
and advertisements! 
It seems that the Web repre-
sents a paradigm shift for many 
and they just don't understand how 
to use it yet. Unfortunately, many 
sites are just another check mark 
on the promotional list. "We've 
got a site - but we don't get any 
business from it." It's no wonder. 
Here are some ways to increase 
traffic at your site: 
1. Have your hosting company 
(ISP) register you with the basic 
search engines (this can be from 
100-400 engine for $50 to $80). 
Supply five to 10 key words for 
the Webmaster to use to find your 
site. Be specific not general; the 
word "mortgage" brings up 
1,140,821 pages on Lycos. 
Concentrate on the most special-
ized part of your business. 
Beyond this, be cautious about 
spending too much money or time 
on search engine postings, until 
other promotional is ues are in 
place; it is costly, with diminishing 
returns. 
2. Print your Website domain 
name on all literature, as if was 
your address or phone number-it 
is! 
3. Write a press release on the 
site and send it to your normal 
media list. Remember that the 
media wants news, so try to make 
it news. The type of content on 
your site will make it news or 
advertising, so if you don't have 
more than the "who, what, where" 
information on your site yet, per-
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haps you should wait for this step 
until you do. Some sites can usc 
this to a great benefit by building 
sections of innovative content and 
releasing them in a timely way. 
Redlandweb.com for instance, a 
new community directory in 
Redlands , builds a major new sec-
tion every two months. The sec-
tion is designed and released in a 
way that will be news, as well as 
exciting content for its audience. 
4. Write a flier or brochure 
(depen,Ping on your budget) 
de cribing the site and the reason 
why your customers and prospects 
will find it useful. l.Jse the 
brochure as direct mailers, 
stuffers, and inserts into product 
shipments. 
5. Build an internal campaign 
to remind employees about the site 
- out of site - out of mind, 
excuse the pun. Involve employ-
ees o they will come up with sug-
gestions to add content to the site. 
6. Send an introductory e-mail 
to all customers, vendors and 
prospects ID invite them to visit 
and comment on your site. Even if 
you don't have a site yet, be sure 
to collect e-mail and Web address-
es of customers and prospects for 
this purpose. 
7. Build an on-line promotion-
al campaign: banners, e-mail, link 
programs, and PDF files. This 
step is combined with the last step, 
number 8. 
8. Begin to modify your pro-
motional campaigns to drive busi-
ness to your site. This is the last 
and most tnvolved Web promo-
tional tool. The subject is content 
for numerous books, so we can 
only outline a few general ideas 
here. 
a) Write campaigns that "push" 
customers to your site for more 
information, coupons, discounts 
and special prices. Volkswagen 
has a special color bug available 
for sale only on-line. 
b) Add features to your site for on-
line forms to make information 
easy to request. 
c) Add features that provide extra 
services like product instructions, 
and repair manuals. 
d) Build campaigns that include 
games or drawings for registering 
on-line. 
e) Use your site to increase the 
customer service options. This 
brings customers back to the site 
and begins to change the way they 
think about doing business with 
your company. 
These simple steps can help 
generate traffic to your site, which 
will ultimately lead to the expo-
sure that can build your business 
-but they don't make up for poor 
sites or little content. Sites need to 
be maintained and enhanced to get 
people to come back. They need 
to be easy to use and helpful. 
Don' t take these steps as the 
complete solution to your site traf-
fic. Successful companies in the 
future will use the Internet for a 
variety of business activities, 
including communications, adver-
tising, customer service, direct 
mail , internal policy manuals, pur-
chasing departments and many 
more applications. One of our 
clients started their Website a year 
ago to test the way it would use the 
Internet. Today 200 people a day 
log onto their site, but an astonish-
ing 50 to 60 of them use a simple 
on-line form to change their order 
for that week! 
The customer-care department 
now deals with e-mail for almost 
20 percent of their daily calls. 
Surveys indicate that this could 
grow to as high as 60 percent over 
the next two years, resulting in 
efficiency gain and increased serv-
ice options for their customers. 
The starter site of a year ago is 
now being folded into the overall 
five-year strategic plan. Unlike the 
baseball movie "Field of Dreams," 
building a Website does not bring 
in the traffic- marketing the site 
does. Well, you might have 
expected that, right? 
Ron Burgess is a marketing man-
agement consultant in Redlands. 
His firm specializes in marketing 
management and technology 
implementation. He can be 
reached at (909) 798-5737 or 
ronb@burgessman.com. 
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GETTING O RGANIZED 
Organizing Meetings for Optimum Efficiency 
by Monica Y. Jackson 
If you have ever been 
involved in a meeting that lasted 
for hours and at the conclusion of 
the meeting very little was 
accomplished, then you need to 
learn how to eliminate this situa-
tion in future meetings. 
Whether you are meeting 
with one, two, three, or more 
individuals, every meeting should 
be organized to maximize and 
effectively utilize time, as well as 
to achieve the goals and objec-
tives. The following will help you 
to organize your meeting: 
Pre-Planning 
Pre-planning is essential and 
will allow you to obtain more 
information prior to the actual 
meeting. One way to do this is to 
prepare a brief questionnaire for 
completion and returning it prior 
to the meeting. You may need to 
follow-up, but make sure you 
receive the completed question-
naire because it will affect the 
focus of the meeting. For exam-
ple, if the purpose of the meeting 
is to develop a graphics project, 
the questionnaire might include 
items such as: 
1. Do you have a color scheme 
that you would like to use? 
2. Do you have any special sym-
bols to include as part of the 
logo? 
3. Do you have an established 
color for your stationery? 
4. Identify how and where the 
logo will be used. 
Prepare an Agenda 
Having and following an 
agenda projects an organized and 
professional image. Furthermore, 
it helps to maintain control and 
focus so that the desired results 
can be achieved. The agenda 
should be high level and should 
contain the task or topic and the 
time. Additionally, you should 
include the individual responsible 
for the particular task, and could 
include the following: 
Introduction, 9:00 - 9:05, Goals 
and Objes;tives, 9 :05 - 9:25, 
Present Sample Logos, 9:25 -
10:00, Break, 10:00 - 10:10, 
Discussion, 0 /A 10:10 - 10:40. 
Finalize Logo, 10:40 - 10:50, 
Recap and next step 10:50 -
11:00. 
Follow the agenda 
To maintain control and focus 
of the meeting, it is imperative to 
adhere to the publ ished agenda; 
otherwise, your meeting may take 
all sorts of twists, turns, and 
directions that you did not expect. 
Introduction: 
If this is the initial meeting, 
have everyone state his or her 
name, title, area of responsibil ity, 
and iden tify their top priority. If 
this is a subsequent meeting, 
make sure that all new individu-
als introduce themselves. 
Goals and Objectives: 
The goals to be achieved dur-
ing the meeting should be clearly 
stated, and may also be included 
on a checklist to be distributed 
along with the agenda. This pro-
vides the participants with a visu-
al overview. 
Present Sample Logos: 
The person in charge of the 
project should be prepared to 
show sketches of logos, based on 
the particular requirements, along 
with alternatives. Having sam-
ples, a starting point, is really key 
to driving the discussion. 
Break: 
It is recommended that a 10 
or 15-minute break occur after 
the first hour of a meeting. This 
helps to avoid the "Mother 
Nature" calls and other disrup-
tions. Do not present it as an 
option, because it allows you a 
few more minutes to regroup and 
plan if necessary. 
Discussions, Q & A: 
This is very beneficial, 
because you can ask participants 
to hold their questions until this 
time, in an effort to keep the 
meeting on schedule. 
Finalize, Recap, and Next Step: 
Present your understanding 
of the key issues. Provide a recap 
of what will be done and when. 
Finally, leave the participants 
with a date on which they can 
expect to hear from you, as well 
as what they can expect to 
receive. 
Ways to refocus and get back 
on track: 
Unfortunately, all meetings 
do not progress as planned. Here 
are a few methods to avoid get-
ting too far off track: 
When participants want to 
ask questions at a time other than 
when you desire, use a white 
board or flip chart to record 
questions and action items. If 
you have time, then address 
them at the conclusion of the 
meeting or supply your response 
later, preferably in written for-
mat. 
If there is a history of indi-
viduals who consistently sabo-
tage the course of meet ings, then 
consider using a timer, which 
rings according to the schedule. 
Once your meeting has con-
cluded, evaluate it and the results. 
If you did not receive the desired 
results, then you may need to 
modify your presentation, agenda 
preparation, and meeting control-
ling skills. Every meeting is dif-
ferent and adjustments may be 
necessary from time-to-time to 
better organize your meeting 
planning skills. 
Monica Y. Jackson is the founder 
and owner of Written Expressions 
Enterprise, specializing in pro-
viding writing, proofreading, and 
copyediting services on a variety 
of topics, ranging from legal, 
technical, and many others. You 
may contact her at (909) 371-
0160 or mjackson@writtenex-
pressions.org. Please visit 
www. writtenexpressions.org for 
additional information. 
COMPUTERS/SOFTWARE 
Just Whose PC is It, Anyway? 
by J. Allen Leinberger 
More than 100 years ago, 
Sherlock Holmes raced through the 
streets of London to retrieve such 
documents as the Naval Treaty and 
the Bruce-Parkington Plans. His 
g~eatest fear was that these papers 
could be compromised or shipped 
out of the country before he could 
retrieve them. 
These tales made for exciting 
fiction. The reality today is that sen-
sitive information, like a new sales 
plan, is probably out on the e-mail 
or the fax to the competition before 
the boss gets back from the coffee 
room. 
In fact, inside of just about 
every computer on just about every 
desk is information that someone 
does not want to share. There are 
things the company does not want 
you to send out. There are things in 
there that you don't want the com-
pany to see. 
One recent example was the 
case of a CEO who checked his sec-
retary's computer for information 
he needed while she was out. He 
found the file, and then he found her 
resignation letter. She thought she'd 
spring it on him when she came 
back. Could she have used a pass-
word and protected her info? 
Maybe, but remember that the same 
company who issued the computer 
- issues the passwords. 
Actually, a company computer 
is not very different from a compa-
ny desk or car. You use it, but the 
company owns it. What's on the 
hard drive is called proprietary 
information. Do you remember the 
David Letterman argument with 
NBC over "intellectual property?" 
Many companies have estab-
lished "No Game" rules on their 
computers. In fact, the Employers 
Group has recently advocated that 
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companies include a clearly defined 
computer policy in the initial 
employee agreement. 
At the same time, Congress is 
considering a law which would 
allow companies to give home com-
puters to employees as a bonus or 
incentive, without tax penalties. 
These home computer have no 
restrictions and could be used for 
work, recipes, e-mail, etc. 
But where does deep liability 
lie if the home computer is used for 
some Internet crime? I don't know. 
Lawyers and courts will have to 
resolve this matter, 
In the meantime, privacy issues 
on the computer become even big-
ger. Theft of persoMlity is becom-
ing a major crime. All one needs is 
what are called "the keys to the 
kingdom." These would include 
your birthday, your social security 
number, and your mother 's maiden 
name. All of those are things that 
companies will ask you in order to 
confirm your identity. Just the sort 
of things that someone would need 
if they tried to get a copy of your 
birth certificate. 
Much of this sensitive informa-
tion is available in what is called 
"the cookie." We have discussed 
this bit of info before. It is found in 
your preference file and it starts the 
first time you order something on-
line. (Recently it has been discov-
ered that children on-line will often 
give out their parents' information 
without realizing the conse-
quences.) 
There is a new program called 
Internet Spy 2000. We have been 
told about it - but have not found 
a copy yet. It allows potential 
employers to find out a lot more 
than most people want anyone to 
know. It is only available for 
Windows, not MAC or DOS. True, 
a simple phone call to the contacts 
on the resume will prove whether it 
is reality or fiction, but this comput-
er program claims to do even more. 
Ex-spouses, neighbors, people 
you work with ... Internet Spy 
claims it can find them all. It lets 
you track social security numbers, 
unlisted phone numbers, license 
plates and drivers licenses. It even 
says it can send anonymous e-mail 
completely untraceable. The system 
works through the Internet, which 
means that all of the fears of every-
one trying to reach out there, and 
remain private at the same time, 
come to fruit ion. Not surprisingly, 
the information on the program 
claims that it may soon be banned in 
all· 50 states. After all, remember 
what happened when Caller ID 
came out? 
The days of James Bond, secret 
agent, are over. Most of the delicate 
secrets that leak out of the Pentagon 
don 't get handed over on micro-
dots. Now the opposition looks for 
used computers that military intelli-
gence has sold off- or hard drives 
that got misplaced .. 
Too often, very valuable files 
were not erased before the comput-
er was replaced. Granted, all I ever 
got was a Disney screen saver this 
way, but stealth technology and 
smart bomb plans are out there 
somewhere. 
The good news is that fiber 
optics will not let the guys at the 
cable company watch you in your 
living room. 
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What Inland Empire Employers Need to Know About AB60 
by Sydney Kamlager, Legislative 
Coordinator for the Employers 
Group 
The Industrial Welfare 
Commission (IWC) is holding 
what is slated to be its last hearing 
fpr the fiscal session on June 30, in 
Sacramento. The topic of this 
hearing will be on rules and regu-
lations concerning the "Eight-
Hour-Day Restoration and 
Workplace Flexibility Act of 
1999" (AB60) and will have some 
impact on Wage Order 1, the man-
ufacturing industry. 
Alternative Workweek 
The IWC will take public 
comment on a proposal that 
requires, in response to an 
employee complaint, a neutral 
third party to conduct an alterna-
tive workweek election. While 
this proposed amendment only 
affects Wage Orders 4 and 5, it is 
anticipated that if adopted, it will 
extend to other Wage Orders 
(except 14). 
There are three other issues 
relevant to Wage Order 1 and the 
alternative workweek that are 
worth mentioning. Wage Order 1 
is the only wage order that does 
not have an alternative workweek 
schedule of less than 40 hours. All 
other wage orders that provide an 
alternative workweek require at 
least 40 hours. 
Wage Order 1 is also the only 
wage order that does· not have a 
requirement for "reasonable 
accommodation." A proposal has 
been set forth that will require 
employers to make a reasonable 
effort to develop a work schedule 
that does not exceed eight hours 
and that will accommodate 
employees' religious observances. 
Lastly, Wage Order 1 has two 
reporting requirements, to the 
Labor Commission and to the 
Division of Labor Standards 
Research (DLSR), while all others 
report just to the Labor 
Commission. 
Election Procedures 
Election procedures are a key 
element for alternative workweek 
schedules. The following Ian-
guage currently regards Wage 
Orders 4 and 5. However, IWC 
has indicated that these amend-
ments may also be transferred to 
other wage orders (except 14 and 
15). 
Proposals for an alternative 
workweek schedule have to be in 
writing. The proposal must include 
the number of days and work 
hours. The actual days need not be 
specified. A single work schedule 
or menu of schedule options may 
be proposed. If a menu were pro-
posed, each employee would be 
allowed to choose from the 
options. After a schedule is cho-
sen, the employee may switch to 
another option with the employ-
er's approval. 
The proposed 
workweek schedule 
alternative 
must be 
accepted through a secret vote by 
two-thirds of the affected employ-
ees in the work unit. The work unit 
must be an identifiable work unit, 
such as a division, a job classifica-
tion, a shift, a separate physical 
location, or a recognized subdivi-
sion of any such work unit. A 
work unit may consist of an indi-
vidual employee, as long as the 
criteria for an identifiable work 
unit is met. 
Prior to voting, disclosure to 
affected employees must be made 
in writing concerning the proposed 
alternative workweek schedule's 
effect on wages, hours, and bene-
fits. Disclosure also requires that a 
meeting be held at least 14 days 
prior to voting. 
Affected employees may 
repeal alternative workweek 
schedules, provided that one-third 
(113) of them petition for a repeal 
and two-thirds (2/3) of the affected 
employees vote to reverse it. The 
employer is responsible for boW-
ing an election to reverse within 
30 days after receiving the peti-
tion. Twelve months m~st have 
expired between the repeal and the 
original vote to establish the alter-
native workweek schedule. The 
election to repeal must be sched-
uled during regular working hours 
of the affected employees and at 
their work site. If the alternative 
workweek is repealed, then the 
employer has 60 days to reestab-
lish the regular work schedule. If 
an employer can demonstrate an 
undue hardship, the Division of 
Labor Standards Enforcement may 
grant a time of extension for com-
pliance. 
The results of the election for 
the alternative workweek shall be 
reported to DLSR within the (30) 
days. Employers are required to 
provide employees effective by 
the secret ballot election thirty 
(30) days from the election results 
to the implementation of the alter-
native workweek schedule. 
. An employer shall not reduce 
an employee's regular rate of 
hourly pay as a result of the adop-
tion, repeal, or nullification of an 
alternative workweek schedule. 
Exemption 
The second major highlight 
concerns exemption. For a job to 
be exempt, California law requires 
that job duties of an exempt be 
performed more than half the time. 
A proposal by Bill Dombrowski, 
chairman of the IWC and presi-
dent of the California Retailers 
Association, takes a comprehen-
sive overall view of the job, simi-
lar to the measurement employed 
by the federal Fair Labor 
Standards Act. Under this propos-
al, the executive (managerial) 
exemption could be obtained · if 
certain requirements are met, even 
if other non-exempt work is per-
formed on an incidental or simul-
taneous basis. Requirements 
include: the relative importance of 
the managerial duties as compared 
with other types of duties; the fre-
quency with which the employee 
exercises discretionary powers; 
his/her relative freedom from 
supervision; and the relationship 
between his/her salary and the 
wages paid other employees for 
the kind of non-exempt work per-
formed by the supervisor. 
Commissioner Barry Broad 
(legislative advocate for the 
Teamsters, among other clients), 
put forth an alternate proposal 
concerning exempt duty measure-
ment, which adopts the exemption 
rules presently found in the 
Interim Wage Order 2000. This 
approach to exempt duties under-
scores California's previous 
method whereby, utilizing the 
more than 50 percent test, each job 
duty is analyzed in a vacuum, irre-
spective of any related job factors. 
This issue will impact employers, 
specifically small companies and 
retail businesses, as well as office 
manager production pos1twns 
where a front-line supervisor 
supervises non-exempt workers. 
Other issues covered under 
AB60 
Meal and rest periods: 
The proposal concerns Wage 
Orders 1 to 13 and 15 and calls for 
a penalty for not providing a meal 
or rest period. The penalty is one 
hour of pay at the employee 's reg-
ular rate (not base rate) for every 
workday that the meal or rest peri-
od is not provided. 
Computer professionals: 
With the passage of AB60, 
every exempt period, except out-
side salespersons, must receive a 
fixed monthly salary equivalent to 
two times the state minimum wage 
for full-time employment. While 
federal law also requires a fixed 
salary, there are allowances for 
certain exempt jobs to be paid on 
an hourly basis. The most noted 
exception addresses certain com-
puter professionals, whose hourly 
rate exceeds six and one-half (6 
and 112) times the federal mini-
mum wage ($5.15). Presently, 
state bill SB88 is rapidly moving 
through the legislature and, if 
passed, would parallel the feder-
al's hourly/exempt approach for 
certain computer professionals. 
The hourly rate however, in 
California, would be $41.00. 
On the regulatory side, the 
IWC has called for a wage board 
to convene and address the exemp-
tion issue of computer profession-
als. If SB88 is successful, its pas-
sage may deflect interest in this 
Wage Board. 
Employers Group Staff 
Consultants Matthew Barstosiak 
and Thomas Harang contributed 
to this article. 
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Four Steps to Continuous Performance Improvement Protecting Yourself From Credit Card Misuse 
You must establish good 
habits when using your credit and 
other charge cart;ls - to maxi-
mize their potential - while pro-
tecting yourself from unautho-
by Stan Stahl, Ph.D. 
Most organizations approach 
performance problems in one of two 
ways: they either blast through them 
and move on or they change their 
processes in a way that fLXes symp-
tQms while leaving root causes 
unidentified and uncorrected. 
ln neither case does the organiza-
tion take advantage of the opportuni-
ty to identify and correct the root 
cause of the problem. Even worse, as 
Deming taught us, fLXing symptoms 
while leaving root causes untouched, 
often serves only to worsen future 
system performance. 
Adding insult to lOJUry, these 
organizations fail to take advantage 
of their opportunity to better learn 
how to improve performance. Every 
time a business takes advantage of an 
opportunity or solves a problem, it 
has an opportunity to learn and grow 
from the experience. Yet most of the 
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time these opportunities go to waste 
... the organization picks itself up, 
brushes itself off, and moves on as if 
nothing has happened. 
Enter the basic four-step model 
of performance improvement. The 
model is an easy-to-learn methodolo-
gy both for solving P!rformance 
problems and for taking advantage of 
performance opportunities. It also 
supports continual learning and the 
application of that learning to the per-
formance needs of the organization. 
And, properly managed, it does so in 
real time, at the moment of need, sup-
porting what consultant Fritz Dressler 
calls "evolution on the fly." 
The performance improvement 
model described here has its origins 
in three earlier performance improve-
ment methodologies. One is the 
famous "Plan-Do-Check-Act" 
method taught by Deming. A second 
is the "OODA" cycle- observe, ori-
ent, do, act - that emerged in fighter 
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pilot studies in the 1950s. The third is 
a systems development methodology 
I learned while I wa a research sci-
entist at TRW. Like the performance 
improvement model, all embrace the 
fundamental arrow of purposeful 
evolution: action, feedback, and syn-
thesis. 
There are four basic steps to the 
performance improvement model: 
• Assess the opportunity or prob-
I em. 
• Decide what to do to improve 
the situation. 
• Plan the improvement activi-
ties. 
Implement the improvement 
plan. 
The power of the performance 
improvement model lies in repeating 
these four basic steps over and over, 
establishing a habit of continual per-
formance improvement. 
Assess: What is the problem or 
opportunity? If a problem, what is the 
root cause? If an opportunity, where 
is the greatest leverage for making 
the most of the opportunity? What are 
the gaps between what you are and 
what you want to be? What are the 
organizational strengths and weak-
nesses that support or inhibit closing 
the gap? 
The assessment phase is an 
opportunity to talk to customers, 
employees, and suppliers about per-
formance. It's an opportunity to do 
market research, to benchmark per-
formance against best practices, to 
analyze business processes, and to 
rigorously analyze statistical and 
other performance measures. 
Most important, assessment is a 
time for truth-telling; a time to get 
beneath the surface veneer of consen-
sus pleasantries; a time to objectively 
identify and come to grips with core 
values and how they support or get in 
~e way of the performance needs of 
the organization. 
Decide: The French philosopher, 
Georges Bernanos, once remarked 
that "a thought which does not result 
in action is nothing much." Equally 
worthless is an assessment that fails 
to result in a decision to take action. 
Even bureaucracies can no longer 
afford the luxury of shelving their 
assessments. 
The action decision must have 
clear performance objectives. And its 
outcome must be measurable, not just 
"did we accomplish our objectives," 
but how well did we accomplish 
them? 
Decision objectives need to link. 
They must link to the high leverage 
needs ana opportunities established 
by the assessment. They must link to 
the current organizational and per-
formance strengths and weaknesses. 
And they must link to the organiza-
tion's purpose, vision and missio~, its 
key strategies and objectives, and its 
cultural bias for change and improve-
ment. 
Like the assessment, deciding 
what to do requires unwavering atten-
tion to the truth. Nothing is worse 
than riding off to joust with wind-
mills; taking on impossible objectives 
for which the organization has neither 
the stamina nor the skills to accom-
plish. Doing so breeds cynicism and 
discontent and is often worse than 
taking no action at all. 
Plan: Project managers have an 
old saying: "Failing to plan is plan-
ning to fail." 
According to Norman Carter, 
president of Development Systems 
International, an international project 
management firm, a successful plan 
has nine core components beginning 
with a clear description of project 
scope and including a schedule of 
activities and milestones; a descrip-
tion of project resources and how 
they will be obtained; a description of 
what project quality means and how 
it will be assured. 
Also, a description of how the 
project will be integrated across dif-
ferent parts of the organization; a 
description, if needed, of how exter-
nal services are to be procured and 
managed; an analysis of key risk 
items and how risk is to be managed; 
a description of how project results 
will be communicated, both internal-
ly to the project team and to external 
stakeholders, and a budget. 
Implement: This is where the 
rubber meets the road, where the 
energy invested in the first three 
phases of the model pays off. It's also 
where reality is most likely to inter-
by Lazaro E. Fernandez, Esq. 
We all know that credit cards 
provide us with the ability to make 
purchases without carrying a check-
book or large amounts of cash. Since 
the card-; are easy to use, they are 
popular with consumer~ and almost 
;~ I businesses accept them. Their 
acceptance makes them a target for 
fraud. A few simple measures will 
reduce the risk of credit card fraud. 
When you get your card, sign it 
immediately in non-erasable ink. At 
the same time, destroy your old card 
by cutting it into variou. pieces. 
Before doing so, scratch out the dark 
magnetic strip on the back of the 
card. 
You should keep a record of all 
your credit card numbers, and tele-
ph.one numbers to call to report lost 
or stolen card<;. You must report lost 
or stolen cards immediately. Speed is 
critical, as the majority of cards are 
used immediately after theft. 
Remember never to write your 
·"personal identification number" (pin 
number) anywhere on the card. 
A merchant is not permitted to 
write your credit card number on the 
back of any check you use to pay for 
a purchase. Beware! If you allow 
this to happen, someone may obtain 
your car~ number from the back of 
your check. 
Make sure you get your card 
back immediately after you complete 
your transaction. I keep each of my 
cards in ~he same place in my wallet. 
By keeping it in the same spot, I can 
easily notice if one is missing. 
Never sign a blank credit card 
slip. When you add the tip amount at 
a restaurant, remember to fill in the 
" total" amount, so that if there is a 
discrepancy regarding the amount of 
the tip, the correct tip can be deter-
mined by subtracting the amount 
from the total. If you are not leaving 
a tip or are leaving a tip in cash, fill in 
the tip portion with a zero. 
The only time you should give 
out your credit card number over the 
phone is if you made the phone call, 
as opposed to receiving the phone 
call, and if you are confident that you 
are dealing with a reputable company. 
You balance your checkbook 
every month, correct? Well, you 
should compare your receipts with 
the credit card statements you 
receive. If there i a discrepancy 
between the amount on your transac-
tion slip and the amount hown on 
the monthly statement, call the card 
issuer immediately. The issuer must 
review the di puted charge. 
Mistakes do happen, so if a mer-
chant made a mistake, your card 
should be credited accordingly. 
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Alzheimer's ... 
continued from page 3 
unemployed, Harris, who had been a 
homemaker for several years, sud-
denly found herself overwhelmed by 
a flood of new responsibtlities. "I 
thought the candlelight vigil would 
be a moving experience and could 
help me to feel as if I was not alone 
in coping with this disease," she said. 
But bad weather prevented them 
fro~ making the. vigil that year. 
Little did she know that a year later, 
she not only would attend the·associ-
attOn 's candlelight vigil, but as an 
Alzhetmer advocate, she would also 
serve as a speaker. 
Several tough months of caring 
for her husband practically by. herself 
contributed to her decision to 
become an advocate. She learned 
first-hand about the scarcity of 
resources available to caregivers, 
such as herself, who often provide 
ro~nd-th~-clock care to their !oved 
ones. "There are not enough pro-
grams and finanCial resources for 
caregivt:rs, and tht: public need · to 
be made aware of that," Harri com-
mt:nted. 
Di~appointed by the lack of pro-
grams and services available in her 
community, she began searching for 
a way to remt:dy the problem. That 
opportunity came in the form of a 
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brochure from her local Alzheimer's 
Association chapter encouraging her 
to become (\n Alzheimer advocate. 
"When I saw the brochure, I knew 
this was a chance to' do something to 
help myself and other families," she 
said. 
The disease robbed her husband 
of his independence and forced him 
to depend on his wife to do every-
thing for him. Along with her hus-
b'and's ability to perform simple 
ta ks, such as reading, shaving or 
turning on the television set, 
Alzheimer's also has robbed Harris 
of her husband 's companionship, 
which she greatly misses. 
"Alzheimer's is a lonely disease," 
she said. 
As an advocate, she wants to 
stress to people that the disease 
affects individuals differently. "The 
general perception is that 
Alzheimer's affects only old people, 
individuals in their 80s and-90s," she 
says. "But the public does not know 
that the disease also strikes Y.ounger 
people, like my husband, who was 
53, a11d will likely· kill him because it 
moves more aggressively in younger 
individua1s." 
In addition to pushing for more 
funding for respite care and research, 
Harris ft:t:ls her main responsibility 
as an advocatt: is to educate people 
about the psy~hological, emotional, 
physical, and financial toll 
Alzheimer's has on families. "People 
want to help, but they don't under-
stand," she says. "If people aren't 
educated about the impact of the dis-
ease on families, then they won't feel 
compellt:d to do anything to help." 
AJzheimer's d isease: the warn-
ing signs 
Family and friends can play a 
key role in early diagnosis. When 
Eric Tangalos, MD, talks about the 
importance of diagnosing 
Alzheimer's disease as early as pos-
sible, he sometimes underscores his 
point with a story about his children 
and a ktndly neighbor named Mary. 
During the summer of 1988, as 
in many previous summers, Mary 
spent mo..t of her days tending her 
nowcr garden at her home in 
Rochester, Minnesota. The nearby 
Tangalos childrt:n, Becky, then ~ 
years old, and Buddy, 7, were 
charmed by Mary and her colorful 
garden.' They often visjted her and 
would sit entranced as Mary intro-
duced them to her flowers and the 
fine potnts of gardening. "She was 
continued on page 34 
. ~ 
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Rancho Cucamonga-Zoned for Beauty 
Zoning laws. These two 
words can bring an entire devel-
opment team to its knees. 
Controls on construction, imple-
m ented to preserve h istor ica l 
congruence or aesthetic unity in 
a community, can send budgets 
skyrocketing and cause dead-
lines to be pu hed back. To a cer-
t~in extent, zoning l aws are 
responsible for the beauty of the 
building that surround us -and 
for the gray hairs on the heads of 
the people who put them there. 
The Trammell Crow 
Company, who is developing the 
future Dis tribution Center III i n 
Rancho Cucamonga on behalf of 
its institutional partners, accept-
ed the project knowing that it 
would have to meet the high aes-
thetic standards set by the city's 
planning commission. Working 
with GAA Architects of Irvine, 
the company has taken the proj-
ect through the planning stage. 
Design quality and aesthetic 
standards are not usually the pri-
mary concerns of architects plan-
ning warehouse storage and dis-
tribution sites. Rancho 
Cucamonga, however, demands 
a similar caliber of external pres-
entation from its warehouses and 
office buildings. The develop-
ment team worked closely with 
the community development 
department to create a complex 
that met both the client's need 
for utility and the city 's refined 
visual standards. For an exam-
Daffod drt '"' the I '.t wee!<. I 
becom1ng flowers of Maret-> I 0 daffodilS 
hope fOf thousands of are only S 7 AI~ asf 
un::e< P<Jl€rll!o. !harks about our Gtfr of 
to the many programs Hope and how you 
whiCh are funded by can !oend a bouquet 
the Amencan Carxer anonymously to a 
Sooety's Daffod,l Days can• er pat•ent 
Sales Will take place I. 
February 1st thrfJU91 te"' 
DAFFODIL DAYS 
To learn more, contact your Amencan Cancer 
Soc1ety off1ce or caii1·800-ACS·2345. 
pie, the facades fronting the 
streets will be visually dynamic 
and all trucking will be enclosed 
within the interior of the com-
plex-hidden from v iew. 
" I n the future, th is si te may 
be used as an example of what a 
faci lity l ike this can be," said 
Mark Ossola, senior vice presi -
dent at Trammell Crow. 
The Inland Empire is grow-
ing as a commercial center and 
the distribution center will be in 
a prime location for user ship-
ping and storage needs. Due to 
the rela tively recent expansion 
into the Inland Empire, all of the 
bu i l d~ngs constructed in the 
environs of Rancho Cucamonga 
meet 21st Century criterion. 
Chris Atkinson, a broker with 
Trammell Crow notes that "all 
the facilities are state-of-the-art 
in both design and functionality. 
Unlike other areas of Southern 
Cal ifornia, nothing cl utters the 
landscape." 
Stock Drdei'S Ship Until 6:00pm! 
r.-SETON 
• Identification Products 
• Order stock product by 6:00 
today, and you•n have it in 1-2 days! 
• Signs, Tags, Labels and more 
• English, Spanish and bilingual 
wording 
• Meet OSHA, ANSI, ADA, and 
California regulations 
Service #: FKW 
TODAY! 
• 4451 Eucalyptus Ave.,Suite 330, 
Chino, CA 91710 
• 20 Thompson Rd. 
Branford, CT 06405 
Call today to place an order or request a 
FREE catalog and samples: 
CAll 800-243-6624 
FAX 800-345-7819 
WWW.SETON.COM 
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With You Every Business Moment 
PFF BANK & TRUST offers a complete portfolio of business financial services that focus on accessibility 
and customized banking. With the assistance of your PFF Branch Manager, PFF BANK & TRUST can 
design a financial service package that caters specifica lly to your business needs. As big as you need . 
as small as you like. Call 1-888-DIAL-PFF or visit us at pffbank.com for more information. 
A ~'4i4' 
Member 
FDIC BANK&TRUST 
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BANKING 
Parent Company Bids Farewell to Three Founding Directors 
Shareholder~ of Communi ty 
Bancorp Inc., parent company of 
Fallbrook National Bank, gave 
recognition and farewell to three 
retiring directors at its annual meet-
ing recently. 
The founding directors include 
Gordo n T. Tucker of Carlsbad and 
two long-time Fallbrook resident 
- Roy B. I Iiscock, M.D. and 
Merril J. Crow. Founded in 1985, 
Fallbrook National Bank wa~ 
formed by local businessmen and 
re ident~ to take care of the finan-
cial needs of the Fallbrook commu-
nity. "We thank all three retiring 
directors for their guidance and 
wisdom over the past 15 years and 
look forward to their contributions 
as directors emeritus," said Tom 
Swanson, president and CEO. 
The Findley Report, a leading 
authority on banking in the Western 
United States, recently awarded 
Fallbrook National Bank the pre. ti-
gious "Super Premier Performing 
Bank," based upon 1999 year-end 
financials. The ratings are based 
upon earnings, capital levels and 
asset quality. 
In add ition, the bank was also 
recently awarded it 18th consecu-
tive "Four Star" rating by the Bauer 
Financial Group of Florida. "The 
shareholders should be proud of the 
company the~e directors helped to 
create and build, especially in light 
of the excellent financial perform-
ance we have been able to obtain," 
continued Swanson. In addition to 
the Findley and Bauer performance 
rating, the company had record 
earnings in 1999 and maintains a 
high quality of as~ets. 
Currently, Fallbrook National 
Bank is a $215 million bank head-
quartered in Fallbrook, California. 
Serving the North San Diego and 
Inland Empire communitie with 
retail banking offices in Fallbrook, 
Temecula and Vista, the bank has 
loan production offices In 
Fallbrook, Los Angeles, Ontario, 
Orange, Sacramento, Temecula, 
Vista and in the East San Francisco 
Bay Area. 
A SBA "Preferred Lender," 
Fallbrook National Bank is the sev-
enth largest lender in California and 
34th in the na tion. 
RUGGED 
• 2000 M-Ciass SUV's have the 
brawn to tow up to 5000 lbs. 
• The light-alloy 3.2 liter Ml 320 
V6 generates 215 horsepower-
more than many SUV's with 
optional V8 's. 
Yet •.. 
• legendary Mercedes-Benz 
quality & safety. 
• 2000 M-Ciass cabins welcome 
you with rich materials. 
( 100% burl walnut & hand fitted leather.) 
Exclusive ML savings event going on now! 
[ Prices Start At just $3 5, 945 ] 
"Where Clients 
Become Famil) ." 
SALES HOURS: 
MONDAY - FRIDAY 
8 :00 AM - 8 :00 PM 
SATURDAY 
9:00 AM - 7:00 PM 
SUNDAY 
10:00 AM - 6:00 PM 
)l_ 
'lt>rcrdrs-Brnz 
www.waltsmb.com 
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City of Upland ... 
cominued from page 3 
package. 
Personal 
• 2 percent at 55, single highest year 
• 1959 Survivor's Benefit, 3rd level 
survivor benefit 
• City pays employee 7 percent 
Police and Fire Chief: 
• 2 percent at 50 
• City pays employee 9 percent 
Cafeteria 
• $350/month 
• Option : health, dental, vt·ton, 
deferred comp, savings bond, addi-
tional life insurance, annual physical 
or any other use approved by the city 
manager 
Deferred Compensation 
• 8.5 percent of base monthly salary 
• May be used toward cafeteria 
options 
Life Insurance 
• Min. $50,000 policy, up to lx annu-
al salary 
Long Tenn Disability 
• 66.67 percent of base salary to a 
maximum of $5,000, month af1er 60 
day -, or use of all sick leave, 
whichever is later. 
• If sick leave is exhausted prior to the 
end of 60-day period, employee may 
use other accrued leave 
Vacation 
• 1-2 years=80 hours 
• 3-5 years=96 hours 
• 6-10 years=128 hours 
• 11-16 years=l36 hours 
• 17+ years= additional day per year 
to a maximum of 176 hours 
Police and fire chief 
• 1-2 years=96 hours 
• 3-5 years=120 hours 
• 6-16 years=152 hours 
• 17+ years= additional day per year 
to a maximum of 176 hours 
Executive Leave 
•56 hours per year 
Holidays 
• 88 hours per year calendered 
• 32 hours per year floating (holidays 
based on 10-hour day) 
Sick Leave 
• 8 hours per month to a maximum of 
1000 hours 
Educational Incentive 
• Available after 2 years of city service 
• One-time payment of the percent of 
total annual base salary at the time a 
job-related degree is awarded, com-
bined with years of service. 
Ph.D. with 2 years=lO percent 
JD with 2 years=lO percent 
Longevity 
• Up to $300 per year ( 1/4 of I per-
cent/year of $6000 after 5 years of 
service) paid in June and December. 
Vehicle Allowance 
Police and Fire Chief: 
• City car to take home 
Uniform Replacement, Maintenance 
and Cleaning Allowance 
Fire Chief: 
• $174/year 
Workers Compensation 
• All medical bills paid 
Bereavement Leave 
• May use up to 5 consecutive days 
accrued ick leave for death of a rela-
tive up to 2 generations removed 
• 4 hours for funeral for friends or rel-
atives not covered under sick leave 
policy 
Preventive Health Benefits 
• Reimbursements up to $180 per year 
for purchase/participation toward the 
following uses: health or athletic club; 
tennis club dues; any classes which 
contribute to physical fitness; tennis 
racket and balls; golf clubs and balls, 
weight loss programs, and purchase 
of exercise/physical condition equip-
ment. 
Retiree Benefits 
• May take 1/2 of accrued sick leave 
up to a maximum of 500 hours as 
personal leave just prior to retire-
ment 
• City will pay portion of health insur-
ance premiums for retiree and 
dependent if more than 10 years of 
service. 
Medicare 
Effective April 1, 1986, federal law 
requires all new employees and the 
city to each contribute 1.45 percent of 
salary to Medicare. 
Paychecks 
• Paychecks are issued every other 
Thursday. The paycheck covers 
the prior two-week period worked 
from Sunday morning (12:01 a.m.) 
through midnight Saturday (12:00 
a.m.). 
... The New Workforce Investment System 
the qualified workers you need from entry level to experts 
··································································· ····· · ···· 
your employees quickly and conveniently 
customized solutions to your workforce challenges 
Inland Emp1re Econom1c L• 
Investment Collaborative •)' 
A OtviSIOn of the Inland Emplfe ~
EconomiC Partnership 
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INSURANCE 
Life and Health Insurers Bounce Back in 1999 
Group Health Business Sustains Heavy Losses 
Ratin~s as or fl6/t5/00 
J>ata as or 12/Jt/99 
The Weakest Insurers in California 
(with ratings or ll+ or lower) 
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The nation 's life and health insur-
ers enjoyed a 15.4 percent increase in 
overall net profits in 1999, indicating 
that the 1998 profit decline wa~ a tem-
porary interruption in a five-year 
upward trend, according to a recent 
study by Weiss Ratings Inc., the only 
independent provider of insurance 
company ratings and analyses. 
"Although the overall industry is 
doing quite well, companies with 
group health business continue to be 
plagued with the same problems that 
are widespread in the managed care 
industry," commented Martin Weiss 
Ph.D., chairman of Weiss Ratings Inc. 
"As a result, con umcrs should expect 
Hulin~:'"' 11r 06 JS oo 
lJalu "' ur 121.\1,99 
to see increased health insurance pre-
miums, more mergers, changes in 
employer offerings, and changes in 
product design." 
Growth of Insurers' Junk Bond 
Holdings Slows 
The double-digit annual growth of 
life insurers' junk bond holdings 
The Strongest Insurers in California 
(\\ i th raUn~:s or U+ or hiJ:her) 
t \1'11\1 
slowed to nine percent during 1999, 
compared to an average annual rate of 
18.4 percent since 1996. At Dec. 31, 
1999, junk bond holdings totaled 
$102.6 billion - versus $94.3 billion 
at December 31, 1998. As a result, 
insurers held 40.4 cents in junk bonds 
per dollar of capital, up slightly from 
39.8 cents in 1998. 
CMOs and Derivative J:nstruments 
Remain Level As Portion of Invested 
Assets 
Holdings of collateralized mort-
gage obligations (CMOs) and other 
asset-backed securities increased a 
modest 2.8 percent in 1999, from $377 
billion to $387 billion, remaining at 
approximately 20 percent of total 
invested assets. However, the riskiest 
types of CMOs, defined by the 
National Association of Insurance 
Commissioners as multi-class, 
non-defined, mortgage- and 
asset-backed securities, increased 19.6 
percent, from $103 billion in 1998 to 
$123 billion at Dec. 31, 1999. 
"With the Federal Reserve raising 
interest rates to their highest levels 
since 1991 in an attempt to slow down 
the economy, large holdings of junk 
bonds and high-risk derivatives could 
continued on page 31 
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Nearly all product lines were in 
synch with the general trend, including 
individual life (up from $6.1 billion to 
$7.4 billion); individual annuity (from 
$4.4 billion to $5.3 billion); group life 
(from $1.1 billion to $1.6 billion), and 
group annuity (from $3.6 billion to 
$3.9 billion). 
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The only major exception was 
group health, which ranked as the 
weakest sector for the second year rn a 
row, with a $555.7 million loss in 1999 
and a $148.3 million loss in l 998. 
Life insurers posting group health 
losses include: Prudential Insurance 
Company of America (N.J.), with a 
loss of $522 million on $2.6 billion of 
group health premiums; General and 
Cologne Life Reinsurance Company of 
America (Conn.), with a $133 million 
loss on $231 million of premiums; and 
Employers Life Insurance Company of 
Wausau (Wis.), with a $52 million loss 
on $215 million of premiums. 
Strongest Life Jn\urers 
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BANKING 
Citizens Business Bank Receives Four Top Honors 
D. Linn Wiley, President 
and Chief Executive Officer of 
CVB Financial Corp., 
announced that Citizens 
B usiness Bank has received the 
"Blue Ribbon Award" from 
Veribanc Inc. This honor is 
based on Federal Reserve Board 
data and is accorded to banks 
that demonstrate exceptional 
attention to safety, soundness 
and financial strength. To quali-
fy, a bank must receive the high-
est Green, Three Stars Veribanc 
rating in an eight-level rating 
system. It must also satisfy 
other criteria that reach into 20 
different safety aspects of a 
bank's financial operation. This 
prestigious award is the coun-
try's oldest national form of 
We Pay 100% of YourSBA Loan 
Closing Costs up to $5,000* 
Until August 31, 200o, we will pay l OOOfo of the closing 
costs of your SBA lban, up to $5,000! This offer applies 
to SBA 7(a) or 504 loans of $250,000 or more. 
The SBA has recognized Business Bank of California's 
exceptional ability to process, close and service. small 
business loans by granting us their PrefoireJ Lnu:ler 
Status. That means your application and approval 
process are expedited! 
We'U save you time and we'U saw you money. 
These are two of the most highly nlued resources 
for most business owners. 
Contact Eugene Gonzalez, our Vice President/SBA 
Manager. Eugene's background and expertise in the 
area of SBA lending can be instrumental in helping you 
make the financing choices that are best for your 
Call Eugen~ today at (909) 888-2265. 
BANK 
1E1 
recognition for banking safety 
and soundness. . 
The bank also received the 
"Four Star Award" from Bauer 
Financial Reports Inc. Now in 
its 13th year, the "Four Star 
Award" acknowledges banks 
that understand their mission: 
" to inform the public of the 
bank 's strength and safety 
through a simple measure of 
banking excellence." 
The "Star" award recognizes 
a bank's financial performance 
and is awarded on a quarterly 
basis. Ratings are based upon a 
complex formula whi<;h factors 
in relevant data, including; cur-
rent capital levels, profitability, 
historical performance trends, 
loan delinquencies, repossessed 
assets, reserves, regulatory 
compliance and asset quality. 
Citizens Business Bank has 
also earned top honors as a 
"Premier Performing Bank" 
from the Findley Bank Research 
Company for the 20th consecu-
tive year and W1e "Super Premier 
Performing Bank" designation 
for the lOth consecutive year. 
Citizens Business Bank is 
the largest bank headquartered 
in the Inland Empire area of 
California. It is widely recog-
nized for its commitment to its 
customers and communities, as 
well as its strong financial per-
formance. Citizens Business 
Bank serves businesses, profes-
sionals and individuals through 
30 conveniently located offices 
in San Bernardino, Riverside, 
Orange and Los Angeles 
Counties. 
,_ 
American Heart 6-A 
Association-~ 
~-:.o::: 
DON'T GIVE 
MONEY TO 
STRANGERS 
Tru~ your heart The Amencan Heart Assooa!JOrl Since 
1924 WfJ·ve ~portSOfed hlesaWlQ e-ducataon progtams and 
lund~ mt)l'8 than s 1 2 b6on .,.. le'Se<tn:.h Orhef 
Ol'gaf'llla~ may C»fJY us. but they can't~ a ca~ to 
OUt heat'l and totch To leam more. cal 1-800-AHA·USA 1 
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Dealing With Export Packaging Dilemmas 
by Owen J. Murphy 
James R. Holder is a specialist 
and consultant in business J?lan-
ning, venture development and 
international trade. "There are 
environmental requirements in 
most developed and developing 
countries today. In addition to 
packaging requirements, another 
dimension of the environmental 
problem is what to do with the 
goods that have been rejected by 
government or buyer inspections," 
Holder said. 
If the transfer of title hasn't 
taken place, the manufacturer still 
owns the goods and is responsible 
for their disposition. He might not 
be allowed to return them to the 
shipper, yet is prohibited ffom sell-
ing them. This could be especially 
difficult, and costly. 
In many countries, there are 
environmental concerns related to 
the disposal of the packaging mate-
rial once it is no longer required. 
That might guide the packaging 
• 
• 
• 
decision to a more envi ronmentally 
friendly approach. 
Transportation Mode 
• Shipping by air is simpler, but 
more expensive. There is Jess stor-
age time and the packaging 
requirements are easier to meet. 
• Shipping by sea is cheaper, but it 
takes longer. The goods may be 
exposed to moist salt air and exces-
sive heat if stored above decks, or 
if the container has to be opened at 
intermediate ports to extract other 
products sharing the container. 
"The 'Free Ports' hclp in this 
area," Holder noted, "by contract-
ing for space on the ship and stor-
ing their clients ' goods more effi-
ciently." In any case, the packag-
ing requirements for ocean ship-
ping are more stringent than for air. 
The Packaging Decision 
"There are a lot of solutions 
that work," said Holder, "but even 
if the manufacturer hires another 
company to handle those details, 
he still has to know the entire 
process, because he controls the 
costs." • 
The first step in determining 
the packaging of a product in a par-
ticular market is to Jearn the 
national and regional preferences 
and requirements. Standardization 
helps keep production costs low, 
but the customer's desire for size, 
shape, packaging type, color, lan-
guage, and labeling all have to be 
considered. 
The exporter can take advan-
tage of the recent growth of eco-
nomic blocks throughout the 
world. Within each of the trading 
blocks it may be possible to find a 
uniform package philosophy, or at 
least common legal and language 
requirements. The European 
Union (E.U.), the North American 
Free Trade Agreement (NAFTA), 
the South American Trade 
Agreement (MERCOSUR) and the 
Asian Tigers (China, Japan and 
Korea) are some of the trading 
blocks that offer these opportuni-
ties. 
The next step is to determine 
the method of transportation and 
the requ irements to meet the envi-
ronments to which the goods will 
be exposed. Most freight for-
warderi can assist in this technical 
phase of packaging decisions. 
Finally, the label requirements 
have to be considered, including 
the legal and promotional needs. 
Packaging for export is obvi-
ously not an exact science and in 
fact, in many ways is more of an art 
than a science. 
Even to the Philippine con-
sumer, Kodak's famous yellow 
package is well-known and accept-
ed. 
Owen J. Murphy holds a bache-
lors degree in electrical engineer-
ing and a masters in business 
administration. He has 15 years of 
experience in international market-
ing and management overseas 
projects, and has written numerous 
technical articles. 
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To solve 
the puzzle., 
think 'outside 
the box. 
• • 
At first glance some problems seem 
unbelievably difficult. if not downright 
unsolvable. Until you approach them 
from a completely different~· 
A unique point of view unseen by 
those seeking ronventional solutions ... 
four decades of experience providing 
flexible , innovative commercial 
insurance and employee benefit 
programs. We find a way to meet your 
needs, even if it requires a custom 
program. You see, at Talbot Insurance 
to unconventional 
problems. At Talbot 
Insurance, we have Talbot 
--------·.-------INSURANCE & FINANCIAL SERVICES 
we approach things 
in a different way. 
Your way. 
Without lifting your pencil, or folding the paper. 
cross all the dots with four straight lines. 
1·877-TALBOT1 909·788-8500 
www.talbotcorp.com 
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Four steps ... 
conrinued from page 14 
vene; where the need to put out per-
formance fires gets in the way of the 
plan. After all, if an employee is busy 
tracking down an order for a cus-
tomer, he or she can't also b<( work-
ing on the improvement project. 
What to do? First, develop plans 
that are realistic enough to take into 
account the likelihood that day-
in/day-out operational needs of the 
organization will often get in the way 
of implementation. Second, expect 
operational needs to get in the way of 
implementation and don't be sur-
prised when it happens. Put out the 
fire and quickly get back to imple-
menting the improvement project. 
Keep the flame burning, not allowing 
the day-to-day distractions to get in 
the way of your commitment to 
improvement. 
Take the time to communicate 
with your people. Continue to 
impress upon them your commitment 
to the improvement project, even as 
you acknowledge the need to meet 
operational needs. But be very care-
ful to "walk your talk." Nothing 
breeds cynicism and distrust more 
than talking tmprovement, while let-
ting the tmprovement project die due 
to lack of time and resources. Indeed, 
if you want to truly establish your 
commitment, ignore an operational 
need while working on the improve-
ment project. 
Assess Again: Now that the 
implementation is finished, it's time 
to start over. Indeed, this is where the 
real power of the performance 
improvement model shows itself -
in establishing an ongoing cultural 
bias toward · performance improve-
ment, continually evolving perform-
ance through the methodical use of 
the model. 
One final note: Keep track of 
the slippages between plans and 
implementations and include these in 
future assessments. This is the key to 
getting better and better at improving 
performance. 
Dr. Stan Stahl is president of Solution 
Dynamics, a management education 
and consulting firm specializing in 
the alignment of market, organiza-
tion, technology, and strategy. For 
additional information on Solution 
Dynamics services, visit his Website 
at www. Solution D.com or contact 
Dr. Stahl at (323) 876-1441. 
MANNERINO 
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"Laws were made to be broken " 
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Faces in Business 
Jeffrey Blake 
Vice President of Finance 
Alan J. Lane, president and CEO of 
Business Bank of California, announced the 
appointment of Jeffrey L. Blake to senior vice 
president of finance. 
"The position is new to the bank," Lane 
commented. "Jeff's expertise and credentials will 
stgnificantly enhance our existing management 
team and add dimension to critical financial func-
ttons, such as site and viability studtes related to mergers and acquisitions, 
treasury and cash management functions and investor relations." 
Blake\ background includes executtve level positions in several Southern 
California financial institutions, includtng: senior vice president , COO and 
vice president, CFO for Life Bank in Riverside, director of IRS information 
reporting for Norwest Mortgage, and assistant controller/financial analyst for 
Directors Mortgage. Audit and regulatory compliance, s trategic planning, 
security and retail banking management are just a few of the areas in which 
Blake is expert. 
David Haight 
President/General Manager of So. Cal AT&T 
David Haight has been named AT&T Wireless 
president/general manager of the Southern 
California region. He will oversee the Los 
Angeles, Ventura, Santa Barbara, San Bernardino, 
Riverside, and Orange County business opera-
tions. 
Haight brings more t~an 20 years of leader-
ship experience in a variety of industries and pro-
fessions to his new position. Before joining AT&T Wireless, he operated his 
own consulting firm providing strategic business planning and development 
counseling to companies. 
"Haight's strong telecommunications sales and marketing background 
make up an invaluable part of the management team," said Andrea Doelling, 
senior vice president of National Markets for AT&T Wireless. 
He has a bachelor's degree from Springfield College and a master's from 
SUNY Albany. 
Haight is actively involved with many organizations such as the Thousand 
Oaks Rotary Club and the board of directors for the South East Ventura County 
YMCA. 
John Largent 
Local Banker Returns to Foothill Independent 
Bank 
Foothill Independent Bank announces the 
return of John Largent, who has assumed the posi-
tion of regional credit manager of the Upland 
office, the largest of the bank's 11 offices. 
Largent joined Foothill in 1986, serving in 
various positions, including: commercial loan offi-
cer, assistant manager, and regional credit officer. 
He will be responsible for business development and relationship maintenance. 
Largent's long-term relationship with Foothill, vast banking experience, 
and strong ties to Upland and the area, provide opportunities for increasing 
market share, while establishing a strong reputation as a dedicated banking 
professional. 
"I'm excited to be back with Foothill, re-establishing relationships with 
continued on page 28 
JULY 2000 INLAND EMPIRE BUSINESS JOURNAL • PAGE 25 
IN THE INTEREST OF WOMEN 
Ontario Businesswoman Wins Two Journalism Awards 
In the thirty-fourth annual 
American Auto Racing Writers & 
Broadcasters Association (AARW-
BA) national media contest, a com-
petition held for journalists from the 
United States and overseas, Kay 
Presto of Ontario, California, has 
won two national journalism awards. 
She was awarded second place 
for her article, "Sam Hanks and the 
Sidewinder," an in-depth article pub-
lished in Open Wheel Magazine 
about Hank's winning the 
Indianapolis 500 in 1957, while driv-
ing the unique new Sidewinder race 
car with a lay-down engine. Her 
. third-place award was received for 
her technical article, " Whirlwind of a 
Weekend," which was published in 
Stock Car Racing Magazine. It 
described the many technical areas in 
which NASCAR Winston Cup cars 
are inspected before, during, and 
after every national Winston Cup 
race. Both magazines are published 
by the international publishing firm, 
Emap Petersen Publishing. 
These awards were presented at 
AARWBA's annual press breakfast 
at the Indianapolis Motor Speedway, 
prior to the 2000 running of the 84th 
annual Indianapolis 500. Ms. Presto 
The Ultimate Expression of Freedom 
Barbara Hartz 
Barbara Hartz, owner of 
Pomona Valley Harley-Davidson in 
Claremont, has been elected presi-
dent of the Southern Calif. Harley-
Davidson Dealers Association. 
Hartz is the first woman ever to be 
elected president of the association 
founded in 1929. The association 
represents 25 dealerships from 
Santa Maria to San Diego and is the 
largest in the world. The Southern 
Calif. market alone comprises 10 
percent of all Harley-Davidson 
sales. 
The motorcycle industry is 
often perceived as being male-
dominated. With Hartz ' recent elec-
tion, it is an important landmark for 
women in business. As a woman, 
Hartz represents 31 percent of 
Harley's market, which is indica-
tive of the company's changing 
demographics. 
"Today's Harley owner is 43 
years old and has a median income 
of $68.5 thousand," says Hartz. 
"We are a conglomeration of doc-
tors, lawyers, stockbrokers and 
other white collar executives cam-
ouflaged in black leather." 
Though Hartz affirms that rid-
ing a Harley is the ultimate expres-
sion of freedom, she is quick to 
point out that 67 percent of Harley 
owners are married and 46 percent 
have children living at home. 
Hartz received her masters of 
business administration from 
Claremont Graduate University. 
She was the previous owner of 
Claremont Tea Company, which 
she sold in September, 1999. Hartz 
has owned the Harley-Davidson 
shop since 1993. 
The dealership has been named , 
one of the top 100 Harley-
Davidson dealerships by 
DealerNews. At 26,500 square feet,, 
it is the largest dealership in 
Southern California. It contains a 
showroom of the signature motor-
cycles- which range in price from 
$5,000 to $17,000 -'- and a daz-
zling array of apparel and acces-
sories. 
For the balance of 2000 and 
2001, Hartz will oversee Harley-
Davidson advertising and promo-
tional act•v tttes in Southern 
California and serve as a liaison 
with corporate headquarters in 
Milwaukee. 
In regards to bike-riding, Hartz 
said, "You leave all behind once 
you hit the open road on your 
Harley." 
is the former director of public rela-
tions for the Ontario Convention & 
Visitors Authority at the Ontario 
Convention Center, and the owner of 
her own public relations and commu-
nications company, Presto 
Productions, in Ontario. She is well 
known for her corporate seminars on 
business and automotive subjects, 
and award-winning public relations 
and advertising copy for agencies. 
Her motorsports television 
broadcasts, for which she was both 
the producer and on-air talent, have 
aired on ESPN and CNN, and she has 
broadcast "live" on every major radio 
network in the United States. These 
latest journalism awards are her 28th 
and 29th. She has also received five 
awards for television broadcasting; 
six for radio broadcasting; three 
awards for public relations, and eight 
for photography, for a total of 51. 
Presto is nationally known as a tele-
vision performer and professional 
business speaker. 
She is also the prize-winning co-
author of the book "Power Basics of 
Auto Racing," for which s he also did 
the photography. In 1995, she did the 
photography for the· coffee-table 
book "High Octane," published in 
England, which was an inside look at 
the sport of CART Indy Car racing. 
In 1994, she promoted the new 
Oldsmobile Aurora for General 
Motors by driving it through eight 
countries in Europe in 16 days, pub-
licizing her trip on national television 
and through various photo articles for 
major magazines. She also does car 
and tire-testing photo articles for 
national magazines, and has complet-
ed several road-racing courses. 
In 1994, she was honored as 
''Woman of the Year" by Nordstrom 
stores, for both her extensive media and 
business achievements, and her on-
going crusade to stop children from 
being murdered by their families. 
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Certified Public Accountant Firms (()11//11/l('t/ fill Jlllg<· .w 
Company Name 
Addl'tt'l 
City/Statt/Zip 
II CPA's in I.E. 
II Prtnrs in I.E. 
Ttl. Emplys in I.E. 
Ernst & Youoc, LLP. 
1. 3403 Tenth St., Ste. 200 
Riverside, CA 92501 
Soren McAdam Bartells 
2. 2068 Orange Tree Lane, Ste. 100 
Redlands, CA 92374 
Maryanov Madsen Gordon & Campbell 
3. 801 E. Tahquitz Canyon Way, Ste. 200 
Palm Springs, CA 92262 
Vicenti, Lloyd & Stutzman LLP 
4. 2100-A Foothill Blvd. 
La Verne, CA 91750 
Mellon, Johnson & Reardon, LLP 
S. 846-C W. Foothill Blvd 
Upland, CA 91786 
Vavrinek, Trine, Day & Co., LLP 
6. 8270 Aspen Street 
Rancho Cucamonga. CA 91730 
Rogers, Anderson, Malody & Scott, LLP 
7. 290 North 'D' St., Ste. 300 
San Bernardino, CA 92401 
Swenson Accountancy Corporation 
8. 2890 Inland Emp1re Blvd , Ste. 102 
Ontario, CA 91764 
Eadie & Payne, LLP 
9. 330 North "D" Street, Ste 500 
San Bernardino, CA 92401 
RSM McGiadrey, Inc./ 
10. McGiadrey & Pullen, LLP 
303 Vanderbill Way, Ste. 200 
San Bernardmo, CA 92408 
Genske, Mulder & Co. CPA 
11. 12960 Central Ave. 
Chmo, CA 917t0 
Lund & Guttry LLP 
12. 39700 Bob Hope Dr., Ste. 309 
Rancho M1rage, CA 92270 
GYL Decauwer 
13. 8577 Haven Ave., Ste. 306 
Rancho Cucamonga, CA 91730 
Brabo, Carlsen & CabiU 
14. II II E. Tahqullz Canyon Way, Ste. 203 
Palm Springs, CA 92262 
R-, Laadls & Paaw, LLP, CPA's 
15. 3700 Sixth St. @ Main 
Riverside, CA 92501 
Thomas, Bigbie & Smith 
16. 4201 Brockton Ave., Ste 100 
Riverside, CA 92501 
Ropn, Cle• & Co. 
17. 876 N. Mountain Ave. 
Upland, CA 91786 
Kuebler, Prodhomme & Co. 
18. 43500 Ridge Parle Dr., lt104 
Temecula, CA 92590 
1'llnll. Lavaaty, Bueel 
19. 700 N. Mountain Ave. 
Upland, CA 91786 
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Year 
Founded 
1895 
1981 
1964 
1953 
1955 
1948 
1948 
1988 
1919 
1926 
1981 
1953 
1978 
1988 
1940 
1948 
1961 
1987 
1946 
II Offices in I.E. 
II Offices in Co. 
Headquarters 
l 
100 
New York 
2 
2 
Redlands 
2 
2 
Palm Springs 
Industries and Specialities 
Entrep. SeJVice, Healthcare, Personal Fin'l Planning. 
Public Sector, RE/Construction, 'Retail/Mfg./Dis!,, 
E-Commerce, Assurance, Tax & Business 
Advisory Services 
Healthcare, Manufacturing, R.E./Construction, 
Agr., Government/Non-Profit, Retail, Wholesale, 
Litigation Services, Tax & Financial Planning 
Tax, Financial Planning, 
Busmess Planning, Audits, 
Estate Planning, Computer Consulting 
I 
2 
La Verne 
Accountmg. Audit & Tax Serv. for Commercial Business, Individuals, 
Not-for-Profits, School and Water Districts; Budgeting & Long Range 
Planning; Interim CFO/Controllerships; Lit1gat10n Support, 
MIS Consulting; Profit Enhancement; Valuations 
3 Construction, Medical Professionals, 
3 
Upland 
Water Districts, Mfg., Dist., Agnculture, 
Pension Administration, Litigation Support, Estate & Tax Planning 
1 
6 
Rancho Cucamonga 
Banks, Mfg., Govt., Wholesale, 
Retail, Construction, Tax, Audit, 
Business Serv1ces. Comp. Syst. Cnsltg. 
San Bernardino 
Income Tax/Litigation Suppoll, Govt., 
Non-Profits, Computer Services, Audits, 
Accounting Serv1ces, Water Distncts 
2 
2 
Ontario 
Manufacturing, Real Estate, Personal Scrv1ce Corporations, 
Audits & Financial Reviews, Tax Planning, Business Consultmg Service, 
Distribution, ConstructiOn, Estate Planning 
3 
3 
Audits & Accounting, Construction, Retail. Water Dists., Mfg., 
San Bernard lOt) 
Financ1ai/Estate Planning, Thx Prep , Data 
Processing, Agnculture, Business Setup & Consulting 
1 
4 
Bloommgton 
l 
5 
Chino 
Rancho M1rage 
1 
l 
Mar.ufactunng!Wholcsale Distnbut10n, Fmanctal 
InstitUtiOns, Government , Audit, Consullmg, Tax & Other 
Bus mess Advisory Services 
Agriculture, Construction. Industrial, 
Accountmg, Tax, E.~tate Piannmg, 
Partnership/Corporate Formations 
Public Sector, Hospllahty, Health Care, Real Estate, 
Tax Planmng, Aud1ts, Lit1ga11on Support, 
Busmess ConsultatiOn, Estates, Trusts 
Rancho Cucamonga 
Prop Mgmnl Cos., Wholesale Dtstr., Contractors, 
Health Care, Managed Care, Restaurants, Mfg., 
Non-profits, Audits, Financial Statements, 
Coi\5Uiting. Bus. Dev., Cash Mgmnl, Write-ups. Tax 
I 
I 
Palm Springs 
I 
I 
Riverside 
Riverside 
1 
2 
Covina 
2 
2 
Temecula 
J 
1 
Upland 
Non-Profits, Country Clubs, Common Interest Realty Associations, 
Contractors, Small Bus1ncsses, Estates & Trusts, Tax Preparation & 
Planning, Audits & Financ1al Reviews, Litigation Support, 
Estate Planning, Busmess Valuations, Computer Consulting 
Healthcare, Electronics & Agriculture, 
Non-Profit Org., Construction, Home Owner Asses., 
Manufacturing, Tax Prep & Advisory Service 
Agriculture, Law Firms, Non-Profit Audits, Income/Estate 
Tax Services, City/Special District Govt. Audits, 
Litigation Support 
Auto Dealerships, Medical Pros, 
Construction, Manufacturing, 
Estate & Financial Planning 
Tax Preparation, Litigation Services, 
Business Valuations, Estate Planning, Tax Planning, 
Accountmg & Auditing, Computer Consulting, 
Tax Deferred Exchanges 
All Types, General Accounting Services, 
Aud11S, Tax Planning, Computer 
Business Consulting 
Top Local Executive 
Title 
Ttlephone/Fax 
E-Mail Address 
Sa rail J. Andenoo 
Managing Partner 
(909) 276-noon87-8184 
kltie.townsend@ey.com 
Douglas R. McAdam 
President/CEO 
(909) 798-2222/798-9772 
Howard Gordon 
Managing Partner 
(760) 320-66421327-6854 
hg@mmgccpa.com 
Carl M. Pon, CPA, CVA 
Managing Partner 
(909) 593-4911/593-8879 
cpon@vlsllp.com 
Steven Spears 
Managing Partner 
(909) 985-7286/982-0487 
mjrcpas.com 
Donald A. Driftmier 
Partner 
(909) 466-441 0/466-4431 
Dennis H. Malody 
Managing Partner 
(909) 889-0871/889-5361 
Joseph P. Barr 
Principal 
(909) 989-5867/989-1471 
John F. Prentice 
Managing Partner 
(909) 889-0071/889- t780 
prentice@t-adiepaynellp.com 
Ron Barzen 
Mngng. D1r. in Charge 
(909) 386-17201386-7009 
Gary B. Genske 
Managing Partner 
(909) 627-7381/627-0059 
Robert Brock 
Managmg Partner 
(760) 568-2242/346-8891 
bob@ lundandguttry.com 
Dennis E. Decauwer 
Managing Partner 
(909) 948-9990/948-9633 
gyld(.aJgyldecauwer.com 
Mich'.le1 J , Brabo 
Managing Partner 
(760) 320-0848/322-4626 
DoupMlllllllp 
Managing Partner 
(909) 683-7500/683-8458 
doug@rlp-cpa.com 
Jerry D. Bigbie 
CEO/President 
(909) 682-4851/682-6569 
Donald Cullen 
Managing Partner 
(909)982-tSll~J317 
rogmclem.axn 
Joseph Kuebler 
President 
(909) 676-3013/676-7184 
joe@lcpcoinc.com 
Robert A. 1braU 
President 
(909) 946-7760/9-49-4941 
Crabtree, Kar1en & Arzoo, Inc. 4 1967 Agricullural, Audits, Auto Dealerships, ConstructiOn, Exporters, J, Michael Tweedlie 
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Craige Campbell 
Entrepreneur 
Craige Campbell was born to be an entre-
preneur. His father was a stockbroker and intro-
duced him to the market at an early age. By age 
10, he profited from lemonade stands and a 
neighborhood newspaper. 
Campbell earned his degree in investment 
and management. Shortl y after graduation, he 
made small investments in boutiques. He then 
ran his own bus iness "managing and investing in emerging technological 
• companies" until 1992, when he opted to get his masters degree in interna-
tional marketing and management. 
In 1995, he saw clearly that the Internet was "going to revolutionize 
and have a great impact." Campbell opened his own company specializing 
in e-commerce and Web hosting solutions. Eating blueberry pancakes with 
his associates and imagining a child silting atop a peaceful hill with tech-
nology at his hands, Campbell felt that their compa.ny name should be dif-
ferent from the norm. Thus it became Blueberry Hill Communications Inc. 
The company has developed an on-line presence. In July, 1996, it 
served 20 customers and has now grown to 50,000 clients in 117 countries. 
Since deregulation of the on-line services monopoly in 1999, Campbell 
said that the company has been able to produce many new innovations. 
Blueberry Hill is ranked as one of the top 25 Web hosting firms by 
Tophost.com. and has been a finalist for two consecutive years for the Ernst 
& Young Entrepreneur Award. 
At age 38, Campbell allributes his success to the "opportunity of hav-
ing a phenomenon of technologies develop in his lifetime." Although he 
finds it harder work to manage and make a company grow, than it is to 
develop the idea, he enjoys the challenge. 
When not in the office, he enjoys learning how to fly, outdoor sports 
and traveling. 
Gayle Thomas 
Associate Counsel, Shepherd PR Firm 
Gayle Thomas has been named associate 
counsel at the Palm-Desert based Shepherd 
Public Relations Firm. 
Thomas has worked in administration and 
marketing in the Coachella Valley since 1987, 
most recently as an executive with the Jones 
Agency. She founded Thomas & Associates, a 
management consulting firm specializing in . 
business development. Her client experience includes: medical, manufac-
turing, industrial associations, real estate development, food services, pro-
fessional liability, and educational institutions. Thomas also has an exten-
sive background in community/public affairs, particularly in youth and 
education-related causes. 
"Gayle is a talented strategic thinker," said Michael Shepherd, ~anag­
ing partner of the firm. "Her knowledge of the market coupled wtth her 
broad portfolio of experience, makes her a valuable asset." 
Sue Batts 
Vice President/Commercial Loan Officer, 
Canyon National Bank 
Stephen Hoffmann, president and chief 
executive officer of Canyon National Bank, 
announced the appointment of Sue Batts to vice 
president/commercial loan officer. She will spe-
continued on page 28 
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One color: 
99¢ or less 
One million colors: 
99¢ or less 
Kinko's can help you get noticed by saying 
it with color copies. With our quantity 
discounts, the more you buy, the less they'll 
cost. For all of your copying, printing and 
binding needs, come to Kinko's. Stop by 
today and grab some attention. 
With vivid, affordable color copies. 
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add1t1onat charees Will apply for lar&er paper s1zes. prem•um papers. non-standard stock, mampulahons, or other spec1al 
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continued from page 27 
cialize in construction, residential and commercial real estate, and com-
mercial lending. 
Batts brings more than 10 years of experience to her new appointment, 
gained from prior positions including serving as vice pre ident of construc-
tion lending at Hemet Federal Savings and chief lending officer at Palm 
Springs Savings Bank. 
Flo Jenkins 
Assistant Vice President, Canyon 
National Bank 
Stephen Hoffmann, president and 
chief executive officer of Canyon 
National Bank, announced the 
appointment of Flo Jenkins to assistant 
vice president of the Canyon National 
Bank Palm Springs branch. 
Jenkins has a 20-year local bank-
ing career behind her. She has been 
with Canyon National Bank since its 
inception. Prior to that, she was a 
financial services officer with Washington Mutual. 
"Flo's extensive experience in branch operation , customer service and 
product enhancement is a real asset to our management team," said 
Hoffmann. 
JULY 2000 
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continued from page 24 
existing customers, and I look forward to developing and serving the financial 
needs of businesses and consumers throughout the local communities," 
Largent stated. 
Glenn Lurie 
Promoted to New Position at AT&T Wireless 
AT&T Wireless promoted Glenn Lurie to 
vice president/general manager of California and 
Hawaii. He is responsible for overall business 
operations throughout the two states. 
Prior to his promotion, Lurie oversaw the 
Los Angeles region after serving as vice presi-
dent/general manager for the Phoenix, Arizona 
AT&T Wireless cluster. Lurie brings experience 
gained within the company including sales, customer service, product market-
ing, development, strategic planning, and operations and management. 
"We look forward to having Lurie help move the company forward with 
his extensive managerial experience," said Andrea Doelling, senior vice pres-
ident of National Markets for AT&T Wireless. 
Lurie received his bachelor's degree in business from Seattle Pacific 
University. 
As an active community member, Lurie sits on the board of directors for 
the Center for Telecommunications Management, Los Angeles Town Hall, Los 
Angeles March of Dimes, and the Los Angeles Sports and Entertainment 
Commission. 
''Fairy Godmothers can't be late.'' 
P•t Wilson, F•iry Godmother 
1,5 6 8,7 4 5 
Th•s was tM numMr of tnps t.ik~ last Wf't'k on~ Toll Roads tf you ~an tnt~r6t•ng 
story about how The Toll Roads fit your hi•. -d ~k• to know about ot log on to 
--~ex lax~ to us•t 949-8S2·9882 
• 
Even faory godmothers lost theor sparkle when they get stuck on traffic Whoch os why Pat Wilson takes The Toll Roads to 
her Orange County appearances whenever she can. Thanks to easy. congestoon free droves, she arroves at her destonations 
on tome ruffles unruffled ready to transform a lottie borthday gorlonto a beautoful faorytale proncess. 
Call for mort mformoroon, or ro open your FosTrok account over rht phone w11h a credrl cord Or visll our web sore or 
www.thttPIIrHJI.M9m 
1-800-378-TRAK (8725) 
Because life's too short. 
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HEALTH CARE 
Early aspirin provides quick benefits for acute stroke patients 
An aspmn given to stroke 
patients immediately at the hospital 
may help to prevent recurrent 
strokes in the high-risk time' frame 
immediately following the first 
st roke, according to the results of a 
combined analysis of two large 
studies. 
The study is in this month 's 
Stroke: Journal of the American 
Heart Association. 
While aspirin therapy has 
already been shown to reduce the 
long-term risk of a second stroke in 
survivors of ischemic strokes -
caused by clots blocking blood flow 
to the brain - a combined analysis 
of 40,000 acute stroke patients finds 
that aspirin provides an immediate 
stroke-preventing benefit in the 
days and weeks fo llowing the 
stroke. 
"Early a. pirin therapy should 
be used much more widely," says 
the study 's lead author. If someone 
comes to the hospital with acute 
ischemic stroke, start aspirin thera-
py as soon as possible and continue 
it long-term." 
Chen headed a group of 
researchers who examined the data 
from two major stroke trials - the 
Chinese Acute Stroke Trial (CAsn 
and the International Stroke Trial 
(IST) - which studied 20,000 
stroke patients each. 
The analysis found that the risk 
of recurrent ischemic stroke is 
reduced by one third from just a few 
weeks of aspirin use, and the overall 
absolute benefit in preventing fur-
ther stroke or death is about nine per 
1,000 people within a month. 
Aspirin works as a blood thin-
ner, helping to prevent the further 
fonnation of stroke-causing clots. 
Early treatment is especially impor-
tant because the likelihood of a 
recurrent stroke is highest immedi-
ately following an initial stroke. 
"Preventing nine strokes or 
deaths out of 1,000 people may not 
sound like much," says Chen. "But 
if you consider there are several 
million strokes worldwide each 
year, by treating one million of 
those with one year of ar;pirin thera-
py, this will prevent about 20,000 
strokes or deaths." 
One of the main reasons why 
aspirin has not been given immedi-
ately to s troke patients is concern 
among doctors that it might cause 
bleeding in the brain. However, the 
study shows that aspirin is much 
safer than initially anticipated, and, 
according to Chen, benefits out-
weigh the risk for ·all types of 
patients studied. 
In 773 patients s tudied who had 
a bleeding stroke and were inadver-
tently given asptrm, researchers 
found no great difference in the out-
comes of patients who received 
aspirin and those who didn't. 
" We can be confident that there 
continued on page 30 
While everyone else is 
making resolutions to break old 
habits ... being a 100 Top Hospital 
is a habit we plan on keeping. 
tmJJ 
- . t 1 Medical Center 
Pomona Valley Hospl a . ld like to 
Administrauon wou 
The Board of Directors a~d ees physicians, and volun-
k d congratulate the e~p oMy d. ~al Center for helping us 
than an Valley Hospital e I d b HCIA and The 
teers of Pomona T }-Iospltal awar y 
the national I 00 op . 
earn d to thts diS-
Health Network. . PVHMC has been name I 
For the third ume. . d nly two other hosplta s 
ar mclu es 0 tal 1 
tinguished list . which thl - yp~HMC is the only teachmg hospfl the 
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1 ·ng us as a b th~e national distinctions- P acl . t' on is the result of the colla -
performing hospitals . ~ur. rec~~~~~ physicians, nurses and oth~: 
or~tive efforts of our dlstmgut nel who continuously co.mml 
fessional healthcare pers~n I vel of healthcare available 
pro ' ding the highest e 
themselves to provl h. 
- d · us ac 1eve i~ the country to ay. entire staff for helpmg . 
Again , thanks to ou~ f the past inspire us to 
M achievements o syn-
these distinctions . ay rty of care that has become 
. ously provide the qua I 
contwu 
onymous with PVHMC. 
!.& /tJJII ,, ... 
CurtiS Morns 
Board of Dtrectors Chatrman. 
~t~ 
Richard E . Yochum 
President/CEO 
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PAGE 30 • INlAND EMPIRE BUSINESS JOURNAL JULY 2000 
W lltlll/tCdJrom "(/~(' 20 Certified Public Accountant Firms 
Rallkt·tl by .\'umba of CP,\ \ i11 tile 111/am/ f:mJlire 
Company Nam~ 
Address 
City/StatefZip 
Ugbtfoot, Ralls & U&btfoot, LLP 
21. 675 W. Footh1ll Blvd., 11300 
Oaremont, CA 91 71 I 
Hilliard, Bennie & Co. CPA's 
22. 250 W F1rst St . Ste 320 
Claremont. C A 91711 
Burr & Associate!. 
23. 5015 Canyon Cre!.t Dr 
Rivers1de, CA 92507 
Michael L Coli. & Associates 
24. 5050 Palo Verde, Ste 213 
Montcla1r. C A 91763 
Frederick Reiss & Company 
25. 164 Hospitality Lane, Ste. 6A 
San Bernardino, CA 92408 
Bolanos & D' Attile, CPAs 
#CPA'~ in I.E. Year 
II Prtnn in I.E. Founded 
Ttl. Emplys in I.E. 
4 1971 
3 
5 
4 1975 
2 
6 
3 1992 
2 
4 
2 1995 
I 
6 
2 1947 
I 
5 
2 1997 
26. 901 E. Tahqu1tz Canyon Way, Ste. A-202 
Palm Springs, CA 92262 
2 
8 
Walter D. McLaoghliD, CPA 
l7. 400 S. Farrell Dr., Ste. B-103 
Palm Springs, CA 92262 
2 
I 
5 
1983 
II Offices in I.E. 
II Offices in Co. 
Headquarters 
1 
I 
Claremont 
Claremont 
Riverside 
Montcl,ur 
I 
I 
San Bernardino 
Palm Spnngs 
I 
I 
Palm Spnogs 
Indu~tries and Specialitie~ 
&tate Pl.mn1ng & Tax PreparJiion, 
IndiVIdual & Fiduciary 
Plannmg & Preparauon 
Tax & Accounung. 
Pnvalc Bu~mcs~ Consulting. 
Fin.mc1al Plannmg. Income Taxes. Retirement. E.states 
Agncultur<~l, Pr(lkss1un.al, Con~trU('tiOO, 
Bu-;incss Ocvclnpmcnt, M.magcment Cnnwlting, 
Sy>lcms Development, Computer Scmccs 
Automoh1k Oc.ller'>hrp Aud1t1ng. 
Accounung, 
Ta'l. 
All Industries & Individuals, 
Financial St.ltcmcnts, Estme Plannmg, T.1x, Aud1t, 
Computer Consulting 
Hcalthcarc, Estate Plannmg, 
Busm~s Management fnr PhyMc1ans 
& IndiVIduals 
Medical, Pr.ofessional, Trusb, 
Estates, Construction, 
Representation 
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John 11. Ughtfoot 
Managmg Member 
(909) 626-2623/626-2743 
lrcp,l((t gte.net 
Gary Hilliard 
Managmg Partner 
(909) 398-1310/398- 1317 
h1lhard(!• ~en~ com 
Debra L Burr 
Prcsadcnt 
(909) 781-6-1801781 2026 
Michael L. Cox 
Owner 
(909) 482-437-1 •482-4379 
m1chacl(!• mlccpa com 
Fred Reiss 
Owner 
(909) 890-3533/890-3543 
frco@,ix.netcom.com 
Michele Bolanos 
Managmg Partner 
(760) 325-5095!325-61 05 
mb@ bdcpas.com 
Walter D. McLaughlin 
Owner 
(760) 320-5748/320-0536 
wmclaughlin@'lwdmcpa.com 
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Early aspirin ... 
continued from page 29 
is no great hazard in giving aspirin 
immediately to patients who have 
been diagnosed with ischemic 
stroke," says Chen. "Of course, 
there may be some groups who 
should not get aspirin, but even the 
results in those who had bleeding 
strokes are reassuring." 
The American Heart 
Association's guidelines for treating 
acute ischemic stroke suggest that 
aspirin may be effective in patients 
with acute stroke; but that aspirin 
should not necessarily be used in 
conjunction with clot-busting 
thrombolytic therapy. 
Imaging technology, such as 
cr scans, will tell a neurologist if 
the stroke is the result of a clot or 
bleeding into the brain. Even if that 
is not available, researchers say 
there's no reason to withhold early 
aspirin treatment when ischemic 
stroke is suspected. 
"Especially in developing 
countries where the cr scan is not 
widely available, this is important 
information," says Chen. "We must 
limit the number of hemorrhage 
patients who get aspirin, but it's 
also important to give the treatment 
to those who can immediately ben-
efit." 
Patients who arrived at the hos-
pital within the first 48 hours of 
symptom onset were studied. In 
both trials, half of the patient were 
randomly allocated to receive medi-
um-dose aspirin (160 milligrams 
per day for 4 weeks in CAST; 300 
milligrams per day for 2 weeks in 
1ST). 
Researchers say overempha-
sizing the urgency of clot-busting 
treatment for stroke may lead to 
an underemphasis on prompt 
aspirin use. Even if people were 
to come to the hospital more than 
48 hours after their stroke, 
researchers believe they would 
still benefit from receiving aspirin 
immediately. 
Co-authors are Peter Sandercock, 
M.D.; HongChao Pan, D. Phil; 
Carl Counsell, M.D.; Rory Collins, 
MBBS, M. Sc,; LiSheng Liu, M.D.; 
JingXian Xie, M .D.; Charles 
War/ow, M.D.; and Richard Peto, 
FRS. 
SBMC Critical Care Unit Finds Way 
to Meet Seismic Safety Standards 
Faced with an aging, over-
crowded critical care unit subject to 
state mandates that could ultimately 
force its closure, St. Bernardine 
Medical Center has found a way to 
make a proverbial silk purse out of a 
sow's ear. 
SBMC is facing a projected 
increase in CCU bed needs, but 
because of improved technology 
and enhanced preventive programs, 
within five years, that need will 
drop permanently to below current 
levels. However, unless it is brought 
up to modern seismic safety s tan-
dards, the CCU will be forced to 
close. 
To solve this dilemma, the 
facility has decided to build a new, 
more efficient, com fortable and 
cost-effective CCU in available 
second floor space in the 1990 
tower, which already exceeds state 
seismic standards. 
With total projected SBMC 
costs of about $6.1 million needed 
for the new 20-bed facility, the med-
ical center 's foundation will help 
fund the project. As part of the 
effort, a number of honorary/ 
memorial "naming opportunities" 
will be offered to potential donors. 
uc UNIFIED CONSULTING, INC. Security • Sta bi I ity. Low TCO 
Add the Power of Linux 
to Your Business 
Contact Us Toll Free at 
1-877-33-LINUX 
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Roy Taylor 
President of Talbot 's Brokerage Operations 
In a move to effectively manage the rapid-
ly growing Talbot Financial Corporation, Chief 
Executive Officer Dav id Weymouth has named 
Roy Taylor president of Talbot Agency 's 
Brokerage Operations. He will be responsible for 
managing all aspects of the insurance brokerage 
side of the New Mexico-based Talbot Financial 
Corporation. 
" Roy's experience, enthusiasm, and vision make him the ideal person 
for the job," explained Weymouth. Previously, Taylor was executive vice 
president of Talbot 's Pacific region-headquartered in Riverside. 
A lifetime Riverside resident and prominent community leader, Taylor 
has spent his career in the insurance industry. He earned a degree in eco-
nomics from California Western University in San Diego, and began his 
career working at his father 's small agency. Eventually, the agency merged 
to form Goldware & Taylor, which was bought by Talbot in 1996. 
Now marking his fourth year with Talbot, Taylor 's vision for the future 
focuses on meeting and exceeding customer needs, while providing value-
added services in each of the agency's 38 loca tions. 
Subscribe Now. (909) 484-9765 Ext. 27 
Ir1L1.atrll.d. Emp:irce } 
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GROW THE COLLEGE OF BUSinESS 
~ PUBLIC ADMiniSTRATIOn 
Pnvate support promotes academrc excellence in busrness education for the 
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national accreditatiOn student scholarsht[!S, and state-of-the-art technology, 
facilitres and programs at Cal State, San Bernardino. Recent mnovalrons at 
Cal Stale 1nclude essential r:>artnershrps between the busrness communrty and 
the unrversity, a new Inland Emptre Center for Entrepreneurshrp, the new 
Arrowhead lab for Secunties Analyses, technologically advanced classrooms, 
and experiential learning through internshrps. Cons1der CHARITABLE GIFT 
ANNUITIES for pnvale supporf of Cal Stale, San Bemardrno's m1ssion and 
goals. 
In today's economic environment CHARITABLE GIFT ANNUITIES 
established through Cal Stale, San Bernardino offer these advantages: 
Benefits for donors 
Guaranteed Income for life 
Parttally tax-free mcome 
Current chantable mcome 
tax deductmn 
Benefits for Cal State 
Educatronal programs that meet 
h1ghest nat1onal accred1tat10n 
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Scholarshrps that prov1de graduates 
as today's worl:force and tomorrow's 
commun1ty leaders 
-~--
Frnanctal resowces to create rnnova· 
trve partnersh1ps for the economrc 
advancement of the reg ton 
There are many ways that you can contribute to Cal State. Federal tax 
laws specifically encourage charitable giving by making donations tax 
deductible. 
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(909) 880-7295 
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Executive Notes 
Patrick Li lly has joined Palm Desert National Bank as vice president, 
Commercial & SBA Lending, it was announced by Kevin McGuire, chair-
man of the board and chief executive officer. Lilly will specialize in all forms 
of commercial lending, real estate lending, and government guaranteed 
loans ... Mark Wylie has been named executive sous chef for the 512-room 
Westin Mission Hills Resort in Rancho Mirage. Previously, Wylie was exec-
utive sous chef at the S heraton Denarau Resorts in Nadi, Fiji. He received 
his culinary training in New Zealand where he was employed at a number of 
hotel and restaurants since 199l...Cynthia Peterson, a sales associate with the 
GNC franchise store in the Hardman Shopping Center, R iverside, 
California, was a finalist for the Pro Performer award at GNC Franchising 's 
Year 2000 Annual Franchise Convention, held in Las Vegas, 
Nevada ... Ri verside County's Credit Union has been honored with the 
Community Service Award for 1999 given by the United Way of the Inland 
Valleys at its annual meeting luncheon. This prestigious award was bestowed 
upon RCCU not only for its financial contributions and participation in the 
United Way's efforts, but for its diverse contributions and support of the com-
munity as a whole ... Legal scholar Laura L. Rovner, who previously taught at 
Syracuse University College of Law in New York, has joined the faculty of 
Western State University College of Law. Rovner received her law degree 
from Cornell Law School and subsequently earned an LL.M in advocacy 
from Georgetown University Law Center. She earned her B.A. in philoso-
phy from the University of Pennsylvania .. . Local Downey Savings branch 
manager, Nancy J. Stuart, has been appointed to the Mount San Jacinto 
Winter Park Authority Board, the governing body of the Palm Springs Aerial 
Tramway. Stuart replaces Gann Carter who recently resigned from the 
board. 
Life and Health ... 
continued from page 21 
signal problems for some companies," 
commented WeiS!>. 
Denvative instruments, ancluding 
such investments a<; options, futures, 
and swaps totaled $3.4 bill ion in l999, 
representing less than one percent of 
total invested assets. AJthough this was 
a 43 percent increase over the 1998 
level of $2.4 billion, as a portion of 
invested assets, it remained low. 
Noteworthy Upgrades and 
Downgrades 
Among the 1,287 company ratings 
reviewed by Weiss, 27 companies were 
upgraded and 43 were downgraded 
from the previous ~uarter' review. 
Notable upgrades include: 
• Cova Financial Services Life 
Insurance Company (Mo.) from D+ to 
c 
SunAmenca Li fe Insurance 
Company (Ariz.) from C+ to B 
Penn Mutual Life Insu rance 
Company (Pa.) from C+ to B 
Notable downgrades include: 
• Peoples Benefit Life Insurance 
Company (Iowa) from 8- to C+ 
• Un ited Family Life Insurance 
Company (Ga.) from B- to C+ 
Park Avenue Life Insurance 
Company (Del.) from 8 to C+ 
The Weiss ratings are based on an 
analysis of a company 's risk-adjusted 
capital, five-year historical profitabili-
ty, quality of investments, liquidity, and 
stability. The latter category combines 
a senes of factors including asset 
growth, prem ium growth, strength of 
affiliate companies, and risk diversifi-
cation. 
Weiss issues safety ratings on 
more than 16,000 financial institutions, 
including HMOs, life and health insur-
ers, Blue Cross /Blue Shield plans, 
property and casualty insurers, banks, 
and brokers. Weiss also rates the 
risk-adjusted performance of more 
than 10,000 mutual funds. Weiss 
Ratings is the only major rating agency 
that receives no compensation from the 
companies it rates. Revenues are 
derived strictly from sales of its prod-
ucts to consumers, businesses, and 
libranes. 
Consumers needmg more mformatwn 
on the financwl safety of a specific 
company may purchase a rating or 
analysis directly from Weiss for as little 
as $15, by calling 1-800-289-9222. 
Weiss ' ratings are also available at 
many public libraries. For more infor-
mation, visit the Weiss Ratings Web site 
at www. weissratings.com. 
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Ra11ked by 1999 Sa/r.~ Vu/umr 
Name 
Add res 
1999 # of Emplo~ ee~ Produrb Pre~ l)pc 
Colors $ ales Volume Year Establbhrd 
Cit) Statt~Zip 
Advance Business Graphics -16,000,000 
3810 Wabash Dr. 
Mira Lorna, CA 91752 
California Offset Printers• 20.000,000 
300 Forms, Labels. D1g1tal, Commercial Printing 31 W~h & Sheet Fed 
1955 D1rect Mail, Creative Serv1ccs, 1-R C'olm~. 1-R Fo1ls 
Fulfillment, Warehousing, Distr~bution & Coating 
3 Hc.lL'>Ct Prc~c~. 
Sen ire' 
pccialtie~ 
Document &. Pnnt Mgmnt, Billing 
& Mailing Svcs, Design, Ty()..~llng, 
Full Elocn1~1ic Pn:-Pn..'\5 
Top Local E\ecuthe 
Title 
Phone/Fax 
E-Mail Address 
John Kosta 
President/CEO 
(909) 361-71 00/361-7085 
jkl\'>1<1@ abgraphics.com 
2. 17277 Ka1son Circle 
liS 
1962 
Multi-color, Muhl-\lgnaturc, 
Periodicals, C.llalogs. Tech. M.muab, 
D11ectoncs. !OM M1n 
P11nt 1-3 Wide Web> 
1-6 Color~ 
Elect., Con' Pre-Pres~. 
B1ndery, Pol) b.1ggmg, 
M.uhng, St.llt-up Pubhcatiom. 
II0\1 ard Borschel 
Region Manager 
R1vers1de, CA 92508 
UBS Printing Group 18,700,000 
3. • 2577 Rel>earch Dr 
Corona, C A 92882 
Valley Printers, Inc. 1-1,000,000 
4. 2180 Iowa Ave 
Riverside, CA 92507 
Cron Printers 6,500,000 
s. 250 W. Rialto Ave. 
San Bernardino, CA 92408 
Faust Printing Inc. 6,200,000 
6. 8656 Utica Ave., Ste 100 
Rancho Cucamonga, CA 91730 
Advan«d Color Graphics 6,000,000 
7. 245 York Place 
Clartmont, CA 91711 
Act Printing Co. 3,800,000 
8. 948 Vella Road 
Palm Springs, CA 92264 
l:lai&'s QuUty Pl;atillg 3,700,000 
60 
1986 
72 
1968 
50 
1970 
34 
1963 
25 
1979 
40 
1980 
Commercial Pnnting &. Pac~agmg, Sheet Fed & Web 
Llb.:b, BU)mel>S Forrru., l-6 Color> 
Book:., Manuals & To\\ er Coating 
Commerc1al Pnnung Web & Sheet Fed 
Catalogs, Brochure> 6 Color 
Magazmes, D1gests 
Complete Printing Semce> Publications, Sheet-Fed Komori 
Annual Reports, Brochure>, Manuals, 1-6 Colors 
Pomt of Purchase, Advertis111g, D11ect Mail 2-Color Perfecting 
LayOat, Pafcct Bmd1ng, 
Die Cutt1ng & FoldiGiuc, 
Elec. Pre-Pre~/))11ect to Plate, 
Full Service Fulfillm~nt 
6 Color Web P11nt 
Desktop Pubhshmg, 
Complete De:.ign 
& EPP 
(909) 656-0-160/656-().160 
coppnnls.com 
Gene Hamrick 
PresidcntJOwncr 
(909) 273-7900/273-7912 
Rent L. Vega 
Pres1dent 
(909) 682-5539/686-4930 
Denny Shoretl 
President 
(909) 888-7531/889-1639 
sales@ crownconncct.com 
H1gh Resolution Pnntmg on Sheet-Fed Roland 700 Computer to Plate Electronic Pre-Press, Don Faust 
Paper or Synthetics (Pla;ucs) Board, 
F01hng, Embossmg, D1e Ciuung, Packagmg 
1-8 Colors H1gh Res. Pnnung!Packag1ng, Pres1dent 
Packagmg, CD Booklets/Inlays, 
Posters, Point of Purchase, 
Dtsplays 
Mult1-Color, Sheet-Fed, Brochures, 
Promotional Flyers, Programs, 
. Newsletters, Publications, 
6/40 Heidelberg wuh 
AQ Coater, 1/40 Heidelberg 
Perfecter, 1-4 
Komon Sheet Fed 
1-5+ Aqueous Coater 
Scuex Color Separations/ IRIS/ Imaging 
Paper or Synthetics (Plastics) (909) 980-1577/989-9716 
Complete In-House Bindery, 
Des1gn, F1lm 
Services 
In-Line Aqueous Coaung, 
Conventional and Electronic 
Pre-Press, In-House Bindery 
Steve Thompson 
Owner 
(909) 625-3381/625-2081 
Mark & Greg Lawrence 
Partners 
(760) 323-2707!322-3547 
mark@aceprinting.com 
'· 
1105 N. Gene Autry 
32 
1971 
Stochastic, 
Hexachrome, Live 
Color Printing 
6/4a-4f2.6!2/40 
Komoris 
1-6 w/coating 
Top-Quality Brochures, 
Magazines, Annual 
Reports • All Digital 
HaigAtamian 
President/CEO 
Palms Springs, CA 92262 
Maurice Printers 3,500,000 
10. 42685 Reo Nedo 
Temecula, CA 92590 
RB GrapltkS 3,300,000 
11. 3S47 Market St. 
Riverside, CA 92508 
ColorTh:h Commm:ial Pnlling 3,000,000 
12. 1601 Chicago Ave. 
Riverside, CA 92507 
ZAP Priatillg & Graphics 2,100,000 
13. (Corou Printing) 
210 N. Smith Ave. 
Corona, CA 92880 
Corona Commercial Printing 1,850,000 
14. 823 S. Main St. 
Corona, CA 91720 
Acrry & Tharp Printlag 1,400,000 
15. 7271 H1ghway 215 ~t 
River)ide, CA 92508 
Printing Resources of So. Calif. 1,300,000 
16. 893 West 9th St. 
Upland, CA 91786 
PODiona Print Stop 1,300,000 
17. 9087 Arrow Rte, Ste. 150 
Rancho Cuc;~monga, CA 91730 
26 
1981 
JO 
1975 
20 
1983 
18 
1972 
12 
1989 
8 
1988 
14 
1970 
7 
1977 
Commercial Pnnting, 
Brochures, Posters, 
Catalogs, Newsletters 
Heidel bergs 
Ryobis 
1-4 
Complete Electronic Pre-Press, 
Creative Designers, Full Color 
Commercial Pnnting, Full Bindery 
(760) nS-37s7m8-376t 
haig.~rthlinlc.net 
Mike Robinson 
President 
(909) 2%-0300{2.96-0306 
Commercial Sheet-Fed Prmllng, 
Annual Reports, Brochures, Catalogs, 
Manuals, Programs, Newslellers 
Sheet Fed Mitsubisbi/ Conventional & Electromc Pre-Press, Guy Guissanie 
Akiyama/Hcidelberg !n-Unc Aqueous Coating, In-House General Manager 
I-6Pill'>Acp:ousCooter Bindery, Complete Letterpress Serv. (909) 686-7100/686-4203 
Commercial Printing 
Full-Color Marketing Material, IBM & 
Mac Graphic Design/Output, 
Digital Offset, Short-Run 
Color Printing 
Newspapers, Inserts, Penod1cals, 
Fie xi-Books, 
Desktop Pubhshmg, 
Bmdery Services 
Commercial Prmtmg, 
Brochur~. Poster~. 
Color Sep;nations 
Komon, Ryobi, 
2, 4, 5 Colors 
Ryobi, AB Dick, 
Heidelberg, Canon 
full-Color Offset 
and Digital 
Goss, UV D1dde 
M1m-Web 
Process, Spot 
Mdn Roland 
1-4 Color 
Busmcss Stationery & Forms, Adverti~mg 2 Color lick 3985 
Matenal\, New~letter>, Price Li>t>, Booklet>, AB D1ck 9800 Series 
Labels, Color Cop1es I, 2 and 3 Spot Color 
Volume Copies, Business Forms, 3 AB Dick Pre'>\CS, 
Flyers, Business Card!., Envelopes, 3 Digital Doc-U-Techs 
Full Service, Desktop Publish., 
Commercial Printing, 
Quality Customer Services 
Computer Transfer & Output, 
Microson Publisher, 
Corel & Adobe Certified 
ewspapers, 
Magazmes 
Commercial Pnntmg, 
Color Separations, 
F1lm Output, In-House Art Dept 
Orfsct P11ntmg, Ma1hng Services, 
H1gh-Speed Copymg, 
Color Copy1ng 
Manuals, Ciltalo~ Moocb 61KO, 135, Doc 40 Color 
High Volume 
Copy U~ge 
Jobn lll1d Clriitine Szukala 
Owners 
(909) 788-1500{788-2328 
colonech@:olortechprinting.com 
Eugene Montanez 
Owner 
(909) 734-8181{737-1791 
zapit@zapcolor.com 
Paul Ward 
General Manager 
(909) 737-1234{737-1261 
pward@ pe.com 
David Tharp 
Owner 
(909) 653-4922/653-3408 
dtharp(h acreytharp.com 
Nancy DeDiemar 
CEO 
(909) 981-5715/981-9396 
info((t p11ntingrcsources.com 
Joe & Ntal Cantone 
Owners 
(909) 593-8993/989-5352 
N'A ,. NOI Appltca/1/r \\NO : ll'ou/d :llotOtsclou na = not a•otlublr • ~ulrs offirr on I). pi alii" Ill Gltndalt. Th<' 111fomulllon 111 tht· ol•m dut •ws ohtainett from lilt compamn llfUd To the ll<'lt of alldno"ledgr thnnformatwn 
suppll~J u DC( uralt" as nf pr~JS limt> n·hrlt> t'\'t*T) t>ffnrt u madt to tlt\Uft tht uc c UTU() and tlrorom:lmt·.u oftht Int. utni\Uom and t\pographu a/ rrrurs somt·t,rc:s vcrur Plt•,ut stml corrc.·c lions or addwotzs on c:ompau~· ltlltrhtad 
tu: Thr/nta11d Emptrt Busm<n Juurnol. 8560 \1n<1ard .\1 < Sullr .106. R<lfnho Cucamo11ga. ( .4 9t7.10-~ 15! R•·«·ar• l~t·d 1>1 J.rn \trauu C"plrt~/11 2000 t11/amt t mp1r.- 811>111<'51 )tluwul 
The Uou k of Lists a,. a i I able on Disk. C a II 909-·U~-1-9765 or Down load Now from www. Top Li st.l·om 
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INSURANCE 
Understanding Group Medical Insurance 
by Patnck Reaume 
Is your coverage what you want and 
whal you expected? People have differ-
ent opinions; however, the studies show 
that managed care has not only increased 
access to care, but has abo held down 
the cost of msurance. Many will argue 
that they can't see the1r doctor in a time-
ly fashi on and that the health msurance 
rates are too high. These are the same 
people who expect and want it all when 
it comes to health care services and pre-
scriptions, yet aren't willing to pay for it. 
When I talk to employees about 
health insurance, the employers are typi-
cally offering two health care plan choic-
es, most often an HMO and a PPO or 
POS. The POS is an HMO and a PPO in 
one plan. Employees are offered a 
choice with the opportunity to buy up to 
a PPO and/or a POS plan. Few employ-
ees are willing to pay more for coverage, 
even if doing so means easier physician 
access and more plan satisfaction. 
I recently heard Walter Zelman, 
Ph.D . (C.E.O. of the California 
Association of Health Plans) discuss 
health insurance and he referred to what 
he calls " Fundamental Disconnect." 
People want more and better health care, 
yet are unwilling to pay for it. When we 
make daily purchases in the market-
place, we make our decisions based on 
cost, plus perceived value; yet people 
don ' t believe this to be true in health 
care. There is sometimes a perception 
that quality health care is a person's 
right, yet they should have no personal 
responsibility to pay for it. 
HMO plans offer rich benefits with 
a primary care doctor directing care. A 
POS plan adds a PPO to the coverage, 
yet employees decline the increased pre-
miums and co-pays due the doctor or 
hospital for services. We know that a 
$12,000 car will get us to and from, but 
we buy the $30,000 car because we want 
it upgraded or fancier. The same is true 
of health care. If we want upgraded serv-
ices, we need to be prepared to pay for 
those services. 
What Mr. Zelman meant by funda-
mental disconnect is that Individuals 
understand upgrading when buying a 
better car, but they disconnect when it 
comes to health care. Emplo~ees say 
they are dissatisfied with the1r plan until 
asked to upgrade at their own expense. 
Consumers complain about managed 
care, yet when asked if they like their 
plan, 79 percent ~ay that they are satis-
fied. 
The media knows that bad news 
ells well. llealth care 1s the perfect easy 
target. Rates arc up, doctors are over-
worked Viagra may not be covered by 
your health plan. It 's like making your 
choice of car- the upgrade of your type 
of health care may be your own choice to 
make. 
I th1nl- group health 1nsurance 1s an 
excellent vch1cle hy wh1ch to deliver 
health care. However, care must h<: taken 
in the dclivery process. Always o ffer 
your employee~ two cho1ces. T his puts 
the employees in charge and g1ves them 
a cho1ce of the type of care they want. 
Patrtck Reaume, CFP, if a ltealtlt 
11/SIII'flnce 1pecwlt1t and the current 
president of the In land Empire 
Association of Health Underwriters. 
He lw~ 18 yetii'S of experience in 
employee henefit~ zmd can be reached 
{/{ 909-390-0035. 
Does your business deserve 
"The Best Business Bank in California?" 
Clmtan I. Antoldu' !>n.~'t<lent & CEO 
Many banks today are acting Uke a business bank, but if you 
look between the marketing Unes very few are 'real ' business 
banks. At CoLnmunity Bank we are a 'genuine' Business Bank 
and we have been financing the busines needs of our 
customers since 1945. We provide you the services and advan-
tages that you need and expect from a business bank. 
orne of our Business Services are: 
• Asset based financing 
• Machinery and equipment financing 
• Complete real estate services, in~luding owner 
occupied financing 
• SBA Financing 
• lnternational!J'rade Finance 
• Business depository services 
• Cash management services 
Perhaps you are finding that your current bank does not understand your business and is 
not willing to lend on your company's operating assets without other collateral. 1 it time 
for you to experience the value of a business bank that only our knowledgeable and 
experienced professionals can provide? 
Call me direct at (626) 568-2100, or one of our convenient Bu iness Banking Center 
locations, so we may determine how we can put Community Bank to work for you. I am 
certain you will receive the quality ervice and responsiveness that you deserve from 
"The Best Business Bank in California." 
COMMUNITY. BANK 
Partnership Banking· 
TWELVE BUSINESS BANKING (ENTERS • OVER $1.0 BILLION IN ASSETS 
ANAHEIM (ORONA HUNTINGTON PARK SAN BERNARDINO 
(714) 704-2361 (909) 808·8950 (323) 277-4360 (909) 881-2323 
BURBANK fONTANA PASADENA UPLAND 
(818) 295-3232 (909) 854-3400 (626) 568-2230 (909) 579-1490 
(ITY OF INDUSTRY GLENDALE REDLANDS YUCAIPA (626) 934·1341 (818) 549-7220 (909) 307-8102 (909) 797-9155 
Please visit our web site at: www.communitybank-ca.com 
MEMBER FDIC 
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Alzheimer's ... 
continued from page 16 
like a grandmother to my kids, and 
they were very fond of her," recalls 
Tangalos, Alzheimer's Association 
national board member and professor 
of medicine at the Mayo Medical 
School, Rochester, Minnesota. 
But one day that summer the 
children left Mary 's house disturbed. 
They went home and sought out their 
father. "Dad," they said, "there 's 
something wrong with Mary. She 
doesn ' t know the names of her flow-
ers." 
Shortly afterward, Tangalos 
examined Mary. A series of tests 
revealed that she was in the begin-
ning stages of Alzheimer's. Yet the 
early diagnosis proved key. "Because 
we learned of her condition early 
on," says Tangalos, "Mary could 
make adjustments in her life that 
enabled her to continue to live at 
home with her husband for the next 
10 years." 
Today, 12 years after Mary's 
diagnosis, the benefits of identifying 
the disease early have never been 
greater. Drugs such as donepezil and 
tacrine can help improve thinking 
and reasoning skills. Moreover, the 
earlier the treatment, the better. Thus, 
the importance of recognizing the 
disease's warning signs is vital, and 
family members and friends are often 
in the best position to determine 
when someone begins to behave 
strangely. 
"My kids didn't know the warn-
ing signs of Alzheimer 's," says 
Tangalos. "But they knew Mary; they 
knew that she was acting differently. 
And that's the trick for families: to 
recognize when a family member 
departs from his or her usual pattern 
of behavior." 
This past December, Tang(\los 
spearheaded a national Alzheimer 's 
Association campaign aimed at edu-
cating the public about the 10 warn-
ing signs of Alzheimer's. An 
Association-sponsored survey earlier 
last year found that many people fail 
to identify symptoms of the disease. 
For instance, 49 percent of those 
polled incorrectly answered that nor-
mal forgetfulness, such as misplac-
ing one's car keys, is a marker · for 
--------~• i'•lf4¥J;iJe1;Jt+1 •r----------
Wilkin Design Group Specializes 
Alzheimer 's. Another 33 percent did-
n't know that forgetting simple 
words (as in Mary's case), using 
incorrect words or failing to recog-
nize numbers are, in fact, indicative 
of Alzheimer's. Officials and others 
speculate that this confusion about 
the disease may account for the 
all-too-common delays between the 
onset of symptoms and a diagnosis of 
Alzheimer's. 
"We want families to recognize 
changes in behavior and be able to 
identify the warning signs of 
Alzheimer 's disease so they can take 
the appropriate action: Call the 
Alzheimer's Association, see a 
physician and discuss plans for the 
future. 
The 10 warning signs of Alzheimer's 
are: 
1. Memory loss that affects job 
skills. 
2. Difficulty performing familiar 
tasks. 
3. Problems with language. 
4. Disorientation regarding time 
and place. People with Alzheimer's 
can become lost on their own street, 
not knowing where they are. 
5. Poor or decreased judgment. 
6. Problems with abstract think-
in g. 
7. Misplacing things. 
JULY 2000 
A person with Alzheimer's disease 
may put items in inappropriate 
places, such as an iron in a freezer or 
a wristwatch in the sugar bowl , then 
not recall how they got there. 
8. Changes in mood or behavior. 
9. Changes in personality. 
Someone who is generally easygoing 
may become angry, suspicious, or 
fearful, and 
10. Loss of initiative. 
Alzheimer Disease Treatment-
Working With Your Physician 
What is Alzheimer 's disease? 
Alzheimer 's disease (AD) is a pro-
gressive, degenerative disease that 
attacks the brain and results in 
impaired memory, thinking and 
behavior; inappropriate behavior, 
loss of interest and changes in mood, 
and sometimes hallucinations and 
delusions/false beliefs. 
How does your physician know 
if it is Alzheimer's disease? There is 
no single test that can diagnose 
Alzheimer's disease. However, 
trai_ned physicians are 80-90 percent 
accurate. Your physician needs to do 
a full assessment that includes: 
• An accurate medical and psychi-
atric history; 
• A neurological/physical exam; 
colllinued on page 59 
in "Strategic Design" 
When Andrew Wilkin, owner 
and president of Wilkin Design 
Group Inc., set out to create a 
market-driven, full-service graph-
ic design and advertising agency, 
he decided to focus on the philos-
ophy of "Strategic Design." This 
unique philosophy is the founda-
tion of every service provided by 
Wilkin Design Group Inc., and is 
based upon delivering high quali-
ty creative design and production 
driven from sound marketing prin-
ciples. 
placement, public relations and 
promotional events, as well as 
public affairs consultation. Their 
specialties include corporate com-
munication projects, such as: 
advertisements, company 
brochures and catalogs, product 
sales and promotional liter~ture, ' 
package design and corporate 
identification projects. 
Students Compete for Technologies Sake 
"It's not enough to create 
advertising and marketing pieces 
that look professional; any agency 
with a talented designer can do 
that," explained Wilkin. "Our 
team members work together to 
ensure that everything created for 
a client works to meet that client's 
specific marketing needs as part 
of an overall, custom-designed 
strategic plan." 
Wilkin Design Group Inc. 
offers a full-service approach to 
marketing needs with strategic 
planning, media consultation and 
Current clients include: Mt. 
San Antonio College, Keystone 
Automotive Industries, 
Diversified Pacific Development 
Group, General Dynamics 
Corporate Real Estate, and the 
Empire Lakes Golf Course. 
· The agency was rece ntly 
awarded a prestigious 2000 Laurel 
Award for its work on a direct 
mail piece promoting The Estate 
Collection, a new home develop-
ment presented by Divcrsi fied 
Pacific. For more information 
about Wilkin Design Group Inc., 
contact the firm at 141 A Spring 
St., Claremont, CA 91711; (909) 
625-2225, or visit www.wilkin 
design.com. 
DeYry Institute 's electronic 
engineering technology students 
competed with projects on 
Technology Day, held June 7 at the 
Long Beach campus. 
The institute hosts these types 
of events to encourage students to 
pursue high-tech careers. The com-
petition was judged by technical 
engineers involved in the hiring 
process from companies such as 
Cisco Systems and Pan Am Corp. 
First place winners, Jorge 
Ramo and Valerie Rendon, won 
w 
for their sorter project, a device 
that sorted boxes by bar-codes. 
They received $100, a certificate 
and their names on a perpetual 
plaque. 
Second place winners were 
Anthony Lor and Chang Kim, who 
invented a home vocal environ-
ment. Their project included voice 
activated home appliances. 
Projects were displayed for the 
public and student participants 
received an honorary dinner after 
the competition. 
Research + Strategy + Creative + Execution = 
Strategic Design 
WWW.WILKINDESIGN.COM 
PH:909.625.2225 • FX:909 . 625 . 3225 
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EDUCATION 
Bronze Coyote Statue Celebrates CSUSB's "Extended Family" 
A bronze statue of three coyotes, 
resembling the generations that are 
nurtured by Cal State, San 
Bernardino, was dedicated at the 
university's Coyote Drive entrance 
recently. 
Purchased for $35,000 by the 
Associated Students Inc., the art-
work is one of the first publicly dis-
played pieces on campus that ties in 
distinctive aspects of life at the uni-
versity, said Mary Ellen Abilez, pres-
ident of ASI. " While Cal State 's ath-
letic mascot is the coyote, the statue 
is meant to convey much more than 
the kind of teamwork we think of in 
sports - it's about the sense of 
extended family we have created 
here." 
The statue, valued at about 
$350,000, was dedicated on behalf 
of the students - past, present and 
future, Abilez said. 
Designed and crafted by 
Chinese sculptor XuanChang Guo, 
the statue stands about 12 feet high 
and 10 feet from nosetips to tails-
end, said William Shum, director of 
physical planning and development. 
It was shipped to San Bernardino 
from Shanghai, China. The perspec-
tive behind the work emphasizes 
"education, the pas...;;age of knowl-
edge ... (and) demonstrates care and 
sensitivity in the process," and the 
artist 's intent in creating two genera-
tions by a university community. 
Shum approached Guo, of 
Hacienda Heights, nearly three years 
ago about fashioning the art piece, as 
Cal State was developing its third 
main driveway into the campus at 
the far east end. Since that time, the 
university has been examining ways 
in which it may increase the acquisi-
tion of public art to enhance the nat-
ural beauty and attractiveness of Cal 
State's grounds, Shum said. 
b INLAND EMPIRE I 
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e-mail addresses 
NAME ADDRESS TITLE 
William J. Anthony williamj@busjournal.com Publisher & Producer 
Ingrid Anthony ingrid@busjournal.com Managing Editor 
Editor editor@busjournal.com Editor 
Mitch Huffman mitchah@busjournal.com Account Executive 
Jerry Strauss jenys@busjoumal.com Research Director 
Robert Bledsoe robertb@busjournaJ.com News Producer 
Joe Lyons joel@busjournaJ.com News Anchor 
. 
Earl Statler earls@busjoumaJ.com Entertainment Reporter 
CSUSB visiting professor of art, XuanChang Guo, creates a magnificent bronze 
stallle of three coyotes, who reflect the nurturing of past, present and future gen-
erations of s/L/de/1/s on the Cal State San Bernardino campus. 
Guo's work has an international 
reputation; he's been named an out-
standing Chinese artist by his home-
land's government. His large-scale 
outdoor works are on view in 20 
cities around the world, including 
Beijing, Las Vegas, Los Angeles and 
now- San Bernardino. 
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Name 
AddrtSS 
City/State/Zip 
The Performance Group 
1999 #or EmplO)tl'> Products 
$Salts Volume \'ear E!,tablbhtd 
1,100,000 
Press 1)pe 
Colors 
Sen icc\ 
Spedalties 
Tup Lun1l [xeullilt 
Title 
l'hone/Fax 
E-Mail Address 
18. 1251 Pomona Rd.,II IOI 
Corona, CA 91720 
6 
1992 
Brochures, Labels, 
Direct Mail , Forms, 
CommerCial Printing 
Web & Sheet Fed 
1-6 Colors 
In-House Design, 
Fulfillmcnr, 
Maihng 
Natalie Rudnski 
Parlltcr 
(909) 273-7390/'273-7395 
wcpcrform~'>aol.com 
19. 
·1o. 
21. 
A to Z Printing Co., Inc. 
4330 Van Buren Blvd 
Riverside, CA 92503 
1,000,000 
Priada& & Promotion Plus 975,000 
by Miaateaaa Pras 
930 South Mt. Vernon Ave., Ste. 200 
Colton, CA 92324-3928 
Redlands Blueprint & 
Commercial Printing Co. 
922 B New York St. 
Redlands, CA 92374 
729,000 
RDS Priatia& & Graplaia Ctr. 700,000 
603 S. Milliken 
Ontario, CA 91761 
Ha~r's 250,000 
16 
19:!1 
Books, Mags., Brochures, Catalogs, Hctdclberg, Hams, Mulli 2650 In-House Arl Dept., 
Lellerpress, Foldmg, 
Bindery, Umon LJbcl 
Allison Dale 
7 
1984 
12 
19-t6 
3 
1990 
Flyers, Newsleners, Lenerheads, Ryobi 2 Color 
Envelopes, Cards, Pads, Labels 
Desrgn, 1-4 Color Printing, 
Htgh-Volume Coptes, 
Offset to Digital 
Business Stationery, Brochures, 
· Booklets, Folders, Newslellcrs, 
Reprographics, Color Copies, Banners, 
Labels, Courtroom Displays, Reports 
Commercial Printing, 
Graphic Destgn, 
Htgh Volume Copying, Dig~ tal Color 
Ryobl, 
l-4Color 
AB Dick 9800 Series, 
2 Color Komori Perf ector 
I & 4 Colors 
3 Hamadas 
2 Color/ I Color 
DOC 40 Digital Color 
2 Books, Magazines, 2 AB Dick 9800's 
Graphic Destgn 
Complete Copy & Printing Servtcc 
Dedicattd to Customer Scrvtcc 
In-House Computer Graphtc~. 
Custom Printmg, Bmdcry, 
Service 1!. Our Spec tally 
Prcsidcnl 
(909) 689-4411 687-1\387 
maiiiXl\@-a-Lpnnllng.com 
jon Melnr, Mgr. 
Linda Melzer, Owner 
(909) 370-08601824-2396 
pnntproplus.com 
Daney Bachiu 
M.magcr/Owncr 
(909) 792-34 78!335-1121 
rcdlandsblue@ earthhnk.nct 
Full Service; In-House From Design Mr. & Mrs. Robert Salz 
to Printed Product Including Owners 
Bindery and Copymg (909) 390-6670!390-6672 
23. 1956 N. "E" St. 1984 Bus. Stationery, Typesetting, Bindmg, Velo 1-4 
Fax, Typeseumg, 
Self, Full Service 
Copying, Bmding 
Elmer Harper 
Owner 
San Bernardtno, CA 92405 & Spiral Booklets, Hardcover Foil Stampmg (909) 882-t234/882-2m 
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Consld~ tJ certificate progrt~m from the College of Extended Lcaml~ 
(allfomla State University, San 6emardlno. 
All tatlflctJte progroms ort ol'fercd In the evening or ~ t~nd 
am be completed within o year. You rteetve htlnds-on tralnlna from 
edgeeble 1nstructors In sldlls employers wont 
llt;C.Iftllt Certllklte Prolrlms: 
• Computer Applications 
·~Prodkes 
• l'1ort8e8e &onldni 
• Human Resourtts 
• Geogrophk lnforrMtlon 
Systens (GIS) 
• Rnonclol Plannlni 
• PC Techn~l SUpport 
• • Grant Dcvaopmcnt 
"1HANl{ 
YOU FOR 
HOLDING" 
.·.hello? 
Your co"?pany may not leave callers 'on-ho.J,g' this long ...... 
But~~ ·o~-hold' can seem Wee an eternity, unless you 
provtd~ them With v_a~uable jnfonnalioo that can help them 
make IJlformed declSlons about doing business with your 
company. 
Little Bear -Enterprises 
1-714-899-9310 
Contact Teddy 
"Helping people create a better future" 
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Vacancy Rates Fall 
on Industrial Space 
According to a recent survey of 
available buildings in Temecula 
Valley, COLDWELL BANKER 
COMMERCIAL states vacancy 
rates continue to fall even with new 
construction underway. A survey 
tracking more than 300 buildings in 
Temecula and Murrieta currently 
show the overall vacancy rate 
below 9 percent. This comes after 
~oth cities have seen combined 
new development of nearly 
2,000,000 sq. ft. in the last 24 
months. 
" Absorption appears strong 
with several buildings under con-
struction pre-sold and a good mix 
of product available to satisfy both 
small to large companies' space 
needs," said Marty Smith, execu-
tive vice president with COLD-
WELL BANKER COMMER-
CIAL. 
The lowest vacancy comes 
from the incubation multi-tenant 
segment (space less than 3,000 sq. 
ft.) which is below 6 percent. Lease 
rates in this product type are top-
ping $0.75 psf on a monthly basis. 
"Multi-tenant buildings show 
the highest rental rates and lowest 
vacancy. It appears to be the logical 
product type for new development 
over the next six to 12 months," 
stated Allen Nunez, executive vice 
president of the company. 
Also experiencing low vacan-
cies are buildings for sale or lease 
in the 25,000 sq. ft. to 50,000 sq. ft. 
size range. The survey shows only 
six buildings available for a compa-
ny looking to fulfill needs in this 
area. Of the six buildings available, 
50 percent are in escrow or have 
lease propo als in progress. 
The survey indicates strong 
pre-sale activity in the 5,000-
15,000 q. ft. segg1ent, with prices 
rising over $70 psf. These buildings 
are available in new construction 
and second generation and show 
the market vacancy around 16 per-
cent. This segment indicates to be 
the most active, with new construc-
tion m both Temecula and 
Murrieta. 
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Real Estate 
Inland Empire Industrial Pre-leasing 
Activity Reaches Record High 
Inland Empire industrial pre-
leasing activity topped five million 
square feet in the first six months of 
2000, the largest amount of space 
ever pre-lea ed in the Riverside/San 
Bernardino County market in a six-
month period, according to a report 
released by Grubb & Ellis Company. 
" With industrial demand at 
record highs and the vacancy rate for 
existing space at just 7.8 percent, 
industrial space is being pre-leased at 
a record pace," said Ron WashJe, sen~ 
ior vice president and industrial spe-
cialist with Grubb & Ellis' Ontario 
office. 
Since the beginning of the year 
there have been 22 transactions total-
ing 5.3 million square feet completed 
in buildings that are/were still under 
construction. Five additional deals 
have been completed in build-to-suit 
projects totaling 2.3 million square 
feet. All but two of the transactions 
were leases. 
A significant number of the 
transactions involved users new to 
the Inland Empire market. Of the 5.3 
million square feet, more than a mil-
lion square feet was accounted for by 
users coming from out-of-state, 
while another 1.4 million square feet 
was attributable to users coming 
from Los Angeles County and 
Orange County. 
Pre-lease transaction in excess of 
200,000 square feet included: 
* Home Shopping Network -
817,750 sq. ft. in Fontana -coming 
from out of state; 
* E Toys- 761,565 sq. ft. in Ontario-
coming from LA County; 
* Toys R Us, Inc. - 760,000 sq. ft. in 
Ontario - coming out of state; 
* Wai-Mart Stores, Inc.- 650,451 sq. 
ft. in Mira Lorna - coming from out 
of state; 
* Biaggi Trucking- 293,001 sq. ft. in 
Ontario - coming from Ontario; 
* Walt Disney Company - 284, 000 
sq. ft. in Ontario - coming from 
Orange County; 
* Skechers USA. Inc. - 263,670 sq. 
ft. in Ontario - corning from Ontario; 
* Phillip's Lighting - 245, 858 sq. ft. 
in Ontario -coming from out of state, 
and 
* Salton - 216,300 sq. ft. in Mira 
Lorna -coming from LA County 
In response to the voracious 
demand for industrial product, the 
amount of space under construction 
in the Inland Empire continues to 
rise. There are currently 20 million 
sq. ft. under con.<;truction, up from 
13.7 million sq. ft . six months ago. 
By comparison, there are 10.6 mil-
lion sq. ft. of industrial space under 
construction in Los Angeles County. 
Continued strong demand cou-
pled with the Inland Empire's less 
expensive land costs and resulting 
competitive pricing, continue to 
attract both speculative development 
and owner built/build-to-suit proj-
ects, Mary Sullivan, Inland Empire 
client services manager, noted. "It 
seems that with regard to the indus-
trial sector right now, if you build it, 
the tenants are coming." 
The projects being built are new 
in design, well located, and offer sale 
and lease prices well below the sur-
rounding more established Southern 
California industrial market, as well 
as many areas of the country, WashJe 
said. This new product is spreading 
east to Perris, Moreno Valley, and 
Riverside and southwest to 
Temecula. 
With the steady addition of new 
inventory, the Inland Empire has now 
pulled ahead of all of the Los Angeles 
Basin's established industrial mar-
kets in terms of size, with the excep-
tion of the central Los Angeles mar-
ket. The Inland Empire's industrial 
base now totals 217 million sq. ft., 
while central Los Angeles has 262 
million sq. ft. of industrial inventory. 
Subscribe Now. (909) 484-9765 Ext. 27 
B I:r..Ia.:r..d. Empire } "1..1Sirt.e s s J <>"1..1rrt.a. 
For Insight on Inland Enlpire Business ... 
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Public Relations Firms in the I.E. 
Company Name 
Addnss 
1999 Gross Income: # of Employees: 
City, State, Zip 
Inland Empin 
Companywide 
AL&Z Advertising 
73061 El Paseo 
WND 
Palm Desert, CA 92260 
Brown & Broedow 
11987 Aidmoor a. 
Rancho Cucamonga, CA 91739 
CDB Southera Callfomla 
2755 Wardlow Rd., 1\0L 
Corona, CA 92882 
Chase Communications Group 
504 Lantern Crest Dr. 
Redlands, CA 92373 
Couu Enterprises, IlK. 
3400 Inland Empire Blvd., 1101 
Ontario, CA 91764 
Dameron Communications 
255 N. "D" St., #209 
San Bernardino, CA 92401 
TbcJona~q 
303 N.lndian Canyon Dr. 
Palm Sprin~ CA 92262 
Kiner/Goodsell 
73-101 Hwy. Ill, Ste. 4 
Palm Desert, CA 92260 
Tile LaDcloa A&acY 
2534 S. Pleasant Ave. 
Ontario, CA 91761 
Publicity Unlimited 
P.O. Box 724 
Rancho Mirage, CA 92270 
SpcDcer Lewis Groap 
10700 Jersey Blvd., II SO 
lWldlo Cucamonga, CA 91730 
WND 
WND 
WND 
WND 
WND 
WND 
WND 
WND 
WND 
$250,000 
$250,000 
Staaford Mamtiag & Productioos WND 
231 Lyn Circle 
Palm Springs, CA 92262 
sa.ona, 7Jepu & Metzaer l~~Co 
3403 Tenth St., Stc. 810 
Rivmlde, CA 92501 
St,4M,3S8 
$9,937,438 
Inland Empin 
Companywide 
14 
14 
2 
2 
22 
77 
N/A 
4 
4 
4 
5 
12 
12 
17 
17 
4 
4 
4 
4 
7 
7 
2 
2 
15 
83 
Listed A lplzabetically 
# of Offices: Year established 
Inland Empire Inland Empire 
Companywide Headquarters 
1993 
Palm Desert, CA 
Top 3 Clients 
KSL Recreation 
Talbot Insurance 
Gardens on El Paseo, 
1987 Ontario Museum of 
Rancho Cucamonga, CA History & Aft, 
Specialities 
Strategic Planning, Media 
Relations, Event Mgmnt., 
Crisis Mgmnt., New Media 
Carson Companies, Lowe Enterprises. 
Top Local Executive 
Title 
Phone/Fax 
E-Mail Address 
Naz Sesi 
CEO 
(760) 779-0lllm9-otos 
nscsi@alz.com 
Larry Broedow 
Partner 
(909) 941-9449/941-9449 
1991 Coors Brewing Co., 
Technical or 
Toyota Motorsports 
Consumer Marketing, Technology, Christopher Pent 
4 
2 
3 
1 
1 
5 
New York, NY 
1991 Kelly Space & Technology, Inc., 
Redlands, CA Tempexec, 
Pool & Spa Center of Redlands 
1985 BOA11NG!.COM 
Ontario, CA ~- for Aeslhetic ~ Reconst Surgery 
City Of Whittier 
1989 Calif. Portland Cement Co., 
San Bernardino, CA NAUA, 
Business-to-Business, 
Public Affairs 
Public Relations, Special 
Events, Media Relations, 
Photography 
Multi Media 
Public Relations 
The Internet Full Service 
Crises Communication, 
Environmental Issues 
Senior V.P. 
(909) 272-18881272-3111 
cpert"~dbpr.com 
Emily Chase 
Principal 
(909) 798-6150n98-6150 
Ilia J. Conner 
President 
(909) 937-1250/937-1251 
connerad@conner-adv.com 
Carl M. Dameron 
President 
South Coast AQMD Entertainment, Gov't Affairs (909) 888-4571/386-7154 
carldameron@linkline.com 
1958 Palm Springs Aerial Tramway, Public Relations 
Palm Springs, CA Spa Hotel & Casino Publicity, Media Advertising 
Joshua Hills Public Affairs 
1994 City of La Quinta, 
Palm Desert, CA Eisenhower Medical Center, 
Riverside Transit Agency 
1991 Virginia Records, 
Ontario, CA Multicast Technologies 
Intermountain Mortgage 
1994 City of Palm Desert, 
Rancho Mirage, CA Desert Orthopedic Center, 
Wellmax Clinic 
1998 S.B. County Employees' 
Rancho Retirement A.<iSOC.,Cal Poly English 
Cucarnong, CA 
1986 
Palm Springs, CA 
1990 
San Diego, CA 
Language lnst., Corp. 
Casuals by.Calif. Embroidery 
Pax TV 
Madison & Co, 
WI'ID 
Advertising & Marketing 
Strategies, Public 
Relations 
Entertainment, 
Ufestyle, 
Events 
Advertising, 
Marketing, 
Public Relations 
Advertising, 
Public Relations, 
Marketing Management 
Entertainment 
Technology, Public Affairs 
and Information, Corporate 
Relations, Litigation Support 
Barbara Stenning 
V.P./General Manager 
(760J 325-J437ms-o320 
Scott Kiner 
President 
(760) 773-0290m3-mo 
kgadv@aol.com 
Mark Landon 
Owner 
(909) 986-7 502/986-0712 
mark@landonagency.com 
Erika Z. Byrd 
President/Owner 
(760) n6-9946m6-9956 
ezbpr@earthlink.net 
Shawn L. ClaspeD 
President 
(909) 94 t -8656/941-6636 
sglaspell@spcncerlewis.com 
Tom Stanford 
Owner 
(760) 778-6ssom8-6549 
tom@stanfordmarketing.com 
Patrick O'Rellly 
General Manager 
(909) 781-2240/781-0845 
Uber Advertising & Public Relations WND 14 I 1976 Citizens Business Bank, California-Mexico Strategic Carolyn Hayes Uber 
876 N. Mountain Ave., Ste. 100 14 2 Upland, CA Trade Assistance Cente~o Marketing President 
Upland, CA 91786 City of Ontario Communications (909) 981-3141/982-0869 
N/A. = NOI Applicable IVND = Would Not Disclose fUl = not available. The information in the above list was obtained from the companies listed. To the best of our knmvledge the urformation supplied is occu· 
rote as of~ time. While every effurt i.s made to ensure the accuracy and thoroughness of the list, omissions and typo-graphical errors sometimes occur. Plea1e send correctio/IS or additions 011 company let-
terhead to: The Inland Empire BllSiness Journal, 8560 Vineyard Ave. Suite 306, Rancho Cucamonga, CA 91730-4352. Researched by Jerry Strmtss Copyright 2000 b1land Empire Business Journal. 
Thl' Book of Li-.h a' ailahll' on Disk, Call 909-~M~-9765 ur Download No\\ f1·om www.TopLi st.com 
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ul &ee my&e~~ a& &ing~e-minded. My cu&tomer& &ee me a& ambitiou&. 
1 ju&t wi&h my bank cou~d &ee me at aU." 
Why is it that every time you walk into your bank, it's like you suddenly turn into 'The Amazing 
Transparent Customer"? And just when all hope is lost, a teller suddenly acknowledges you and 
exclaims, "Good morning Mrs. Smith." Unfortunately, that is not your name. 
It's time to question what your bank is actually doing for you and your business. At Eldorado Bank, 
we provide a mu_ltitude of specialized services tailored for all aspects of your business. like business 
loans, equipment leasing and cash management services. Combine that with our friendly and 
experienced professionals, and it's easy to see why we're the business banking experts. 
At Eldorado Bank, we see you. We 
know you. And we want your business. 
Call us toll free at •-888·752-JtOO. 
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Business & Liability Insurance Agencies Serving the I.E. 
Rlmkt-tl by \a/ll(' Prt·milllll\ Urillt'll /999 
Company Name 
Address 
$ Value Premiums 
Premiums Written I .E. 
City, State, Zip Written 1999 1999 
Averb«k Compby lasuraace Brokers 500,000,000 
1. 3270 Inland Empire Blvd., 1100 
Ontario, CA 91764 
'IIlllot lDSUraDCe and Fin. Svcs., lac. 160,000,000 
2. 4371 Latham St., Ste. 201 
Riverside, CA 92501 
Golden Padfk IDSUnnce Servkes 70,000,000 
3. 110 N. Lincoln Ave., *200 
Corona, CA 91720 
Austin, Cooper & Price 60,000,000 
4. 2131 Elks Dr., 11200 
San Bernardino, CA 92404 
Ramlbon Brewart lDsni"'UUCe Agency 26,000,000 
5. 1282 W. Arrow Hwy. 
Upland, CA 91786 
Davis & Graeber Ins. Services, Inc. 14,000,000 
6. 470 E. Highland Ave. 
Redlands, CA 92373 
Desert Southwest las. Brokers, lac. 7,500,000 
7. 74-785 Hwy. 111, Ste. 209 
lndlan Wells, CA92210 
Kesster Alair Insurance Services, Inc. 7,000,000 
8. 2335 W. Foothill Blvd., Ste. 2 
Upland, CA 91786 
Unkkd & Associates IDsaraace Ageacy 7,000,000 
'· 
1737 Orange Tree Ln. 
Redlands, CA 92374 
Dan Smith lasuraace Agency, Inc. 4,000,000 
10. 14950 Circle Dr. 
Victorville, CA 92392 
Camo.d luan~~ee & Swety Apac:y 3, 700,000 
ll. 400 S . Ramona Ave., Ste. 205 
Corona, CA 91719 
Flory & Associates Iasurance 2,627,000 
12. 224 E. 40th St. 
San Bernardino, CA 92404 
Raplaael Jolla Joaepb .... Service 2,500,000 
13. 7028 lnchana Ave., 1201 
Riverside, CA 92506 
HaaD lasurance Aceacy 2,200,000 
14. 57380 29 Palms Hwy. 
Yucca Valley, CA 92284 
Paal J. O'Brlea l.asunutce Servka l.200,000 
15. 6864lndiana Ave., Ste. 100 
Riverside, CA 92506 
Ralntree lasuraace Aceacy, lac. . WND 
16. 2037 N. " D" St. 
San Bernardino, CA 92405 
WND 
WND 
na 
WND 
WND 
WND 
WND 
1,659 
WND 
WND 
WND 
82 
945 
WND 
WND 
WND 
# Licenced Agents I.E. Coverage Offered Headquarters 
Year Established I.E. II Employees I.E. 
17 
23 
91 
117 
12 
18 
12 
47 
10 
25 
32 
37 
10 
II 
26 
30 
7 
15 
3 
10 
6 
9 
3 
6 
3 
4 
4 
4 
2 
3 
6 
14 
Commercial Lines, Employee Benefits, San Diego 
Surety Bonds, Auto Aftermarket, 1931 
Construction Companies, Customized 
Programs for Various Industries 
Business Property, Workers ' Albuqueque, NM 
Comp, Employee Benefits, 1981 
Bonds, Auto, Home, Life, 401 K 
Business Property, Pasadena 
Workers' Compensation, 1983 
GL, Health, Life, Auto, 401 K 
Workers' Compensation, San Bernardino 
Liability, Auto, Property, 1929 
Employee Benefits, Bonds, 
Personal Lines 
Commercial Property & Liability, ·Upland 
Workers' Compensation, Employee 1976 
Benefits, Personal Lines, Life & Health 
Commercial, Surety, Redlands 
Benefits, Personal 1949 
Commercial, Auto, Indian Wells 
Homeowners, Farm, 1991 
Employee Benefit<> 
Employee Benefit Plans, Workers' Upland 
Compensation, Commercial Properly, 1923 
Liability, Auto, Key Man/ 
Business Financial Planning 
All Commercial, Personal, 
Life, Health, Auto, 
Homeowners, Bonds, 
Workers' Compensation 
Redlands 
1940 
Auto, Boat, Commercial, Victorville 
Bonds, Home, Life, Motorcycle, 1917 
Medical, Dental, Rental 
Surety Bonds, Corona 
Workers' Comp, 1991 
Property, GL, Vehicle 
Workers' Compensation, San Bernardino 
General Liability, 1964 
Commercial Auto, Bonds, 
Health, Business Life 
Property/Casualty, Riverside 
Commercial & Personal Lines, 1981 
Life/Health, 
Group & Individual 
Property, Casually, Yucca Valley 
Life 1977 
Small Commercial Riverside 
& Personal Lines 1975 
Commercia l Insurance, San Bernardino 
Workers' Comp, Personal 1923 
Lines, Ufe, Group Health 
Top Local Executive 
Title 
Phone/Fax 
E-Mail Address 
Richard P. Crean 
President 
(909) 941-6699/483-512.1 
averbeck@rfdriver.com 
Kirk Christ 
President 
(909) 788-8500 
kchrist@ talbotcorp.com 
Clifford A. Davis 
Managing Partner 
(909) 273-7555/279-5615 
John Austin 
President 
(909) 886-9861/886-20 13 
acp@acpinsurance.com 
Hamilton Brewart 
Owner/Broker 
{909) 981-5210/985-3448 
Peter M. Davis 
CEO 
(909) 793-2373n98-6983 
dgis@<lavisandgraeber.com 
Bradley J. Salute 
President 
(760) 773-5955n76-4205 
brad@desert.<>winsurance.com 
C. Brad Kessler 
President 
(909) 93 1-1500/932-2 133 
insurance@kessleralair.com 
Burt Gross 
President 
(909) 793-681 on98-3953 
unickelins@aol.com 
Margy Smith 
CEO 
(760) 245-5344n4I-3567 
dsinsurance@aol.com 
Geof1e Burchfiel 
President 
(909) 371-8147/371-2027 
Denise Flory 
President 
(909) 881-4640/881 -3410 
insurance.prd@gte.net 
Cheryl Joseph 
CFO 
(909) 683-0777/682-2788 
rjins@pe.net 
Gary D. Haaa 
Owner 
(760) 365-9744/365-2669 
mail@hanninsurance.com 
PauJ J, O'Brien 
Owner 
(909) 682-0431n84-5098 
Holly A. Fietsch 
President 
(909) 881-2654/886-3558 
NIA .. Not Appliaible WND • MWIJ 1d DisclrJit 1111 = 1llX avoiltlble. 7he inforrrtaliot1nlhe abow ii5IIM:IS obfainetl from lhe compames liJkd To rhe be!l if 1M'~ the urfcr-tictr suRJiied u IJCCIITtlle as if press tine Wlule 
nttry t/fon if mtMk 10 tmlft lite QCCIIrtiCY 8 ~rf lite list, ~ 8 typograr.lticol mrn ~occur. Plt4fe smd comrtl(:\'IS or additims"' compa11y letluhead 10: 7he Inland Enpire Businesslwmal, 8560 
Vi~~eyGnl Ave, S11iU! 306, RRrtdto CIICliiOilHiga, CA 91730-4.152. kwn:htrJ by JerrySwussU:Jpyri~ ZI.XXJ Inland Enrpre Ilusn!ssJcumal. 
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SunLine Announces Top Strollers in Palm Springs May Rest 
Employees of the Year on Spectacular Mosaic Bench 
At the annual awards banquet, 
Sunline Transit Agency named ils 
two top employees for 1999. 
"Employee of the YeM" honors 
was awarded to John llolub, and 
"Supervisor of the Year" Gerald 
Hebb. 
"This is the one of the best 
parts of my job, giving credit where 
credit is due," said Sun line's 
Director of Human Resources Kim 
Malcolm-Valente. "These two 
employees have always shown 
complete dedication at the highest 
professional level. We are pleased 
to honor them." 
A Cathedral City resident, 
Holub has worked with Sunline 
for five years as a technician who 
maintains the fare collection boxes 
on the transit agency's fleet of 
compressed natural gas-powered 
SunBus and SunDial vehicles. 
Holub also received his five-year 
service pin at the event. 
An employee for nearly 17 
years, Hebb, who lives in La 
Quinta, supervises a crew of six 
property maintainers lo ensure that 
a ll 800 SunBus stops and shelters 
are cleaned seven days a week, and 
thai they have proper bus informa-
tion and signage. 
Each monlh, SunLine 's super-
visory team nominates an employ-
ee and a winner is selected by 
seven directors, the assistant and 
general managers to be the employ-
ee of the month. The winner is 
announced at the monthly board of 
directors meetings. Then, at the 
annual employee's banquet, one 
winner is selected from the pool 
and is awarded the yearly title. A 
generous cash prize and plaque are 
part of their reward for providing 
exemplary work. Other employees 
of the month for 1999 are: Roberto 
Carillo, Robin Garcia, Rosie 
Guzman, Ken Hamel, Rosa 
Hernandez, Harry Marder, Chris 
Mitchell , Sharon O'Donnell, Cindy 
Perales, Ramon Sandoval and 
Emma Wilder. 
--------1· 4' •l!J:M ;•i•1;1@ ·--------
Unique Management Team is Heart 
of All by sun Advertising Design 
The Palm Deserl Company, 
Allbysun Advertising Design is 
the brainchild of Kelly and Joe 
Halbeisen, who have spent the 
past three years developing 
strategic solutions to meet all 
the marketing needs of their 
clients. The couple has years of 
experience in art, des ign, project 
management and strategic plan-
ning. 
Kelly serves as the director 
of operations and her husband is 
the lead artist, responsible for 
design and production. In addi-
tion , Jill McCoomber, who has 
worked with the agency regular-
ly as a consultant, has recently 
taken over the slot of publicity 
director. 
Another important player in 
this dynamic group is office 
manager, Cheryl Angel, who has 
~ore than 30 years experience 
tn the business world, and is the 
owner of "Today 's Window 
Fashions" in La Quinta. 
These four individuals, plus 
a team of graphic designers, 
account executivts and adminis-
trative staffers allows Allbysun 
the flexibility to service a 
diverse client base, providing 
anything from a small publicity 
piece to a detailed marketing 
plan and creative campaign. 
A full -service advertising 
and design firm, it offers: strate-
gic planning, logos, image and 
identity campaigns, Website 
design, media planning and 
placement, publicity, public 
relations, special events and 
promotions planning. Clients 
include: U.S. Computer 
Solutions, Avi Resort and 
Casino, Jet Spa USA, Jovanna 's 
Bistro, and Canyon National 
Bank. 
For more information, call 
(760) 773-4420, or e-mail-
info@allbysun.com. 
Visitors to downtown Palm 
Springs will have a new piece of 
functional art on which to rest 
their eyes and their weary seats. 
Businesswoman Diane Matzner 
Mosaic Bench in Palm Springs. 
and local artist Harvey J. 
Silverman unveiled the 950-
pound mosaic bench at the Plaza 
Mercado Center, 155 South Palm 
Canyon Drive in front of the 
re tail stores · Mosaic and La 
Mariposa. 
The bench was commissioned 
by Matzner, owner 
of Mosaic and La 
Mariposa, and cre-
ated by Palm 
Springs artist 
Silverman out of an 
eclectic mix of 
antique and new 
pottery, tile, ceram-
ic pieces and glass. 
The mosaic bench 
is the second down-
town bench com-
missioned by 
Matzner. She pre-
viously commis-
sioned the popular cat bench in 
front of Artistokatz, another of 
her downtown retail locations. 
Computer 
Problems? 
Taking you where you want to go. ,... 
PC & Mac • Service • Networking • Internet 
Sales • Software • Hardware • Training 
Phone Toll free 
17601772.8861 www 1usthelpme com IBBBI838.SOLUE 
PA~~g 
77530 Enfield ln., Ste. H1 • Palm Desert, Cft 92211 
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Company Name 
Address 
City, State, Zip 
l. 
CDC Sm. Bus. Finance Corp. 
10370 Hemet St., Stc. 360 
Riverside, CA 92503 
SBA Lenders Serving the Inland Empire contilllled 011 Page -14 
Ra11ked by loa11s j1111ded (Ri1·erside, Sail Bernardino & Orange Counties) · 
SBA Loans umber of SBA T)pcs of Loans Offered: 
Funded-10/98-9/99 Loans Funded 7A ($Amount)• 10/98 • 9/99* 504 
Contract Loan Prg. 
71,674,123 159 Yes 
Yes 
Yes 
81 No 
l'yyes SBA Loans Funded: 
ntl. Loans Progams 
Seas'!. Line of red. 
Small Loan Programs 
Yes 
Yes 
Yes 
No 
Number of Offices: 
Inland Empire 
Companywide 
2 
5 
Top Local Executive 
Title 
Phone/Fax 
E-Mail Address 
Michael Owen 
Executive V.P. 
(909) 352-5730(352-5737 
2. 
Southland Econ. Dev. Co~. 
2000 E. Fourth St., Ste. 2 
40,734,000 
Yes No 
1 
2 
James R. Davis 
President 
Santa Ana, CA 92705 
US Bank 24,009,000 43 
3. 2400 E. l<atclla Ave~ Ste. 125 
Anaheim, CA 92806 
lmJ3ria1 Bank 21,961,900 37 
4. 34 3 lOth St., #710 
Riverside, CA 92501 
HeUer First Capital Corp. . 18,772,800 29 s. 600 Anton Blvd., Ste. 950 
Costa Mesa, CA 92626 
Fallbrook National Bank 17,301,600 29 
6. 3535 Inland Blvd. 
Ontario, CA 9176-t 
First Union Sm. Bus. Capital 16,596,500 29 
(Formert~ The Monty Store) 
7. One Park Jaza, *450 
Irvine, CA 92714 
Eldorado Bank 15,908,000 43 
8. 7777 Center Ave. 
Huntington Beach, CA 92647 
Wells Fargo Bank 13,614,700 58 
9. 17700 Castleton St., Ste. 400 
City of Jndu.~uy, CA 91748 
Citizens Business Bank** 12,929,711 37 
10. 701 N. Haven Ave. 
Ontario, CA 91764 
Temecula Valley Bank 11,237,388 30 
11. 27710 Jefferson Ave., Ste. AIOO 
Temecula, CA 92590 
Ci~ National Bank 10,430,800 20 
12. 34 Central Ave. 
Riverside, CA 92506 
Bank or America 8,963,891 187 
Commn.oily Development Bank 
13. 27489 Ynez Rd. 
Temecula, CA 92591 
Southern California Bank 8,903,400 31 
14. 9042 Gar!ield Ave., Ste. 203 
Huntington Beach, C':- 92646 
Desert Commun~ Bank 8,734,300 30 
15. 12530 Hespc_ria R .~te. 101 
Victorville, CA 923 
CIT, Small Business Lending 7,750,500 26 
(Formerly Newcourt Fioanc181) 
16. 7755 Center Ave., Ste. 1100 
Huntington Beach, CA 92647 
North Co1111~ Bank 7;1.76,600 28 
17. 27403 Ynez d., Ste. 211 
Temecula, CA 92591 
First Secu~Bank or Calif. N.A. 6,397 .ooo 15 (Formerly lifomia State Bank) 
18. 203 E. Badillo St. 
Covina, CA 91723 
Bo~ ~rings Bank 4,808,000 IS 
19. II 0 I ali omia Ave., #I 00 
Corona, CA 91719 
Enterprise Funding Corp. 4,458,000 13 
20. 101 E. Redlands Blvd., Sic. 219 
Redlands, CA 92373 
valle[ Bank 4,349,560 25 
21. 2408 Postal Ave. 
Moreno Valley, CA 92553 
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5 
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1,190 
11 
30 
I 
47 
184 
2,000+ 
0 
15 
8 
8 
0 
60 
4 
8 
4 
16 
(888) 560-5363/(714)953-0944 
Robert Flores 
Sr. V.P./Regional Sales Manager · 
(800) 870-4043/(714) 935-9976 
Bill Phipps 
1st Vice President 
(909) 328-9142/328-9150 
biph1pps@imperialbank.com 
Gary N. Fowler 
Busmess Development Officer 
(800) 795-9002/ (714) 444-9020 
Bob Sebastian 
Vice President 
(909) 941-2509/941-2536 
Mark Hogan 
Business DeveloJ?.Il:lent Officer 
(909) 983-8100/(949) 251-9016 
Catherine Jooyan 
Executive V.P. 
(714) 891-5730!898-4156 
... 
Celeste Wall 
~26)~s4.?J~3/8J0.617 ( 
Katrina W. Fleener 
V. P./Manager 
(909) 980-4030/476-3268 
Stephen H. Wacknitz 
President/CEO 
(909) 694-9940/694-9194 
Kristine M. Chung 
Sr. Vice President 
(213) 347-2434/347-2395 
kchung@cityntl.com 
Jobn Osburn 
Vice Preloident 
(909) 676-4114/676-9703 
Rachel Fuller 
Sr. V. P./SBA Manager 
(800) 858-4722/(71'1) 963-0646 
Nancy M. DeCou 
V.P./Sr. SBA Officer 
(760) 243-2140 xl027/243-3228 
Julie Johnson 
Regional Acct. Manager 
(714) 842-2380/372-2213 
JUiic.johnson@cil.com 
Lewis Randall 
Vice President 
(909) 696-5071/696-2649 
Richard Jett 
Executive Vice President 
(626) 915-4424/915-0964 
rjcn@fscncl.com 
I Jordan Blanchard 
12 Asst. V.P. 
I 
7 
(888) 712-1444/(909) 280-5285 
JOrdan@pc.nct 
Jeff Sceranka 
Prc~idenl 
(909) 792-J803n92-3813 
crunding(g eanhli nk. net 
Thomas A. Pool 
V.P./SBA Manager 
(909) 242- 11 70/242-5388 
N'A = 1\0I Appliral>lt II:VD = IIO.Ifd NOI Ditc/o;r na = n01 m·atlul>le. •Loan figura prout/ed by Swua Alut Dutrict Office, u.S ~mull Bu.sm•·,t Atlmlulttra/1011 mr/y, and do nut uu/1ule finltrusl frxm• done uult 5M<. **lnc/udcr formrr Orange 
1\altOtUlf &nk To lltt loesl uf our knouledge lht mformalWtl suppf1td IS acruralf as of press /line 111ule t'\ ery effort IS mude to <lllllr< tl.- anuracy and tltorouglulr<S of rite ILII, Otiii"IUtt.> mu/ l)pogrttpluw/ error< someltmes occur. Please serul cor· 
recltOtiS or uddmons on company fellerMad ro 17re Inland £mptre BIL\IIIf!5 Jo11mul, 8560 llll<')'ttrtl A~< Swlf 306, Raitt ho Cuwmrmgu, CA 917.104.152 Re<earclted hy Jerry Strmru Copy rtghl 2()()() /11/wul '""!"" Busmess Journal. 
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Small Businesses Voice Their· Concerns to the Big Men on Capitol Hill 
hy Jamie Ayala 
Two Inland Empire smalf bus i-
ness owners att ended the :woo · 
Congressio nal Small Business 
Summit sponsored by the National 
Federation of Independent Bus iness 
in Washington, D.C., las t month. 
They voiced their concerns and 
contributed to the draft of the 2000 
Small Bus iness Referendum for the 
Future. 
Don Driftmier and Bruce Cash 
Bruce Cash 
attended the event along with more 
than 700 other small business own-
ers, advocates and guests. They dis-
cussed health care, budget surplus, 
social security, worker shortages, e-
commerce, tax priorities, the tax 
code, and regulation burdens. 
Delegates conducted a presidential 
straw poll in which they voted 96.7 
percent in favor of W. George 
Bush. They also heard from offi-
INLAND EMPIRE 
cials like Trent Lott, majority 
leader of the Senate and Gen. Colin 
Powell. 
Don Driftmier, owner of 
Vavrinek, Trine, Day & Co., LLP, a 
CPA firm in Rancho Cucamonga, 
became a delegate when the sum-
mit was developed in 1998. He was 
particularl y concerned about tax 
issues, regulation refonn and the 
collection of social security. "Too 
many regulations can choke a busi-
ness and eventually put small busi-
nesses out of business," he said. 
"There were a lot of different 
kinds of businesses represented -
from the local bakery to a doctor 's 
office. But we all shared a common 
thread of conceQ1s." 
Drift mier said that while he 
was there, a posit ive step was 
made. The House of 
Representatives passed the repeal 
of state inheritance taxes over the 
next 10 years and now the Senate is 
in the process of voti ng. As a dele- . 
gate and representative for govern-
ment relations for the City of 
Ontario, Driftmier concedes that 
one must let his point be known. 
"The referendum gives fuel to 
our representatives in support of 
small businesses. It adds more 
ammunition to those trying to make 
a point. Individual meetings with 
state officials at the summit also 
allowed me to get my points 
across," said Driftmier. "The repre-
sentatives were gracious enough to 
listen and understand. I hope to be 
* NEWS & WEATHER 
* COMMENTARY 
*BUSINESS 
*FEATURES 
* HEALTH BREAK 
*SPORTS 
* ENTERTAINMENT 
* RESTAURANT REVIEWS 
The Inland Empire's 
only Local TV 
Newscast 
I 
1 ask your cable company 
i . where to find us! 
' -
present at the 2002 summit and 
maybe, by then, we'll see a repeal 
in taxes. 
Bruce Cash, owner of United 
Strategies Inc., a multi-disciplined 
consulting fi rm in San Bernardino, 
was asked to become a delegate this 
year by his local congressman. His 
concerns included issues on regula-
Don Driftmier 
tory refonn. He contributed input 
and testimony from a variety of 
Inland Empire businesses. 
"California is the most regulat-
ed state in the country. The average 
small business has to deal with 
some 60 pifferent federal, state, 
county, regional, and local regula-
tion agencies in documents, fonns, 
inquiries and surveys routinely," 
said Cash. " We need to take rapid 
efforts in changing this, particularly 
at the federal level." 
Cash said it was an effective 
week lobbying Congress. In addi-
tion to the state tax repeal, Senator 
Kennedy's health care proposal was 
defeated and further OSHA regula-
tions were eliminated. 
"The three proved to be monu-
mental steps for small businesses," 
said Cash. "Small businesses 
account for 99.1 percent of all 
employers nationwide and con-
tribute to 44 percent of all sales in 
the United States. The concerns 
presented in the referendum will 
have a profound impact on small 
businesses in the future." 
,J, 
FREE COPIERS 
Equipment, Service and Supplies Are All Included 
Small Table Tops • Large Duplicators • Mid-Size Units 
ADVANCED 
BUSINESS 
MACHINES 
Before you buy or lease 
another copier, Call ABM. 
"Tbe Can't Be Copied Copier Companf' 
ABM "'II place a cur•cr 1n your office fn-c of Cha~c 
\l, 1th the Cost Per Cop) Prol(r-.un , )OU JU't pa) for the 
copoc' \ ot onl) "'" you have UlC nc\lhlht) IIlli 0(~-d. 
)"U will save 30% to 50% com[YJr(-d to your t>l'lln~ 
purcha"'l' or lt:J..\C prugr.u11 \l:c AUaranll'l' ll 
Call: B00-576-FREE 
3 7 3 3 
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Wllllllllt'd tmm Page -12 SBA Lenders Serving the Inland Empire 
Rtml.etll>_\· lmm' /11mlnl 1Ri11·nitlt•, Stm Hemartli11u & Ortmg•· Cmmlil'\} 
Compan) Na'.!'e SBA Loans Numberof BA l)pes of Loans Offered: l)pe SBA Loans Funded: umber of Offices: Top Local Executive 
Address Fuodtd-10J9S-9i99 Loans Funded 7A Inti. Loans Programs Inland Empire Title 
City, State, Zip ($Amount)• 10/98 . 9199· SIW Seas' l. Line of Cred. Companywide Phone/Fax 
Contract Loan Prg. Small Loan Programs E-Mail Address 
s .. Couary Buk 4,234,800 17 Yes Yes Guy A. Bovee 
l1. 123 E. 9th St., 1102 Yes No V.P./SBA Mana~r 
Upland, CA 91786 No Yes (909)982-3813 2-8319 
BuiDas Bank or Califonia 4,215,900 12 Yes Yes 7 Alan J. Lane 
23. 140 S. Artowhcad Ave. Yes Yes 7 PTesideni/CEO 
San Bcmardmo, CA 92408 Yes Yes (909) 888-2265/885-6173 
businessbank.com 
V~l~lllkatBuk 4,032,100 12 Yes No 7 Russ Jackson 24. 3 Bob ope Dt., Ste. 100 Yes Yes 16 AVP/SBA Loans 
IWicho Mirage, CA 92270 Yes Yes (760) TI6-4HJOm6-4433 
Rtdlaods Centenaial Bank 3,698,"t70 19 Yes Yes I Art Demarillas 
lS. 200 W. Santa Ana Blvd., Ste.l060 Yes Yes 3 Sr. Vice President 
Santa Ana, CA 92701 Yes Yes (714) 285-9890!285-9893 
Valley Merdauls Buk 3,398,459 15 Yes No 2 Patrick Lilly 
26. 800 E. Florida Ave. Yes Yes 3 V.P./Comm. & SBA Lending 
Hemet, CA 92543 No Yes (909) 766-6666n66-6664 
patrick@valleymcrchantsbank.com 
Califonla Federal Buk 3,341,800 27 Yes 0 28 Heather Eodmen 
27. 320 N. Harbor Blvd., 2nd Floor Yes Yes 352 Sr. Vice President 
Fullenon, CA 92832 No Yes (714) 525-8967/525-9967 hendrese@calfcd.com 
Jlna eo.aalllty Buk 2,250,390 10 Yes No 6 BWPowen 
21. 74-750 Hwy. 111 Yes No 6 Plesident 
ldan Wells, CA 92210 No Yes (760) 836·0870/836-0878 
Community Bank 2,130;500 16 Yes Yes 7 Norman E. Belltfeuillen 
29. 200 E. Citrus Ave. Yes Yes II I st V.P./Managcr 
Redlands, CA 92373 Yes Yes (909) 307 ·81 01/.l07 -8103 bellefeuil len@partnershipbank:ing.com 
u-. Buk or Callonia 1,846,000 5 Yes No 22 Tony Tavantzb 
31. 3403 lOth St., Ste. 105 Yes No 240 Vice President 
Riverside, CA 92501 No No (909) 321-3841/321-3849 tony.tavantzis@ubdc.com 
Upland Baak 635,000 4 Yes No 2 Ron Denapoli 
31. 12474 Central Ave. Yes No 2 V.P./SBA Depl. Mgr. 
Chmo, CA 91710 No Yes (909) 591-6371/591·6867 
Wattn1 State Bank SIO,OOO 4 Yes Yes I Suzanne M. Khoury 
32. 1801 E. Huntmgton Dt. Yes No 2 V.P./SBA Manager 
Duarte, CA 91009 Yes Yes (626) 357-9611 x2031357-4371 
Foothill Independent Bank 373,000 3 Yes No 6 Tricia Cruz 
33. 510 S. Grand Ave. Yes Yes II AVP/SBA Manager 
Glendora, CA 91741 Yes Yes (626) 963·8551x244/963-0451 tcruz@.foothlllbank.com 
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Ontario International Installs 
Electric Vehicle Charging Stations 
Six electric vehicle-charging 
stations that will provide power to 
electric cars were installed in 
Ontario Internatio nal Airport's 
(ONT) Long-Term Lots 2 and 4 . 
Each lot has three charger units 
and all electric vehicle slots -
equipped with van and handicap 
access - offer free recharg ing . 
" We are pleased to introduce 
electric vehicle charging stations 
into ONT's ground operations," 
said Jens Rivera, ONT's airport 
manager. " The use of alternative-
fuel vehicles, including electric, is 
good for the environment." 
Through a program with the 
Los Angeles Department of Water 
and Power and the South Coa t Air 
Quality M anagement D istrict 
(SCAQMD), ONT will receive a 
$42,760 grant from SCAQMD for 
completing the install ation of the 
charg ing stations by May 5. 
ONT is owned and operated by 
Los Angeles World Airports, which 
also owns and o perates Los 
Angeles International, Van Nuys 
and Palmdale Regional Airports. 
ONT is located approximately 35 
miles east o f Los Angeles in 
Southern California's Inland 
Empire region, encompassing San 
Bernardino and Riverside Counties. 
The F~rst Community Ba11k of Palm Desert presented a check for $250 for the care 
and preservation of lire roadrunner, to Tire Living Desert, as lire organizations new 
logo. Tire banks senior vice president, Stu Bailey (the roadrunner, "beep beep") is 
escorted by Pat Porter, public relations executive for Tire Living Desert. First 
Community Bank will welcome a contemporary palm tree design as its new logo, 
replacing the poor roadrunner. 
SECOND PAGE 3 
Building a Sustainable E-Business Customer Relationship 
by Jeff Caldwell, CPA 
Management Strategy 
The key is not just the Web -
it's the enterprise. While the ability 
to interact and dialogue with cu ·-
tomers on the Web is till in its 
infancy, formulating the right back-
end integration strategy for e-bu!>i-
ness solutions is the key to success-
ful Customer Relationship 
Management (CRM). 
o one in business today can 
afford to ignore the explosive 
growth of e-business. Fueled by the 
Internet, e-bu iness has reached the 
"critical mass" of overwhelming 
acceptance by both busine s and 
consumers within a much shorter 
time-frame than other life-changing 
technologie. such as the telephone, 
television and even the PC itself. 
In 1997, e-bu iness transactions 
iotaled more than $1 billion. 
According to Forrester Research, 
that number is expected to reach 
$1.3 trillion by 2003, with busi-
ness-to-business (828) e-business 
outpacing business-to-consumer 
(B2C) by a factor of I 0, to repre-
sent 9 percent of all U.S. business 
trade. !DC, another research firm, 
predicts that 510 million people on 
the planet w ill be online by the 
same year. 
E-bus iness is opening the door 
to unprecedented opportunities for 
building sales and increasing rev-
enue streams by expanding geo-
graphic scope, reducing operating 
costs, improving procurement , 
productivity and supply chain effi-
ciency. However, many art icles in 
the business press imply that 
implementing a Web si te is the 
"silver bullet" that can propel a 
company into new-found prosperi-
ty and success. This is not true -
e-business is a lot more complex 
than that! 
The C hanging Business Model 
To be succe ful at e-business 
and C RM, companies have to re-
thin k, at the most basic level, how 
they do business; how they bring 
products to market, and how they 
serve their cu tomers. Their busi-
ness model has to evolve from pro-
duction-centric to customer-centric. 
As products have become more 
commoditized and pricing differ-
ences slighter, the great differentia-
tor today is delivering customer 
value. Perceived value is what leads 
to increased loyalty, sales and reten-
tion rates. 
A'recent IBM ad notes: "It costs 
six times more to acquire a new 
customer than to keep an existing 
one." We know how to get new cus-
tomers. The question is: How do 
you keep existing customers com-
ing back, year after year? The 
answer is by giving them what they 
want. Whether B28 or B2C, most 
manufacturing and ervice compa-
nies today rank improved customer 
service among their top three prior-
ities. However, in order to know 
what customers want and what they 
value most, companies have to find 
way to get closer to them. 
Occasional focu groups, quarterly 
meetings, customer surveys and 
direct mailings simply won't suf-
fice. 
Rushing to implement a Web 
site is not the solution either. Too 
many organizations take a "Build it 
and they will come" attitude. This is 
a common mistake that may do 
more harm than good to cu tomer 
relationship . According to the 
Gartner Group, more than 55 ·per-
cent of organizations pursuing the 
allure of the Internet miss the mark 
dramatically. Their Web pages are 
static and non-functional and have 
limited online business capability, 
giving first- time visitors no reason 
to return. 
What customer-centric compa-
nies need is a well-planned, inte-
grated e-business strategy that takes 
into account both customer needs 
and corporate business objectives. 
Only by combining the two - can 
companies reach their objectives of 
more satisfied customers, increased 
sales and new revenue streams. 
These are the goals of customer 
relationship management in the 
electronic age. 
The electronic customer rela-
tionship management is hardly a 
new concept. Good businesses have 
been practicing it for centuries -
rememhering customers' names and 
family information, monitoring 
buying patterns and preferences, 
and promoting new business by 
using this information. The differ-
ence today is electronic technology, 
which has increased both the speed 
and the volume of information 
exponentially. However, customer 
are sJill customers and the key word 
in CRM is "relation hip." 
The media we use to reach and 
serve customers today may include 
a brick-and-mortar enterprise as 
well as various kinds of electronic 
interaction - such as e-mail, Web 
site FAQs, self-help applications, 
remote help centers for ale and 
after-sale support, and inbound and 
outbound call centers for telemar-
keting, technical support and serv-
ice. More than ever, this abundance 
of choices puts customers clearly in 
control. According to industry ana-
lysts, extended enterprise systems 
are the wave of the future. 
Jeff Caldwell, CPA, is a business 
and technology solutions partner 
for the Orange County office of 
BDO Seidman, LLP, an accounting 
and consulting organization serv-
ing growing organizations since 
1910. Beyond audits and tax 
refilms, BDO Seidman is dedicated 
10 maximizing tlte wealth of grow-
ing organizations and the people 
behind them by providing business 
grow-how and a full range of per-
sonalized services throughout their 
life cycle. For more- information 
about this article, please e-mail 
bextract@bdo. com. 
A World of Fine Jew elry 
Moves-11ut N ot Far 
Leeds and Son Jewelers, the 
desert'!> premier fine jewelry firm, is 
moving- two doors down. Not 
content to rest on its laurels, the 
company wants to provide its cus-
tomers with even more amenities 
and variety by moving from it cur-
rent 1,200 square-foot facility at 73-
151 El Paseo in Palm Desert. The 
mdve, cheduled for September, 
allows Leeds and Son to include a 
number of new boutiques tn the 
store. 
The new store will be, in the 
word of owner Terry Weiner, "a 
centerpiece fine jewelry house," at 
the heart of Palm Desert's ti ny El 
Paseo shopping district. " We are 
very excited about this fabulou new 
store," adds Weiner. "We will be 
able to showcase even more of our 
collection of 18-karat gold and plat-
inum jewelry, fine gemstones, estate 
jewelry and classic watches." 
At the new location, Weiner will 
have room for several specialty bou-
tiques, including: Patek Philippe, 
Rolex and Cartier as well as several 
famous de igner jewelry lines. In 
addition, the store will provide com-
plete repair and manufacturing erv-
ices. Another new touch will be the 
private consultation room where 
clients can meet with designers and 
gemologists to design custom rings, 
brooches, earrings and other jewelry 
for any occasion. 
Leeds and Son was first opened 
in 194 7 by Eleanore and Ed Weiner. 
"This is the beginning of our 53rd 
year in the desert and we are 
tremendously excited," says Terry 
Weiner. "We love this area, and I 
hope that my children will become 
the third generation of family jewel-
ers here in the desert." 
In addition to its Palm Desert 
location, Leeds & Son has a down-
town Palm Springs store at 100 N. 
Palm Canyon Drive. 
Complaints ... Praise! Suggestions? E-Mail us @ 
iebt' @bu( ournal.com 
• SUBSCRIBE TODAY! 
Breakmg news about our business commun1ty, from openings to expansions . 
With our new tax licenses, incorporations and calendar of events, you nave 
the news to manage your busines:>. Our ~pecial reports keep readers 
up-to-date about changes 1n their industrie:-.. Don't m1ss an 1ssue, ubscribe 
today! Includes the :woo Book of L1sts. 
• TOP LIST SOFTWARE 
Top List software allows you to write letters, print label , print follow-up 
reports and sort data. It puts you in touch with informatiOn you need to know. 
Easy to order. For fa test serv1ce, www.toplist.com or call (909) 484-9765. 
• GOT A TIP? 
If you hear of something happening in the Inland Empire business commu-
ntty, give us a call at (909) 484-9765. 
• ADVERTISING 
Advertts~ in the publication that reaches the Inland Emp1re 's top executives. 
For classified advertising call Mitch Huffman at (909) 484-9765 ext. 26. 
• BACK ISSUES AND REPRINTS 
For additional copies, past Top 25 lists, or articles, give us a call. Has your 
business been featured in the Business Journal? Reprints make a great mar-
keting tool. Call the Inland Empire Business Journal at (909) 484-9765 ext. 
20 or ext. 27. 
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NOTICES 
San Bernardino /Riverside County 
Permits 
COMM 
$2,881,300 
Perris 
COMM 
$5,352,320 
Perris 
MISC 
$4,020,000 
Redlands 
NEW SERVICE BUILDING 
100 Sinclar St., Perris, CA 
OWNER: John Courdes 
CONTRACfOR: Facility Builders 
NEW 164,840 SQ FT MANUFACfURING BUILDING 
100 Sinclar St., Perris, CA 
OWNER: John Courdes 
CONTRACfOR: Facility Builders 
PLAN CHECK FOR FOUNDATION AND STRUCTURE 
371 New York St., Redlands, CA 
CONTRACfOR: ESRI, 380 New York St., Redlands, CA 
Resource Publications 
Tel.: (800) 383-1723 or 
www.resourceguide.com 
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High Desert Opportunity Website 
is Wellspring of Information 
High De~ert Opportunity, 
which showca~es busines~ and 
growth opportunities at its annual 
fall conference, is now using its 
Website to provide businesses 
with information about economic 
development in the High Desert 
region. 
According to High Desert 
Opportunity president, Amy Lyn 
De Zwart, "While High Desert 
Opportunity is an annual event, our 
focus is to provide valuable infor-
mation about the High Desert year 
round. We believe we should use 
every avenue available to send out 
that message. Our Website pro-
vides a medium for bu iuesses to 
obtain information about relocation 
or expansion to our region. It also 
provides Internet links to local 
businesses." 
Beyond information on this 
year's program and keynote speak-
er - interviewer and journalis t 
Roy Fire~tone - the Web site pro-
vides information on the region -
including the transportation net-
work, the population base and 
maps for those traveling from out 
of the area. It at o includes direct 
links to agencies such as this year's 
sponsors, the Victor Valley Water 
District, Desert Community Bank, 
and supervisor Kathy A. Davis, of 
the County of San Bernardino. 
The I ligh Desert Opportunity 
Website also contains information 
on ticket prices, exhibit booth 
space and sponsorship opportuni-
ties for the fall conference. This 
year's event will be held Oct. J 9, at 
the San Bernardino County 
Fairgrounds in Victorville. 
For more information, visit rite 
Website ar www.ltigltdesertoppor-
runity.com or call (760) 245-7600. 
Palm Springs Named the "In" 
Getaway by Vanity Fair Magazine 
Vanity Fair Magazine, a lead-
ing magazine featuring contempo-
rary society, named Palm Springs, 
Calif. the "in" getaway in the 
Fanfair column of its · May 2000 
issue. 
Palm Springs is "in," while 
South Beach, Fla. was named 
"out." Both destinations are known 
for their sun and fun atmosphere, 
along with distinct architectural 
styles. Both resort communities 
have al o experienced revitaliza-
tion in their downtown districts. 
Vanity Fair, with a circulation of 
more than one million, featured 
Palm Springs in a 22-page article in 
June 1999. 
"Ongoing promotion efforts 
have aided in reinventing Palm 
Springs - from a destination that 
'was' - to one that 'is' happen-
ing," stated Pati Brown, communi-
cations director for Palm Springs 
Tourism. "New retail shops and 
downtown restaurants, an expand-
ed international airport facility, 
remodeled hotels and inns1 have 
all added to the 'new' Palm 
Springs." 
Real Estate Notes 
"Automotive Center" a 5+ acres locat1on with 60,000-sq.-ft. complex in Claremont, has 
been acquired by Hogan Automotive Group Inc., announced Sperry Van Ness. The prop-
erty, location at 508 Auto Center Drive, sold for $3 .025 million. Bobby Bedi of Sperry Van 
Ness represented the seller and Jack Ghazarian and Bobby Bedi represented the 
buyer ... Scott R. Wilson, formerly with Wilson Commen:ial and Matthew V. Johnson, for-
merly with Orr Compan~, have now joined forces to form WILSON JOHNSON, a com-
mercial real estate firm spec1ahz1ng 1n mvestment sales and leasing, with corporate head-
quarters in Palm Desert. Together, Wilson and Johnson have sold more than $200 million 
dollars of Coachella Valley properties, wh1ch include apartmenl complexes, industrial build-
ings, office complexes, re.ta1l center and land ... The sale of the Marshallee Plaza was 
announced ioday by Kevin Assef, reg1onal manager for the Ontano office of Man:us & 
Millie hap Real Estate Investment Brokerage Company. The property sold for 
$1,500,000. The principals were represented by Charles Shillington & Ryan Beneson of 
Man:us & Millichap's Ontario office. The property 1s a shoppmg neighborhood located at 
3144 North E Street, San Bernardino, CA. 
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Rare Vineyard Jewels Sparkle in Sutton Hotel's Prized Wine Collection 
by Georgine L01·eland Wine is serious busi-
Many discerning individuals 
think o f ra re wines when The 
Sutton Place I lotel is mentioned; 
others crave the culinary creations, 
and many find the g racious and 
welcoming atmosphere to be a spe-
cial home-away-from-home for 
busines travelers, or the perfect 
place for locals to enjoy a wonder-
ful evening. 
Wine connoisseurs admire the 
extensive wine collection housed at 
the hotel in Newport Beach, which 
shelters one of the largest private 
collections of Bordeaux, including: 
Chateau Lafite Rothschild, Mouton 
Rothschild, Margaux, Latour, 
HautBrion, and d' Yquem. 
ne. s, a~ well as a unique 
luxury for guests at the 
hotel, when every month 
a new vi ntage is intro-
duced to complement 
the hotel 's award-win-
ning gourmet cuis ine. 
According to the hotel 's 
food and beverage man-
ager, the charming and 
informative Jean 
Francois Casanova, the 
wine collection consists 
of a private and hotel 
collection, representing 
more than 300 different 
types of wines and 
champagnes from the 
major regions of France 
The cellar also includes one of 
the largest collections of Petru , a 
rare Bordeaux from the Pomerol 
region, which in select vintages, i 
valued as high as $1,300 per bottle. 
The coveted Petrus is richly dark, 
with a nose of berries, smoke, san-
dalwood, cedar, coffee and a subtle 
earth quality. 
and California. Set for elegance - the Sutton Hotel Wine Cellar i.s a~ •ailable for special occasions. 
Some new additions to the 
French collection include the very 
"Every day the val-
ues of the wines increase, so it 's 
difficult to measure the approxi-
mate value," said Casanova, who 
selects the featured wines at the 
highly-acclaimed Accents restau-
rant. "Behind every bottle of wine 
stored in the cellar is a story waiting 
to be told." "And, we don't do dra-
matic mark-ups," added Barbara 
Eidson, public and cor-
porate relations manag-
er, noting the value 
offe~ed to the hotel's 
guests 
"There 
and diners. 
is no price 
gouging here," agreed 
Casanova. 
Many of the rarest 
wines available may be 
ordered from the menu, 
including the Petrus. 
Tire Sutton Place Hotel's swrdeck, pool and spa exemplify "In many cases, you can 
tire Sow hem California lifestyle. order wine at the hotel 
rare Le Pin, and new superstars, La 
Mondotte and Chateau de 
Valandraud, from St. Emilion. Not 
to ignore the West's wine region, 
such California boutique wines also 
adorn the Philippine mahogany 
racks in the cellars, such as 
Screaming Eagle, Araujo, Bryant 
Family, Harlan Estate, Opus One 
and Dominus. 
No longer part of the Meridien 
chain, Sutton Place still retains a 
unique French flavor and continen-
tal ambience. 
that are not available 
anywhere else in Orange County, or 
even California," he said. The 
Sutton Place Hotel has contracted 
some of California's top Cabernet 
producers to create a 
Bord.eaux-style red wine that is 
exclusive to the hotel's specifica-
tions. Chateau Montelena will pro-
duce the newest-release red from 
the 1997 vintage. 
Due to guest requests, the Wine 
Cellar has been made available for 
dinner and special occasions. To 
preserve the integrity of the wines, 
during any event the cellar cooling 
systems will be temporarily 
reduced to a comfortably cool 65 
degrees, from the norm of 55 
degrees, to protect the wine: 
The cellar walls are adorned 
with oversize label replicas signed 
by Christian Moueix of Petrus, and 
Baroness Philippine de Rothschild, 
of Chate,au Mouton Rothschild, 
Casanova pointed out. With more 
than 20,000 bottles in inventory, 
Mouton represents the highest 
number of bottles in the hotel's col-
lection at more than 4,000. 
Casanova works closely with 
the "stars of the kitchen,"- execu-
·tive chef, Dominique Briaire; 
accent chef, Laurent Mechin; pastry 
chef, Jean-Francais Houdre; ban-
quet chef, Jaime Navaro; jarde 
manager, Juan Garcia, and execu-
tive sous chef, Lamberto Valdez, 
also a masterful ice carver. There 
can be as many as 80 working in the 
vast kitchen domain, creating the 
exquisite dishes the establishment 
is famous for. 
As executive chef, Dominique 
Briaire is responsible for maintain-
ing the hotel 's reputation for excep-
tional dining in the award-winning 
restaurant and banquet facilities. He 
joined Le Meridien hotel chain in 
1982, having served as executive 
sous chef in both Martinique and 
the Middle East. He transferred to 
the Newport Beach site in 1986. 
His experience also includes 
chef de cuisine at the highly-rated 
restaurant, Le Richemont, and the 
Hotel Sofitel in Avignon, France. 
He served as chef for executive 
chef, Roland Durand, at the Hotel 
Sofitel in Paris, and chef for the 
governor of Lyon, France. 
General Manager Jean Pierre 
Lortal comes to The Sutton Place 
Hotel with more than 20 years of 
international hospitality experience 
- including 12 years at this prop-
erty. He also holds the position of 
vice president of food and beverage 
for The Sutton Place Grande Hotels 
Group. 
Born in West Africa, Jean 
Pierre followed in the footsteps of 
his father, Robert, who was general 
manager of Senegal's Le Meridien 
Hotel and later corporate director of 
recruitment and career for Le 
Meridien chain in Paris. After earn-
ing two degrees in law and eco-
nomics in Paris X University, he 
worked at several of the world's 
finest hotels in Paris, Cairo, 
Montreal, Baghdad, Vancouver, 
New Orleans and San Francisco. 
His immediate goals focus on 
preserving the European flair and 
international ambiance of The 
Sutton Place Hotel, providing an 
efficient business environment for 
corporate travelers, while maintain-
ing the highest possible standards 
continued on page 48 
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Inland Empire Restaurant Review 
Colton's Best Dining Surprise 
by Joe Lyons 
It has a name. 
It is called Teppan Yaki. It is 
that wonderful dinner you enjoy 
when you sit around the grill and the 
chef pops all of the food onto your 
platter and flings ihe shrimp tail into 
his pocket. You probably thought it 
was only available at one Japane e 
restaurant. 
Well, you and I were wrong. 
Teppan Yaki is very much a part of 
Sayaka Restaurant in Colton. You 
won't believe it when you pull up. 
You will think it is just a store -front 
in a strip mall. They actually took 
out several spaces and built one big 
facility. Part dining room, part sushi 
bar and part grill; it is one very large 
place. 
If, for any reason you are not 
clear on the concept of Japanese 
food, there is quite a lot of every-
thing for you here. 
The ushi bar includes several 
different s ushi combinations 
including sashimi. All are $15.95. 
The six-piece sashimi appetizer is 
$8.50. 
The dining room provides regu-
lar table and chair dinners with var-
ious beef, chicken and seafood 
teriyaki and sukiyaki styles, ranging 
from $8.95 to $11.95. Then there 
are the combination dinner and the 
deluxe combination dinners. 
There are also "Boat Dinners" 
-the Shogun boat and the Sayaka 
boat. At $19 to $20 per person, these 
are very large presentations contain-
ing any number of spring and 
California rolls, with meats and 
seafood and tempura treats. Sayaka 
advi es that the boats be ordered by 
two or more people. 
Then, there are the grill items. 
Or mo re correctly, the " teppan 
yaki" dinners. Again , seafood, 
chicken, beef, even lobster, grilled 
with the hrimp appetizer, vegeta-
bles, soup alad and rice - and if 
you wish - done in just about any 
combination you can name. 
Obviously, a combination like 
lobster tail and filet mignon can run 
$24.95, but less expensive combina-
Sutton Place ... 
continued from page 47 
of quality in every comer of the 
hotel. 
Additionally, Jean Pierre will 
continue to enhance the hotel 's spe-
cial event programs, bringing in 
some of the nat ion 's most 
renowned artists and musicians to 
entertain guests and to maintain the 
food and beverage quality which 
has become a trademark of the 
hotel. 
The Sutton Place Hotel in 
Newport Beach offers an enjoyable 
experience from the moment a 
guest enters and is surrounded by 
ancient stone and contemporary art 
pieces and photography. Currently, 
the photography of master photog-
rapher Gene Trindl is on display, 
and his subjects are the familiar and 
legendary faces of Hollywood of 
the '50s and '60s - a warm and 
welcoming touch. 
This elegant hostelry provides 
for an extensive range of confer-
ence services and options in an 
enjoyable and plush setting for any 
tions can come m at as little as 
$14.95. 
Sayaka also features a long list 
of Japanese appetizers, children's 
menus and even a large vegetarian 
selection. 
The size, scope and quality of 
this restaurant is amazing. You will 
have to look for the main entrance, 
because of the number of individual 
store sites it takes up. And when you 
enter, you will be amazed at the 
length of the place. The menu, as I 
have indicated, offers several options 
- any one of which will more than 
suffice for dinner. Yet, it sits in 
Colton, along Mt. Vernon Road. 
Sayaka restaurant is truly 
Colton 's best surprise. 
Sayaka restaurant is located at 
1063 S. Mt. Vernon in Colton. Call 
(909) 824-6958 for reservations or 
take-out. They are open for lunch or 
dinner, seven days a week. 
gathering, whether it be a social 
event, business meeting or corpo-
rate group function. Events can 
take place in one of 22 banquet 
rooms located on the first and third 
floors of the hotel. 
The largest facili ty is the ele-
gantly-decorated Deauville Ball-
room which can accommodate up 
to 1 ,000 people for a 
reception-style function. 
The first floor conference cen-
ter consists of individually-
designed banquet rooms that can 
host functions for 10 to 100 guests. 
There are an additional nine spe-
cially-appointed hospitality suites 
on the third floor that are equipped 
with wet bar facilities and patios, 
four of which lead to the pool deck. 
With a superior combination of 
impeccable service and elegant 
accommodations, The Sutton Place 
Hotel in Newport Beach is commit-
ted to meeting the needs of the indi-
vidual business traveler. Located at 
4500 MacArthur Blvd. in Newport 
Beach, the hotel may be reached by 
calling (714) 476-2001; FAX: (714) 
476-0153; or visit http: //www.trav-
elweb.com/sutton.html. 
• 
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New York Wine Contains Hemp 
by Thomas Pellechia 
It has been illegal to grow hemp in 
the United States since soon after 
WWII, the hemp plant being the 
source of THC, the psychoactive drug 
at work in marijuana. Yet, I am told, 
about 5,()09 hemp stores operate i!_l the 
United States today They sell every-
. thing from textiles to food to plywood 
to kitty litter, all produced from the 
hemp plant. In fact, according to Jim 
Castetter, "the hemp plant is raw mate-
rial for at least 25,000 products," not 
the least of which is United Stat~' 
paper currency. 
Castetter is part owner and sales-
man for a company that is legally 
licensed by both the federal and New 
York State governments to produce a 
hemp oil-based product, a~d is legally 
distributing the product in five states, 
with more to come. The product is 
wine. To be exact, it is Nirvana 
Ho111ebrews Hemp ' n' Wine, and it is 
produced in the Finger Lakes region of 
New York. State. . •.• 
The first, and for a whi-le the only 
wine made from grapes and hemp oil , 
was produced in the Netherlands and 
shipped to many parts of Europe. 
Castetter discovered the wine while 
visiting Amsterdam, and he made 
friends with the owner of the Nirvana 
Hemp Company, ultimately securing 
the right to become the sole producer 
of hemp wine in the United States. 
According to Castetter, " Hemp 
growing will one day be legal in this 
country. With all its uses, it has to be 
made legal. When the time comes, my 
wine will already have been positioned 
in the marketplace." 
Until that time comes, Castetter's 
wine is made from hemp oil shipped 
from the Netherlands and from grapes 
grown in the Finger Lakes; it is pro-
duced and bottled at Glenora Wine 
Cellars, on Seneca Lake. 
Says Castetter, "After extensive 
searching for a winemaker - no one 
want~d to be associated with hemp - . 
Glenora Wine Cellars said they w011ld 
do it." 
Together, Glenora's winemaker, 
Steve DiFrancesco, and Castetter 
developed the first American produced 
hemp oil wine by trial and error, which 
may sound trite, but considering hemp 
oil's price of about $1,000 an ounce, 
every error could be costly. 
Castetter says, "We had to develop 
our own wine because in Europe they 
use French grapes from a lesser region 
and Europeans have different expecta-
tions from their wines. I wanted to use 
quality Finger Lakes wine so that the 
resulting prodt1ct would be something 
that few could look down on." 
Quality a~ide- and I will get t,g 
that later - not the least to look down 
on Castetter's project are the very 
bureaucrats who issued his license to 
produce hemp wine in the fir t place. 
Both New York officials and officials 
at the Bureau of Alcohol, Tobacco and 
Firearms have visited, phoned and 
questioned Castetter extensively. In 
some cases, his product has been 
secretly confiscated and tested for 
THC. 
"There is no THC in our hemp 
wir;te - none," Castette~ claims. "It 
has been tested and re-tested. Hemp oil 
is derived directly from seeds, and the 
extraction process includes no THC 
by-product. It is just a fatty acid oil 
with intense concentration of aroma 
and taste." · ... 
Hemp oil comes in intense con-
centrations indeed. According to wine-
maker DiFrancesco, " It takes a minute 
amount of the oil to impart flavor and 
aroma· in the wine." When he says 
minute, DiFrancesco is not kidding; 
five ounces of hemp oil effects 5,000 
gallons of wine. 
Castetter contends not only with 
bureaucrats, he says that some wine 
retailers have been afraid to stock his 
wine because they do not understand 
that it is not liquid marijuana and that 
it Is a legal product. Can the same be 
said for the producer and bottler of 
Hemp 'n' Wine? Glenora Winery pro-
duces about three-dozen labels for 
independent winemakers, most of 
which are sold in retail shops and at the 
Glenora tasting room. Yet, if you visit 
Glenora's tasting room, you will not 
find a bottle of hemp wine to buy. 
Says Castetter, "Right now, the 
three-tier alcohol distribution network 
seems uninterested in the wine, so we 
sell most of it ourselves, and we notice 
that interest is growing in many places 
where beer normally outsells wine, 
places with patrons in their twenties 
and thirties." 
Notwithstanding the resistance of 
a few, since its introduction to the mar-
ketplace less than a year ago, 
Hemp'n 'Wine has sold as much as 
1,200 cases in New York, Vermont, 
Ohio, Texas and California- not a ba9 
track record for a first time out. 
True to its phi losophy, Nirvana 
Homebrews has its wine labels printed 
on paper that is 40 percent hemp, for 
durability. So, what about the wine? 
Hemp 'n' Wme comes in two ver-
sions: Northern White and Harvest Red. 
. . . 
The· white is produced from the locally 
developed Finger Lakes hybrid grape, 
Cayuga White; the French-American 
hybrid, Baco Noir, is used to make the red. 
Northern White has a pleasantly 
pungent aroma- a mix of chamomile 
and woodruff. With nearly 2 percent 
residual sweetness, naturally high 
acids and a richly herbal ta~te, the wine 
is great to sip as an apc::ritif or to pair 
with fatty cheese; it retails at $8. 
Harvest Red is subdued, with 
more wine then herbal essenc.e iJ! the 
nose, yet there is that whiff of pun-
gency rising from the glass _thai tells 
you this wine is unique. The taste is 
also more wine than herbal but here 
too there is a hint that something else is 
going on besides tannin and fruit, espe-
cially when paired with dark choco-
late; it retails at $9. 
Nirvana Homebrews is a member 
. of the Hemp Industri~s Association, a 
group of producers, shippers and mer-
chants look ing forward to the ·day 
when hemp farming is again legal in 
the United States. Meanwhile, Nirvana 
Homebrews offers. information about 
hemp and the many products it spawns 
at its Internet Web site: www.hemp-
wine.com, or (888) 520-9463. 
Thomas Pe/lechia is· a freelance wine 
and food writer based in 
Hammondsport, New York. This story 
originally. appeared in the Finger 
Lakes Wine Gazette and appears here 
with permission. 
. Wine Selection 
..! & Best Rab~~~ony 
La Crema 
1997 Zinfandel $22.00 
Sonoma County, California, 
Reserve 
1997 Chardonnay $27.00 
Russian River Valley, 
Sonoma County, California, 
Reserve 
Grande River 
1996 Merlot $12.00 
Grand Valley, Colorado, 
Estate Bottled 
1996 Meritage $13.00 
Colorado Farms, Grand 
Valley, Colorado, Mesade, 
Estate Bottled 
Barwang 
1996 Shiraz $12.00 
Coonawarra, South Australia 
1996 Cabernet Sauvignoo $12.00 
Coonawarra, S. Australia, 
Regional Selection 
1997 Cabemet Sauvignon $8.00 
South Eastern, Australia, 
Vintage Selection 
Barwaog 
1996 Shiraz $18.00 
Hilltops Region, New Soutb 
Wales, Australia, 
Winemaker's Reserve 
Selection 
1997 Shiraz $8.00 
South Eastern, Australia, 
Vintage Selection 
Prager: Winery & ~ort Works 
NV Tawny Port $45.00 
Napa Valley, California, 
Noble Companion, 10 Year 
Old Tawny 
1994 Port $49.00 
Palodini Vineyard, Napa 
Valley, California, Royal 
Escort 
Robert repi 
1997 Barbera $14.00 
Sonoma County, California 
Lake Chalice 
1997 Sauvignon Blanc $18.00 
Marlborough, New Zealand 
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Staff Leasing Companies Serving the I.E. 
Ranked hy ,\ 'umber of q[fice~ in the lnlmu/ Empire 
Company Name Number of Offices: 1999 Revenue, I.E. 
Placements, I.E. 
Year Established, I.E. Specialities Top Local Executive 
Title Address Inland Empire 
City, State, Zip Companywide 
Barrdt Business Servkts lot. 9 $36,000,000 
1. 1881 Business Center Dr., Ste. 3 60 na 
San Bernardino, CA 92408 
W.G.l. Solutions 5 ss 1,000,000 
2. 2409 S. Vine~ard Ave. 23 60 
Ontario, CA 1764 
3. 
Comarco Staffin~ Inc. 
14011 Park. Ave., te. 170 • 
Victorville, CA 92392 
Link Staffing 
4. 1802 E. "G" St., Ste. C 
Ontario, CA 91764 
Amvilor Engineering Services 
S. 569 N: Mountain Ave. 
Upland, CA 91786 
Culver Personnel, Inc. 
6. 3200 E. Inland Empire Blvd., #ISO 
Ontario, CA 91764 
Starks & Associates 
7. 1150 N. Mountain Ave., II lOlA 
Upland, CA 91786 
Kelly Staff Leasing 
8. 110W.''A", Ste. l700 
San Diego, CA 92101 
Princeton Corporate Consultants 
9. 420 W. Baseline Rd., Ste. C 
Oaremont, CA 91711 
Pas Services 
10. 39941 Kersten Rd. 
Rancho Mirage, CA 92270 
Co-venant Employment 
11. 34.55 Nogales St., 1135 
West Covina, CA 91792 
4 
4 
3 
54 
2 
3 
2 
21 
2 
2' 
1 
18 
l 
6 
1 
3 
WND 
S I 0,000,000 
16,000 
$2,000,000 
45 
WND 
WND 
WND 
$2,300,000 
NJA 
$2,000,000 
160 
WND 
WND 
II 
The leader in On-Site Service, Repair & Supplies For 
All Color & Laser Printers, Personal Copiers, and FAX 
-cc On-Site Service & Repair ..:C Free Delivery on all Products 
-cc Preventive Maintenance -cc Buy & Sell New & Used Printers 
-cc Annual Service Agreements -cc Toner Supplies 
Hewlett Packard 
Authorized! 
&:1 
L.A. & lnhJnd Empire 
2125 Wright Ave., Suite C-8 
La Verne, CA 91750 
(909) 392-4707 
FAX (909) 392-4712 
877-95-AMERI 
Headquarters 
Phone/Fax 
E·Mail Address 
1951 Payroll Services, Human Resource Jim Donahue 
Portland, OR Management, Benefit Administration, Vice President · 
Safety Services & Worker's Compens. Jssues (909) 89Q.1000!890·1010 
1988 
Cerritos, CA 
1989 
Victorville, CA 
1985 
Ontario, CA 
1988 
Upland, CA 
1995 
San Diego, CA 
1995 
Upland, CA 
na 
San Diego, CA 
1986 
Encino, CA 
1989 
Rancho Mirage, CA 
Industrial, Clerical, 
P.E.O. & Transportation 
Compliance & Staffing 
Clerical, 
Light Industrial, 
Engineeringffech. 
Technical, Clerical, 
Light Industrial, Permanent 
Placement 
Computer, SAP, Baan, Eng.(fech. 
li~t Industrial · 
Sales and 
Management 
Telecommunication, 
Voice & Data Staffing 
H.R., Payroll, 
W/C, Govt. 
Compliance 
Medical Device/ . 
Pharmaceutical 
Employee 
Leasing 
1999 Professional Employer Orga~zation, 
Ed Torres 
Regonal Director 
(909) 947-4990/351-9941 
Robert Lovingood 
President 
(760) 245-1460/245-8209 
lovingood@cmro.com 
Bonnie La Barber 
V.P./Gcneral Manager 
(909) 467·3200/467·3206 
blabarber@linkstaffing.com 
Victor Telkikar 
Director of Engineering . 
(909) 920·5037/920·5040 
john Breen 
Branch Manager 
(909) 989·3333/989·3962 
Anita Starks 
Principal Consultant 
(909) lJ31·4441/931·4445 
joseph Tuskan 
Regional Sales Manager 
(BOO) 87-STAFF/487·8233 
Steve Adams 
V.P., Operatioru; 
(909) 62.5-3007/621-0315 
sadams7727@aol.com 
Shelby Drummond 
President 
(760) 770-40SSm0-2771 
shclby@passervices.com 
West Covina, CA Human Resources Compliance 
Fredrick Barnes 
Sales Manager 
(909) 421· 1398/(626) 581·9990 
clatun@aol.com . 
1997 
Irvine, CA 
Risk Management, 
Customized Services, 
40 I K Options 
Lynn Greeley 
Vice President 
(949) 752·2995nS6-SOIS 
SHUTTLE 
Door To Door 
ShuH/e 
eJ :r.l11;t¥J,t·tt'l 
SINCE 1981 
TOLL FREE 
I:!:!:B!lC!:t ~1•1•1 ~ 
909-626-6599 • 
LOW RATES ON TIME SERVICE 
inlandexpress.com .. 
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lVIANAGER'S BOOKSHELF 
The Value-Creating Consultant 
"The Value-Creating Consul-
tant: How to Build and Sustain 
Lasting Client Relationships," 
by Ron A. Carucci and Toby J. 
Tetenbaum; AMACOM, New 
York, New York; 2000; 272 
pages; $25.00. 
Despite the many jokes about 
business consultants, most large 
and moderate-sized companies 
couldn't compete without them. 
Even small companies are 
finding that consultants are play-
ing an increasingly important role 
in business development. From 
innovations in daily administra-
tion to strategic planning, man-
agers are turning increasingly to 
consultants for help. 
The renewed emphasis on 
outside help by specialists has 
been caused by several factors: 
streamlined staffs within compa-
nies, the high speed pace of busi-
ness with its reduced time for 
long-range planning, and the 
growing complexity of doing 
business in a worldwide market-
place. 
As the authors point out: 
"The reality is that most man-
agers are so overwhelmed with 
their day-to-day tasks that they 
are not equipped to take on an 
additional assignment, particular-
ly of a major initiative. In the 
'lean and mean ' world in which 
today's managers operate, most 
have an overly full plate that can-
not accommodate a major add-on. 
Most major change initiatives 
absorb far more of a manager's 
time and attention than anyone 
anticipates. "Consultants have the 
luxury of being able to devote the 
time and their full attention to a 
single issue." 
Greater demand for consult-
ing services has generated more 
consulting firms and enhanced 
competition amongst them. 
Although there hasn't yet been 
any major impact on fee struc-
tures for consulting services 
(other than holding them in line), 
there has been renewed emphasis 
on developing and maintaining 
better relationships with Glients. It 
was sorely needed. 
During the past 10 years, con-
sultants were regularly bashed in 
the media and became the butt of 
entire monologues on late night 
television. Unfortunately, some of 
it was well deserved. Concepts 
generated by consultants, such as 
"total quality management" and 
"corporate re-engineering," never 
gained high marks for success. 
Whether the fault was with the 
theory, or practice isn't important.. 
A good theory - incapable of 
being implemented - isn't a 
good theory. 
The authors, consultants 
themselves, looked at their fel-
lows and found that, as a whole, 
the shoemaker's children are 
going barefoot. In other words, 
the management consultants need 
marketing and customer relations 
consultants. That's why they 
wrote "The Value-Creating 
Consultant." 
The first portion of the book 
deals with the bad habits of con-
sultants. According to the authors, 
these bad habits are based on 
interrelated factors. The consult-
ant who walks through the door 
with the negative characteristics 
of "fear, judgment, deceit, arro-
gance, and greed" are all too easi-
ly motivated to become zealous 
"missionaries who personify three 
destructive roles: 'messiah, 
dependency builder, and collud-
er. "' 
Most of the book, however, is 
dedicated to offering advice and 
ideas on building healthy, on-
going business relationships 
between consultants and their 
clients. These ideas are so good 
that managers ought to read the 
book and get a better idea of what 
they should look for in a consult-
ant. Scope of the service, not size 
of the consulting firm. is an 
important factor. One idea offered 
by the authors is especially 
intriguing: internal consulting. 
This idea requires taking a few 
knowledgeable people away from 
their regular duties in the compa-
ny - for a short period of time -
and having them focus on solving 
a problem outside of their normal 
areas of expertise. It's not always 
possiOle, but it does work. 
Well-written and very inter-
esting, "The Value-Creating 
Consultant" will probably wind 
up being required reading for peo-
ple in the business of providing 
consulting services. It should also 
prove a valuable source of ideas 
and guidelines to those who hire 
consultants. 
-Henry Holtzman 
Best-selling Business Books 
Here are the current top 10 best·selling books for business. The list is compiled based on information received from retail 
bookstores throughout the U.S.A 
1. "The Millionaire Mind," by Thomas J. Stanley (Andrews & McMeel $26.95) (5)* Millionaires give interviews about 
what makes them tick. 
2. "Online Investing: How to Find the Right Stocks at the Right Time," by Jon D. Markman (Microsoft Press $24.99) (1) 
Tips about how to invest while you' re on the Internet. 
3. "The New New Thing," by Michael Lewis (Norton $25.95) (2) Stalking Jim Clark as he prowls Silicon Valley. 
4. "customers.com: How to Create A Profitable Business Strategy for the Internet and Beyond," by Patrician B. Seybold 
with Ronni T. Marshak (fime Business-Random House $27.50) (3) How to get new customers via the Internet. 
5. "The Millionaire Next Door," by Thomas 1. Stanley and William D. Danko (Longstreet Press $22.00) (4) Millionaires 
are made of discipline, work, and frugality. 
6. "Blown to Bits," by Philip Evans and Thomas J. Winston (Harvard Business School $27.50) (6) How information tech-
nology transforms business strategy. 
7. "Six Sigma," by Mikel J. Harry and Richard Schroeder (Doubleday $27.50) (9) How a new approach to quality control 
yields more profits. 
8. "The E·Commerce Book: Building the E-Empire," by Steffano Korper and Juanita Ellis (Academic Press, Inc. $39.95) 
(8) How giants are built in electronic commerce. 
9. "The Tipping Point: How Little Things Can Make a Big Difference," by Malcolm Gladwell (Little Brown & Co. 
$24.05)** The dynamics behind sudden social changes affecting business. • 
lO. "The Innovator's Dilemma," by Clayton M. Christensen (Harvard Business School Press $27.50) (7) How old line 
firms are brought low by high technology. 
*(5)-- Indicates a book's previous position on th~ list. 
** _ Indicates a book's first appearance on the hst. 
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Mountain Business Svc., 
P. 0. Box 1 841, Lake 
Arrowhead, CA 92352-
CA 92371-6923, Raymond 
McElwain 
1 841, Andrea Fischbach 
Mountain Computer 
Systems, P.O. Box 863, 
Cedar Glen, CA 92321-
0863, Donald Stephens 
Mozarts Bistro, 531 
Killington, Big Bear Lake, 
CA 92315, Keith Jeffries 
Mulko Enterprises, 12759 
Foothill Blvd., #201, 
Rancho Cucamonga, CA 
91739-9336, Adrian Mulko 
My Dolly And Me, 26552 
Pacific St., Highland, CA 
92346-2417, Heidi Stock 
NR Electric, 9795 Lindero 
Ave., Montclair, CA 91763-
2833, Nelson Romero 
Nu Look Mobile Wash & 
Detail, 10717 Springfield 
Dr., Rancho Cucamonga, 
CA 91730-6604, Carlos 
Martinez 
My Place, 1434 
Sunnyslope Rd. , Pinon 
Hills, CA 92372-9678, 
Marsha Stone 
Mystic Communications, 
P.O. Box 1365, Crestline, 
CA 92325-1365, Shelly, 
Pmee 
N And J Distribution, 
14058 Chogan Rd., Apple 
Valley, CA 92307-5660, 
John Davies 
N E T Design Products, 
5333 Howard St., Ontario, 
CA 91762-4608, Nancy 
Tillery 
Nail Cottage, 1714 
Davidson St., Lorna linda, 
CA 92354-1711, Hieu Le 
National Food Sales, 
6047 Klusman Ave., Alta 
Lorna, CA 91737-2227, 
Mike Karaiscos 
National Medical Billing 
Center, 1968 N. Oakdale 
Ave.,#941, Rialto, CA 
92376-2824, Synthia 
Jefferson 
Natures N Naturals, 2665 
Tungsten Ct., Apt. 8, San 
Bernardino, CA 92408-
3867, Eunja Lee 
Net Loglx, 16909 Olive 
St., Hesperia, CA 92345-
6010, Steven Borba 
New Century Homes, 
28516 Terrace Dr., 
Highland, CA 9234.6-5252, 
James Moiler 
New West 
Transportation, 8409 
Thoroughbred St., Alta 
Lorna, CA 91701-1938, 
Richard Mcclarnan 
Nlnls Custom Sewing, 
8273 Langdon Ave., 
Hesperia, CA 92345-7121, 
Elvra Schwartz 
Nltro)larketing, 34536 
Avenue, Yucaipa, CA 
92399-4113, Mark Millsap 
Nopallto Restaurant, 
20824 Del Oro Rd., Apple 
Valley, CA 92308-7732, 
Jay Martinez 
OSC 66, 1000 Pine Ave., 
Apt. 130, Redlands, CA 
92373-4597, Zailyn 
Esquivel 
OST, 11161 Amherst Ave., 
Montclair, CA 9j 763-6303, 
William Ortega 
Ocean Stone Publishers 
Agency, 12801 Puesta Del 
Sol St., Redlands, CA 
92373-7 441 , Jing Lou 
Ofisource, 6926 Gala St., 
Highland, CA 92346-5062, 
Allen Young 
One 2 One Mentors, 
12729 Velare Ct., 
Victorville, CA 92392-8963, 
Rhonda Morken 
Ontario Computers & 
Communications, 1 055 E. 
Harvard Pl., Ontario, CA 
91764-2511, Randy Willis 
Ontario Wellness And 
Beauty Center, 289 
Revere St., Upland, CA 
91784-1364, Ngozi Okoro 
P & A Nails, 1331 Kendall 
Dr., Ste. 8, San 
Bernardino, CA 92407-
4174, Theresa Nguyen 
PC To P, 6410 Calico Peak 
Pl., Alta Lorna, CA 91737-
7946, Christine Wu 
PJ's Personal Touch, 
38955 Oak Glen Rd., 
Yucaipa, CA 92399-9749, 
PJ Avon, 
PJ's Pub, 4567 Camarilla 
Ave., Yucca Valley, CA 
92284-1227, William Neff 
PR Umouslne, 8055 
Monaco St., Fontana, CA 
92336-3860, Michael Clark 
Pac Svc., 10300 Arrow 
Rte., Apt. 207, Rancho 
Cucamonga, CA 91730-
4795, Theodore Douglas 
Pacific Auto Wrecking, 
462 E Ashbury Ln., 
Upland, CA 91784-8917, 
Dennis Sohn 
Pacific Coast Svc., 6959 
Vine St., Highland, CA 
92346-2908, Lynette 
Burton 
Pacific Coast Therapy, 
1735 E. "G" St., Ontario, 
CA 91764-4470, Erik 
Johnson 
Pacific Water Systems, 
11311 Cedar Ave., 
Bloomington, CA 92316-
Northern Ughts, 7325 
Yucca Terrace Dr., Phelan, 
3331, Claudia De Angel 
Pacific West 
Management Group, 
1202 Maplewood Ln., 
Mentone, CA 92359-1625, 
Randy Bailey 
Pans Restaurant, 3112 W. 
Cherry St. , Rialto, CA 
92376-7185, Huang Ngo 
Paradise Seafood 
Market, 1430 Chaffee St., 
Apt. 246, Upland, CA 
91786-5592, Maria 
Ramirez 
Pat & Mike's Lawrence 
Svc., 2143 Jill Way, 
Upland, CA 91784-1246, 
Michael Tyler 
Paulette McCutchen 
Scales Co., 1.8215 Foothill 
Blvd., Fontana, CA 92335-
8500, Paulette Scales 
Pavlovich Investment 
Company, 18361 9th St., 
Bloomington, CA 92316-
3624, Floyd Pavlovich 
Peppermill Charburgers, 
505 S. Pepper Ave. , Rialto, 
CA 92376-7214, Ernesto 
Diaz 
Perfect Furniture Repair, 
2243 N. Milor Ave., Rialto, 
CA 92377-4676, Luis 
Moran 
Personalized Autocare 
Svc., P.O. Box 3228, 
Rancho Cucamonga, CA 
91729-3228, Theodore 
Douglas 
Peter Junior Enterprises, 
332 S. San Mateo St., 
#356, Redlands, CA 
92373-5033, Fredrik 
Momsen 
Petlove Net, 7260 Rancho 
Rosa Way, Alta Lorna, CA 
91701-5466, Michelle 
Holmes 
Phelan Propane, 14297 
Pinewood Dr., Hesperia, 
CA 92345-8220; 
Mohammad Yousef 
Photo America, 1827 E. 
4th St:, Ontariq, CA 91764-
2652, Peter Chen 
Pin Station, 1005 N. 
Center Ave., Apt. 5202, 
Ontario, CA 91764-5512, 
Chae Chang 
Pipe Dream, 1880 Stacy 
Way, Upland, CA 91784-
1618, Nicholas Robinson 
Play For Cream, 7949 
Mono Ava., Hesperia, CA 
92345-7529, Ruben 
Navarro 
Ponce De Leon & 
Associates, 8780 19th St., 
#390; Alta Lorna, CA 
91701-4608, Michael 
Ponce De Leon 
Port Magic Racing, 7975 
Bangor Ave., Hesperia, CA 
92345-6847, Carl Kurtz 
Power Distributors, 21330 
Ramona Ave., Apple 
Valley, CA 92307-3558, 
Brett Rouse 
Praise Painting Co., 
1 0654 Wildrose Dr., 
Rancho Cucamonga, CA 
91730-6315, Jesse 
Pimentel 
Precision Graphics, 
11728 Concord Ct., Chino, 
CA 91710-1693, Ahmed 
A had 
Precision Mowing Lawn 
Care, 1317 Hunter Dr., 
Redlands, CA 9237 4-2525, 
Patrick Leivas 
Precision Video Svc., 305 
N. 2nd Ave., Upland, CA 
91786-6064, Randy Hoehn 
Prime Co., 15095 Orange 
St. , Hesperia, CA 92345-
3365, lacauna Dantas 
Prime Time Racing, 
14143 Americana St., 
Victorville, CA 92392-9121 , 
Rex Lockwood 
Prlmemaster Online, 238 
W. 5th St., #223, San 
Bernardino, CA 92401 -
1404, Rossophear Thiers 
Primo Garage Doors, 
4908 N. Pershing Ave., 
#9414, San Bernardino, 
CA 92407-3228, Freeman 
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Millhollon 
Pro Sports Memorabilia 
Unlimited, 16217 Kasota 
Rd., Apple Valley, CA 
92307-1435, Anthony 
Marino 
Professional Auto & R V 
Detail, 11454 Chipmunk 
Rd ., Apple Valley, CA 
92308-927 4, Randel 
Sprankle 
Professional Svc., 656 
Avenida Capistrano, 
Colton, CA 92324-1366, 
Oralia Hidalgo 
Psychoactive Records, 
175 E. 44th St., San 
Bernardino, CA 92404-
1224, Briane Wallace 
Purple Crane Svc., 10747 
S. Monte Vista Ave., 
Ontario, CA 91762-3914, 
Lynda Pettell 
Quality Appraisal Svc., 
15158 Ashwood Ln., Chino 
Hills, CA 91709-2605, Julie 
Fry 
Quality Glass & Screen, 
60171 Pueblo Trl., Joshua 
Tree, CA 92252-2940, 
Ronald Hughes 
Coming Soon 
biNLAND EMPiaE 1 us1ness 1ourna 
•Js your company on OUR list? It SPACE RESERVATION 
sbould be!! If you tbink your compa-
ny qualifies to be included on any or DEADLINE 
tbe August lists and you have not 
received a simple questioanal~ from 
Inland Empire Busi11ess Journal, 
please COilaCI: 
(909) 484-9765 
July 20 
For infonnation call: 
(909) 484-9765 
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Queen Inti., 2294 Kendall 
Dr., San Bernardino, CA 
92407-4667, Deniece 
Goodson 
R & C Cleanup And 
Recycling Svc. , 19181 
SantaAnaAve., #160, 
Bloomington, CA 92316-
2839, Ramona Galvan 
R & R Fire Protection, 
2609 S. Goldcrest Ave., 
Ontario, CA 91761 -6823, 
Robert Johnson 
R B Trucking, 1528 E. 
Base Line St. , San 
Bernardino, CA 9241 0-
4116, Alfonso Villa 
R H Enterprises, 922 
Magnolia Ave., Upland, CA 
91786-3721 , Robert Hill 
R P M Concepts, 6339 
Blossom Ln., Chino Hills, 
CA 91709-6357, James 
Brannan 
Race2night, 19619 Tuluka 
Ct. , Apple Valley, CA 
92308-3721 , James Krider 
Rainbow Carpet, 11895 
4th Ave., Hesperia, CA 
92345-1708, Hagop 
Kazandj ian 
Ramirez Industries, 220 
11th St., Redlands, CA 
92374-3504, John Ramirez 
Rancho Auto Works, 
1912 Cordova Ave., 
Colton, CA 92324-3662, 
Gevina Parra 
Rancho Cucamonga 
Grove, 1784 N. Laurel 
Ave., Upland, CA 91784-
1954, Pohn Olson 
Rancho Plumbheating & 
Air, 6441 Cameo St., Alta 
Lama, CA 91701-3904, 
Terry Caldwell 
Rancho Rooter & 
Plumbing, 9070 La Lema 
Ct., #686, Alta Lama, CA 
91701-5615, Carl Weston 
Ranchocasa Financial 
Svc. Co., 5208 Cartilla 
Ave., #950, Alta Lorna, CA 
91737-1756, Jonathan 
Saldivar 
Raul E. Cardona Alarms, 
4315 Gird Ave., Chino 
Hills, CA 91709-3064 Paul 
Cardona ' 
Ravenshleld, 1731 Plaza 
Serena, Ontario CA 
91764-3116, To~ Corbett 
Ray Crawford 
Enterprises, 16425 
Wtntun Rd., Apple Valley, 
CA 92307-1501 , Raymond 
Crawford 
Real Deals Financial 
Group, 8404 Klusman 
Ave. , #4682, Rancho 
Cucamonga, CA 91730-
4032, Randy Lauritsen 
Real Estate Financial 
Network, 7950 Perlite 
Ave., Rancho Cucamonga, 
CA 91730-2939, Lee Smith 
Rebecca Sues Search & 
Rescue, P.O. Box 1779, 
Helendale, CA 92342· 
1779, Rebecca Bucalo 
Recruitment Specialists, 
7560 Autumn Chase Dr., 
Highland, CA 92346-5349, 
Wayne Brown 
Redlands Pool Svc., 940 
Kimberly Ave., Redlands, 
CA 92374-2581, William 
Collazo 
Reeflink, 8788 Golden St., 
Alta Lorna, CA 91701-
2712, Pao Chang 
Reliable Funding, 3119 
Milano, Apt. B, Ontario, CA 
91761 -0439, Beverly 
Coleman 
Remco Machining & 
Fabrication, 1029 N. 
Acacia Ave. , Rialto, CA 
92376-4440, Perry Gilson 
Rent King, 8375 Avenida 
Castro, Rancho 
Cucamonga, CA 91730-
3407, Michelle Neman 
Res Tech Consultants, 
14451 Autumn Hill Ln., 
Chino Hills, CA 91709· 
1705, Luzerangbarwala 
Riverside Christian 
Center, 544 S. Church 
Ave. , Bloomington, CA 
92316-1348, Gloria Young 
Robles Auto Svc., 200 E. 
30th St., Apt. 310, San 
Bernardino, CA 92404-
2357, Juan Robles 
Rockin Robin, P.O. Box 
594, Running Springs, CA 
92382-0594, Anthony 
Pensiero 
Rod Car Auto Repair, 
9533 San Pablo Ave., 
Hesperia, CA 92345-5639, 
Podrigo Aguayo 
Rodriguez Party 
Supplies, 2230 W. Mill St., 
San Bernardino, CA 
9241 0-2029, Maria 
Rodriguez 
Rogalla Engineering, 
12870 1Oth St., Yucaipa, 
CA 92399-2055, David 
Rogalia 
Royal Place, 22645 Grand 
Terrace Rd., Grand 
Terrace, CA 92313-4919, 
Ivai Webster 
RPM Scooters, 1416 W. 
4th St., Ontario, CA 91762-
1717, Patricia Manke 
Ruiz Trucking, 1697 E. 
Bonnie Brae Ct. , Ontario, 
CA 91764-2209, Gonzalo 
Ruiz 
Russs Marine Svc., 757 
Kimbark Ave., San 
Bernardino, CA 92407· 
1121 . Jimmie Valencia 
s & L Enterprises, 41 59 
Hacienda Ln., Chino, CA 
91710-3187, Pode Smith 
S & S Locksmith, 784 W 
Mariana St. , Scott 
Owens, Rialto, CA 92376-
2680, 
S A H A H Inti., 28358 
Merridy Ave., #1249, 
Highland, CA 92346-3881 , 
Marny Sidney 
Sally A Hoxie & 
Associates, 14376 McArt 
Rd., Apt. 19, Victorville, CA 
92392-2573, Sally Hoxie 
Sarry Women's 
Investment, 14280 Oden 
Dr., Apple Valley, CA 
92307-4427, Sandy Lopez 
Savory Foods Company, 
7165 Archibald Ave., Apt. 
209, Alta Lama, CA 91701-
5082, Eva Fonseca 
Scentual Experience, 
1005 N. Center Ave., Apt. 
71 06, Ontario, CA 91764-
5518, Dawn Luna 
Scott's Carpet Cleaning, 
34657 Avenue H, Yucaipa, 
CA 92399-5327, Scott 
Miller 
Scott's Drive In Dairy, 
13113 Stallion Ave. , Chino, 
CA 9171 0-5982, Kanaiya 
Patel 
Security Reliance, 16446 
Don Ct. , Victorville, CA 
92392-3515, Natalie 
Morrison 
Select Insurance Svc., 
15796 San Roque Rd., 
Fontana, CA 92337-0921 , 
Hugo Morales 
Select Peformance, 1125 
W. Holt Blvd., Ontario, CA 
91762-3637, Guadalupe 
Gil 
Shady Daze, 2410 
Reindeer Ln., Ontario, CA 
91761-0381 , Michael 
Bagwell 
Shekinah Glory Homes, 
6210 Fillmore Ave., Rialto, 
CA 92377-4530, Robin 
Holland 
Shiloh Ridge 
Development, 7911 
Redwood Ave., Hesperia, 
CA 92345-4225, Ricky 
Krell 
Shop41essdirect, 19610 
Tuluka Ct. , Apple Valley, 
CA 92308-3719, James 
Krider 
Shopping Bag Market, 
418 Silvertree Ln., 
Redlands, CA 92374-6350, 
Ibrahim Diab 
Shred Weazel, 2649 
Cincinnati St. , San 
Bernardino, CA 92407-
2158, Kathleen Lopez 
Siam Kitchen, 1439 
Kingswood Dr., Redlands, 
CA 92374-2628, Sunisa 
Posang 
Sierra Plaza Coin 
Laundry, 5058 Grand 
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Ave., Montclair, CA 91763-
6440, Hsyueh Chen 
Santa Ana Ave., 
Bloomington, CA 92316-
2631, Martin Lueking 
Subway Sandwiches & 
Salads, 7575 Homestead 
Ln., Highland, CA 92346-
3982, Ali Khoobbagha 
Summer Creations, 2222 
S. Taylor Pl., Ontario, CA 
91761-5862, Eillie Frierson 
Sun Rise Cleaners, 1 068 
W. Aster St. , Upland, CA 
91786-2228, Yang Kim 
Sunrise Real Estate, 
10373 Paramount Rd., 
Phelan, CA 92371-8332, 
Yvonne Cahill 
Silk Flowers & Candles 
Galore, 9804 Choiceana 
Ave., Hesperia, CA 92345-
5361 , Curtis Mundt 
Silver Intercom, 6383 N. 
Redwood St., #2111 , San 
Bernardino, CA 92407-
401 0, Jadi Yehia 
Silverstone Tile & 
Marble, 8976 Foothill 
Blvd., #385, Rancho 
Cucamonga, CA 91730-
3400, Benjamin Arreola 
Sincere Sewing & 
Vacuum, 16178 Valley 
Springs Rd., Chino Hills, 
CA 91709-5227, Katheryn 
Favreau 
Singer Inti. Svc., 2062 
Lake Shore Dr., Chino 
Hills, CA 91709-1793, 
Austine Singer 
So Cal Color Works, 
3358 Honeybrook Way, 
Apt. 3, Ontario, CA 91761-
0513, Larry Posey 
Software Depot, 349 La 
Paloma St., Redlands, CA 
92373-6013, Kriss Tariske 
Solid Tree Svc., 2491 
Euclid, Upland, CA 91784-
8361, Eames McCarthy 
Sondet Enterprises, 
14962 Bear Valley Rd., 
#160, Victorville, CA 
92392-9224, Carol Allred 
Sophia's Fashions, 1812 
· Serrano Ct., Colton, CA 
92324-1330, !diana 
Gonzalez 
South West Piping, 
14212 Santa Ana Ave., 
Fontana, CA 92337-7134, 
Bradford Damrath 
Southwest Soccer Club, 
1734 Cambridge Cir. , 
Redlands, CA 92374-4227, 
Anthony Murtagh 
Spanish Communication, 
466 Orange St., #262, 
Redlands, CA 92374-3240, 
Norma Dupertuis 
St. Micro Technologies, 
1 035 S. Milliken Ave. Ste., 
Ontario, CA 91761·7862, 
Hong Da Li 
St. Micro Technology, 
1035 S. Milliken Ave., 
Ontario, CA 91761-7862, 
Zhi Yuan Wang 
Staudt Lindsey, 1551 
Campus Ave., #1856, 
Redlands, CA 92374-3907, 
Pichard Maier 
Steadfast Transportation, 
13795 Tulare Ct. , Fontana, 
CA 92336-3841 , Rank 
Young 
Stevens Enterprises, 
12618 3rd, Yucaipa, CA 
92399-4545, Stooker 
Stevens . 
Stitch N Time, 18427 
Super Clean 2000, 14800 
El Molino St., Fontana, CA 
92335-6209, Hugo 
Castaneda 
Superb Curbs, 1543 W. 
Eucalyptus Ct., Ontario, 
CA 91762-5309, Jesse 
Lanter 
Superior Care Svc. For 
Seniors, 2171 
Woodhollow Ln., Chino 
Hills, CA 91709-1030, 
Milcah Rodriguez 
Superior Maintenance & 
Janitorial, 20525 
Shoshonee Rd., #17, 
Apple Valley, CA 92307-
5689, Cheree West 
Superior Products Direct, 
1241 Tara St., Barstow, CA 
92311 -5523, Tina 
Constable 
Sure Close, 67 41 Ginger 
Ct. , Fontana, CA 92336-
1575, Joey Valdez 
Sure Fire BBQ's, 5551 
Vinmar Ave., Alta Lorna, 
CA 91701 -1825, Greg 
Ryder 
Swager and Sons Dairy 
2, 7233 Eucalyptus Ave., 
Chino, CA 9171 0-9059, 
Dan Swager 
Swimsuit Ladles, 1276 
Lomita Rd. , San 
Bernardino, CA 92405-
1928, Wilma Sullivan 
T C L Trucking, 11721 
Drake Ct., Adelanto, CA 
92301 -4501 , Terry 
Lemaster 
T J Swiss, 12719 Dickens 
Ct. , Grand Terrace, CA 
92313-5802, James 
Danielson 
T N T Enterprises, 35547 
Grandview Dr., Yucaipa, 
CA 92399-4432, Payne 
Twarry 
Tag Air Svc., 418 W. 
Sunkist St., Ontario, CA 
91762-4369, Alejandro 
Cruz 
Taks Online Pollee Store, 
1275 Bradford Ct., Upland, 
CA 91786-3419, Timothy 
Harrington 
Taquerla Mr. Fish, 968 E. 
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• J" St. , Ontario, CA 91764-
2910, Leticia Marquez 
Tax Svc., 1 0987 Stone 
River Dr., Alta Lorna, CA 
91737-7815, Teresa Baker 
Taylor Maid Florist, 
32999 Yucaipa Blvd., #19, 
Yucaipa, CA 92399-1963, 
Juanita Taylor 
Teachers Tax Svc., 11315 
Mount Abbott Ct., Alta 
Lorna, CA 91737-6525, 
Derek Mesa 
Team Arrowhead, 25755 
Los Flores Dr., San 
Bernardino, CA 92404-
3054, Betty Scialabba 
Teddies Tole & Tea, 
11240 Highview Dr., Alta 
Lorna, CA 91737-7749, 
Janene Brunett 
Telly's Charburgers, 300 
S . Riverside Ave., Rialto, 
CA 92376-6501 , Ernesto 
Diaz 
Terry's Burgers, 8258 
Sunflower Ave., Alta Lorna, 
CA 91701-2532, Eletherios 
Tahramanis 
Tesoro, 1658 Glenwood 
Ave., Upland, CA 91784-
1754, Annamarie Porter 
Thayn Designs, 9556 
Hickory Ave., Hesperia, CA 
92345-3368, Jason Thayn 
The Cottage Co., 321 E. 
Mariposa Dr., Redlands, 
CA 92373-7252, Kelly 
Bertino 
The Crowne Group, 1 01 
E. Redlands Blvd. , Ste. 
220, Redlands, CA 92373-
4724, Yvonne Benadom 
The Great New 
Connection, 1 06 W. 
Pennsylvania Ave., Apt. 
1206, Redlands, CA 
92374-2270, Leland 
Raymond 
The H R Statistical 
Group, 677 4 Kaiser Ave., 
Fontana, CA 92336-1559, 
Debora Whilliams 
The Holder Group, 28297 
Cornus Ct., Highland, CA 
92346-6014, Philip Holder 
The Imprint Guys, 420 
Johnston St., Colton, CA 
92324-1319, Glenn Mac 
Donald 
The Maintenance Co., 
1708 E . Cherry Hill St. , 
Ontario, CA 91761-6323, 
Bruce Jones 
The Pit Stop Auto Svc., 
16338 Cadmium Ct. , Chino 
Hills, CA 91709-4616, Pey 
Goco 
The Quilted Cactus, 
57975 Saratoga Ave., 
Yucca Valley, CA 92284-
8903, Christine Bork 
The Red Balloon, 14929 
New Foal Trl. , Fontana, CA 
92336-0144, Pisa Garcia 
The Rusty Nail, 32717 
Kentucky St., Yucaipa, CA 
92399-1906, Jimmie 
Kimberlin 
The Select Investment 
Club, 1248 Coronado St. , 
Upland, CA 91786-2101 , 
Pean Mill 
The Sunshine Enterprise, 
14265 Ruby Glen Ct., 
Chino Hills, CA 91709-
5915, Peggy Sun 
The Sunshine Kids, P.O . 
Box 252, Crestline, CA 
92325-0252, James Lewis 
The Upland Soap 
Factory, 208 S . Euclid 
Ave., Upland, CA 91786-
6639, Linda Stevens 
The Vocational 
Professionals, 846 W. 
Foothill Blvd., Upland, CA 
91786-3770, Michael 
Carrasco 
Think Tank Designs, 
11336 Genova Rd., Alta 
Lorna, CA 91701-8560, 
Heath Meyette 
Tinos Auto Repair, 8710 
Oleander Ave., Apt. B6, 
Fontana, CA 92335-7782, 
Maria Sanchez 
Tire Disposal Svc., 139 
N. "K" St. , Needles, CA 
92363-2540, John 
Andersen 
Tony's Touch, P.O. Box 
1255, Helendale, CA 
92342-1255, Tony 
Carbellano 
Top Ratings Inti., 1620 N. 
I83lJJ § ITN1E § § 
San Antonio Ave., Upland , 
CA 91784-1854, Judy 
Martinez 
Top of The World, 382 W. 
Ramona Dr., Rialto, CA 
92376-4960, Curtis 
Benford 
Touch Therapy, P.O. Box 
1251 , Wrightwood, CA 
92397-1251 , Tracey 
Crowley 
Transamerica, 2294 W. 
College Ave., San 
Bernardino, CA 92407-
2486, Veronica Gonzalez 
Tri West Concrete, 2430 
Sweet Water Ct. , Chino 
Hills, CA 91709-4358, 
Pascal Burke 
Truly Eventful, 11738 
Parliament Dr., Rancho 
Cucamonga, CA 91730-
8231 , Ericka Egans 
Turnmeons Com, 1 0801 
Lemon Ave., Apt. 1813, 
Alta Lorna, CA 91737-
3840, Wade Walker 
Ultimage Quality 
Staffing, 129 Anita Ct. , 
Redlands, CA 92373-7103, 
Charlynn Jarrett 
Under The Blue 
Umbrella, 1732 Kingston 
Cir., Redlands, CA 92374-
4228, Martha Myers 
Upland Eye Care and 
Optical, 1213 W. Foothill 
Blvd., Upland, CA 91786-
3681, Jon Henley 
Uptown Movers, 13601 
San Juan Ave., Yucaipa, 
CA 92399-5428, Craig 
Gam roth 
Us Realty 2000, 5381 
Elmwood Rd., San 
Bernardino, CA 92404-
2835, Patricia Johnson 
Usa Septic Tank Repair, 
4361 Mission Blvd ., Spc. 
98, Montclair, CA 91763-
6060, Ricardo Alanis 
Vallarta Restaurant, 9156 
19th St. , Alta Lorna, CA 
91701-4833, Ana Ibarra 
Vandervoot Enterprises 
& Racing, 17950 Randall 
Ave., Fontana, CA 92335-
6060, Calvin Vandervoort 
Vera Construction, 2497 
N. Magnolia Ave., Rialto, 
CA 92377-4051 , Frank 
Vera 
Victor Astorga, 3045 
Canyon Vista Dr., Colton, 
CA 92324-9791 , Victor 
Astorga 
VIctor Valley Loving 
Hearts, 13972 Luna Rd., 
Victorville, CA 92392-9637, 
Dayna Davis 
Video Joy, 263 E. 40th 
St. , San Bernardino, CA 
92404-1349, Chong Lee 
Video Selection And 
Production, 14042 
Princeton Ct. , Fontana, CA 
92336-3528, Akmal Saleh 
Video Time, 6593 Hartford 
Ct., Alta Lorna, CA 91701-
7739, Judith Buffa 
Viet Hunt Seafood 
Market, 225 S . Alameda 
Ave., San Bernardino, CA 
92408-1702, Tong Tran 
Viking Sheet Metal, 7662 
Weaver St. , Highland, CA 
92346-5911 , Steven 
Schmidt 
Village Car Wash, 15800 
Jaypost Rd., Victorville , CA 
92394-1326, Charles 
Hershman 
Villalobos & Sons 
Landscaping, 5527 
Armsley St. , Montclair, CA 
91763-2003, Esperanza 
Villalobos 
Vision Legal Svc., 1574 
Vermont St. , Redlands, CA 
92374-2154, Felix 
Sepulveda 
Visions Costumes and 
Dance, 21273 Nandina 
Rd ., Apple Valley, CA 
92308-7971, Ponnie 
Richling 
Vital Modernizm, 12467 
Tierra Bonita Dr., 
Victorville, CA 92392-7619, 
Victor Magdaleno 
W K Lawn Care, 1329 
Agate Ave., Mentone, CA 
92359-1305, Daniel 
Requejo 
Waslen Enterprise, 25024 
Prospect Ave., Lorna 
linda, CA 92354-2900, 
Baslen Naibaho 
Water Stop, 18189 Miller 
Ave., Fontana, CA 92336-
2333, Salvador Macias 
We Can, 1637 
Orangewood Ave., Upland, 
CA 91784-1763, Delores 
Taylor 
We R Enterprises, 25842 
26th St. , San Bernardino , 
CA 92404-3434, Lillie 
Sampson 
Welcome Travelers 
Motel, 30184 U.S . 
Highway 58, Barstow, CA 
92311-1905, Audrey Martin 
West Coast Computer 
Company, 12471 2nd St. , 
Yucaipa, CA·92399-4245, 
Jon Lisano 
West Coast Duty Gear, 
14248 Lauramore Ct. , 
Fontana, CA 92336-3540, 
Glenn Wallace 
Wholesale Distribution of 
America, P.O. Box 3277, 
Fontana, CA 92334-3277, 
Dave Patel 
Woodard Drywall, 2930 
W. Rialto Ave., Spc. 1, 
Rialto, CA 92376-6143, 
Marion Woodard 
Word Solutions, 35115 
Sunnyside Dr., Yucaipa, 
CA 92399-5919, Patricia 
Denham 
Worldgourmetstore com, 
2332 N. Euclid Ave., 
Upland, CA 91784-1306, 
Monica Montalvan 
Wristlock Racing 
Advancements, 11961 El 
Encanto Ln., Yucaipa, CA 
92399-2828, Steven Smith 
X Press Judgement 
Recovery, 17802 Quantico 
Rd., Apt. 11 , Apple Valley, 
CA 92307-2135, Frances 
Morris 
Yucaipa Valley Inn, 35309 
Santa Rosa Dr., Yucaipa, CA 
92399-5544, June Dimaio 
Zabellas Mexican 
Restaurant, 626 N. 
Dearborn St. , Spc. 45, 
Redlands, CA 92374-3947, 
Rose Avila 
Complaints ... Praise! Suggestions? E-Mail us @ 
iebj@busjournal.com 
Thank you! 
Inland Empire Business Journal 
The source for the business world of the Inland Empire 
JULY 2000 
BANKRUPTCIES 
Ronald G. Advincula, Dana 
G. Advincula, fdba 
Professional Histopathology 
Services, 11331 Lugano Dr., 
Alta Lorna; debts: $399,292, 
assets: $281,750; Chapter 7. 
Joel Smith Barbier, Jana 
Clare Barbier, dba Barbier 
Construction, 48-400 Prairie 
Dr., Palm Desert; debts: 
$99,552, assets: $178,588; 
Chapter 7. 
Robert Earl Bennett, aka 
Bob Bennett, Kathleen 
Marie Bennett, aka Kathy 
Bennett, dba Bob Bennett 
Enterprise, dba An Affair 
with Flair, 7670 Homestead 
Lane, Highland; debts: 
$370,452, assets: $164,200; 
Chapter 7. 
David Nelson Brooks, dba 
Frontier Green Waste 
Management, Inc., 30008 
Avenida Cima Del Sol, 
Temecula; debts: $127,663, 
assets: $1,185; Chapter 7. 
Bernard A. Cirullo, aka 
Bernard Arthur Cirullo, dba 
Cirullo Chiropractic, 1920 E. 
Foothill Dr., San Bernardino· 
debts: $443 113 assets; 
$33,791; Chapr'e~ 7.' 
Herbert B. Crawford 
Blanca M. Crawford, dba H: 
C~wford's Detailing, 15382 
Jumper Ave., Victorville; 
debts: $248 741 assets: 
$101,195; Cha~ter 7. 
Jacqueline V. Denney, fka 
Jacqueline V. Woods, dba R 
& J's Collectibles, 932 E. 
Pioneer Ave., Redlands; debts: 
$231,380, assets· $151 800· 
Chapter 7. · ' ' 
Norma Egbert, dba Carol's 
Travel, 6346 Twil ight Lane 
Alta Lorna; debts: $30,908: 
assets: $3,100; Chapter 7. 
Bonnie L Elliott, Tony R 
Elliott, dba Fifty's Care: 
6~967 Twentynine Palms 
H•ghway, Joshua Tree; debts, 
assets schedule not avai lable· 
Chapter 13. ' 
Patti J . Farris, dba Patti 
Farris Business Services 
14891 Starmont St., Moren~ 
$Valley, debts: $144,478, assets: 51,570; Chapter 7. 
~~~ All Construction, Inc, 
. 0 . Arlington Ave., 
RJversJde; debts: $510 186 
assets: $58,762; Chapter 7. ' 
~lstopher James Gallo, 
. ty Kim Gallo, aka Kristy 
Ck.im Gallegos, fdba Fi.x AJI onstru t' c JOn, 3434 Chantilly 
Circle, Riverside· debts: 
$885,700, assets: $293, 775; 
Chapter 7. 
Silverspoon Catering, 38120 
East Benton Road, Temecula; 
debts: $102,712, assets: 
$4,471 ; Chapter 7. 
Hermenegildo Jimenez 
Grande, Marie Del Ricio 
Castillo Flores Grande, tka 
Maria Del Ricio Castillo 
Flores, fdba La Morena Ice 
Cream, 456 N. 41st St., 
Banning; debts: $108,552, 
assets: $89,650; Chapter 7. 
Martin Lucero, fdba Bargain 
Zone, 9670 Sycamore Ave., 
Fontana; debts: $132 892 
assets: $101 ,200; Chapter' 7. ' 
Scott Matthew Malloy, Gena 
Marie Malloy, dba G & S 
Marketing, 13850 Cumin St., 
Moreno Valley; debts: 
$213,802, assets: $144,605; 
Chapter 13. 
James Miles Hale, aka 
Whitey Hale, dba Hale J.M. 
Construction Company, dba 
J .M. Hale Construction 
Company, 18030 Sycamore 
St., Hesperia; debts, assets 
schedule not available· 
Chapter 7. ' 
Tony Lam Hong, aka Cheng 
Hong Lam, Anna Thach, 
fdba Steak and Fry, 8760 
Sandhill Dr., Riverside; debts: 
$142,234, assets: $167,440; 
Chapter·?. 
Marie Catherine Jeffries, aw 
JM Technical Services, Inc., 
dba JM Services, fdba A 
Shade Better Creations, 120 
S. Woodlake Road, Lake 
Elsinore; debts : $50,183, 
assets: $68,405; Chapter 7. 
Terry AJien Knisley, Mary 
Shannon Knisley, fdba Royal 
Repast Food Service, 19850 
Cajon Blvd., San Bernardino; 
debts: $88,264, assets: 
$13,800; Chapter 7. 
Madan F. Kirtley, dba M & 
L Treasures, 1681 Martin 
Ranch Road, San Bernardino; 
debts: $206,879, assets: 
$130,050; Chapter 7. 
Land R Precision 
Contractors, Inc., 72078 
Corporate Way, Suite 103, 
Thousandpalms; debts: 
$643,605, assets: $475,648; 
Chapter 7. 
Arthur Joseph Lillis III, aka 
Art Lillis, Sharon Lillis, fdba 
Sierra Cascade Co., fdba 
Sierra Cascade Properties, 
fdba Skynight Aviation, 6781 
Mt Baldy Road, Mt Baldy; 
debts: $737,023, assets: 
$583,762; Chapter 7. 
Richard D. Morkle, aka R.D. 
& Associates, 655 W. La 
Deney Dr., Ontario; debts: 
$12,892, assets: $460; Chapter 
7. 
Luis A. Matos Jr., aka Mr. 
Man, aka Mr. Man Big and 
aka Tall, Mr. Man Uniforms, 
13594 Cypress Ave., 
Victorville; debts: $507,281, 
assets: $98,750, Chapter 7. 
Raymond Robert Nelson, fka 
Digital Laser Video, Inc., 
31005 Calle Aragon, 
Temecula; debts: $90,584 
assets: $37,280; Chapter 7. 
Robert Lonnie Peters Jr., 
fdba L & R Construction 
Company, faw L & R 
Precisions Constrictors, Inc., 
7577 ShenNood Road, Joshua 
Tree; debts: $1,161,522, 
assets: $528,897; Chapter 7. 
Bernard K. Potts, Judy H. 
Potts, aka Judy Toth, fdba: 
Keith Potts . Masonry, fdba 
Frontier Fireplace, 23009 
Forrest Dr., Perris; debts : 
$364,166, assets: $44, 764; 
Chapter 7. 
Dennis Price, dba American 
Buffing Co., dba H20 
Pressure Co., 9045 Fox St., 
Riverside; debts: $33,466, 
assets: $1 ,700; Chapter 7. 
Ramon Roman Sr., Consuelo 
Roman, fdba Footworks, 
8091 Indio Court, Alta Lorna; 
debts: $262,723, assets: 
$422,420; Chapter 7. 
John B. Redwine I 11, dba 
JBR Industries, 5966 
Winncliff Dr., Riverside; 
debts: $134,794, assets: 
$1 0,863; Chapter 7. 
Julia Mary Romano, aka 
Julia Baker, dba Julie's 
Collectibles, 21471 Loquat, 
Wildomar; debts: $164,477, 
assets: $165,632; Chapter 7. 
Leong Hwa Lim, Janet 
Karen Lim, fdba Paul Lim, 
Champion Dart Mart, aka 
Champion Dates, fdba Paul 
Um Productions, fdba Valley 
Vending, faw Champion 
Darts Inc., 824 E. Lynwood 
Dr., Son Bernardino; debts: 
$667,839, assets: $354, 700; 
Chapter 7. 
Irene Linda Liska, aka 
Linda Irene Liska, fka 
Belljamin R. Salazar Jr., aka 
Belljamin Ralph Salazar Jr., 
Sbaryn R. Salazar, aka 
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Sharyn Rae Salazar, aka 
Sharyn R. Vanden Bos, dba 
Ben's Lawn Service, 7453 
San Francisco St., Highland; 
debts : $137,944, assets: 
$I 07,568; Chapter 7. 
Inc., 1433 Linden St., #N, 
Riverside; debts: $88,636, 
assets: $55,300; Chapter 7. 
Yvette J. Boyd, aka Yvette 
Javae Boyd, fdba AJI Music, 
291 0 South Baker Ave., 
Ontario; debts: $18,149, 
assets: $925; Chapter 13. 
David Andrew Salmon, aka 
David A. Salmon, aka David 
Salmon, aka Dave Salmon, 
Andrea Marie Salmon, aka 
Andrea M. Salmon, fdba 
Paper Hanging By Andrea, 
865 W. 56th St, San 
Bernardino; debts: $265,296, 
assets: $21 0,527; Chapter 7. 
Anthony D. Terrell, Nichole 
Y. Terrell, aka Nichole 
Cockrell, fdba Left Coast 
Auto Sales, dba LLC, dba 
BNL Billing Services, 1771 
W. Lowell St., Rialto; debts: 
$458,023, assets: $331 ,290; 
Chapter 7. 
Kenneth John Zimmerman, 
Marianne Elizabeth 
Zimmerman, dba Z 
Furniture and 
Cabinetmaker, 22827 Via 
Seco Road, Apple Valley; 
debts $147,230, assets:' 
$93,054; Chapter 7. 
Thomas A Windham, Marla 
M. Windham, aw Diamond 
Enterprises, LLC, aw The 
Work Station, LLC, dba 
Printers Plus, 5067 Grand 
Ave., Montclair, debts: 
$1,019,573, assets: $286,565; 
Chapter 7. 
Appliance Care Services, 
LuAnna Jo Brown, aka 
LuAnna Brown, dba MVP 
Sportscards, 12557 Townhill 
Court, Victorv ille; debts: 
$267, I 88, assets: $ l 40,465; 
Chapter 7. 
Roger D. Casey, aka Roger 
Dennis Casey, fdba Gibson's 
Auto Body, 3535 Mountain 
Ave., San Bernardino; debts: 
$l15,904, assets: $94,761; 
Chapter 7. 
Eugene Fisher, Dalene 
Orlandra Fisher, faw Tetra 
Icon Group, LLC, 27269 
Walfred Way, Moreno Valley; 
debts: $311,830, assets: 
$196,782; Chapter 7. 
James J, Gonzales, Melinda 
J. Gonzales, dba Melinda's 
Ceramics, 9591 Hemlock 
Ave., Fontana; debts: $48,004, 
assets: $21 ,0 13; Chapter 13. 
Joann Hogan, aka Joann 
Hogan, aka Joann Angress, 
dba Giovanna's Family Style 
Italian Restaurant, 3298 
Skyview Lane, Corona; debts, 
assets schedule not available; 
Chapter 13. 
Wt>'re a Jadins Ntional 
security C'OmfJU'Y with a 
strong local commitmmt to 
protect you th.roush use of: 
• S1tilli!d insuU.t;on <and 
se-rvn 
• Cost-ftfective security 
t«ffnooo&y 
a A full raJWr of svstern 
CBJMbi.fitiS -
(800) 238-4636 
ADT-INFO 
a Our own UL-Iisled C'e'lb:al 
stations 
CaJJ ,.today for a FREE 
protessiorwlappt"ais.t.l of 
your llt!rority ~Weds. 
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RE~~!l~C(~ DIRECTORY 
r---------------------~~ ~·~~~--
I'"F~~·v~, 
6C>U~Ma:T 4:4TIE~IN6 
FOR ALL YOUR CORPORATE CATERING NEEDS 
FEATURING 
• Ex~utive lunches • Company Picnics • Box Lunches/Mixers 
• Contmental Breakfast • Orand Openings • Detivery/Full Service 
(909) 923-8030 • Fax (909) 923-8620 
., ) ' • '. ..._, ' I 'l, t UJ,f 
' I I ', • ,· I J 'I)',· I' '\. (II' 
• F> 
Now, your own private jet or turboprop is a fraction 
of the cost of an entire aircraft - and a fraction of the cost of other 
fractional programs. And when cost iS.no longer an issue, 
why wait? 
Calll.888.384.2266 toll-free or visit www.private.flite.com 
With over 300 restaurants operating nationwide, Wienerschnitzel remains the industry's 
mche leader! If you're considering expanding your multi-unit restaurant or retail company, 
count on our demonstrated success for exciting franchise opportunities throughout 
California, the Southwest and Pacific Northwest: 
• Single and multi-unit opportunities 
• A comprehensive 6 week training program 
• Operations and advertising support. 
• Liquid assets requirement 100K. 
• Financing assistance through SBA 
For more information, send letter of interest or call Frank Coyle, Director of Franchise 
Development at: 
· 800-764-9353 ext. 609 
P.O. Box 7460 • Newport Beach, CA 92658-7460 
www.wienerschnitzel.com 
Frien<\s or f&JP.ily 
oommg to VISit! 
Bob drops in for the weekend 
Your Home or Ours ... it's your choice 
Historic Route 66 
Call Now for Reservations 
909-466-1111 
8179 Spruoe Ave, Randlo Cucamonga 
www.best-'ern.oorn.ltleritageinrnancttocucamonga • &-maN: sales4bwtti@aol.oom 
Environmental Due Diligence 
• Personal Attention ~ • Rapid Turnaround 
._ • Professional Reports 
(949) 442-8341 
(909) 930-0999 
Bell ·C~~stru~tion 
.Eur~PeOI~ Cr(ljtsmpnsh;p:atQjfordable r~t~ 
. ~lectrrcat' ' .. · . Paitlting 
, ·plumbing .: . R(10t-Repairs : 
• " \, · · · c;arpentry : ) Tife & Mamie Work· -
., ~ . · ~ . •Aiamte Polishing S~eei~Pisf"' 
• , .. . .l • •, ,I • • ~ ~ 
. , : ,·· ~·-.jeri~ . ,· ': -~· ' ~~ ~··· 
: ~ _ .. · ~-94;}~il , 'fqfl-IIMblle 909-588-'WJl · 
JULY2000 
'dtflll,l·l§l·''i·'·U·INifiJ 
JOIN THE HIGH 
DESERT'S MOST 
PROGRESSIVE 
CHAMBER OF 
COMMERCE 
Just say "YES" when our rep-
resentative calls you, or contact 
the Apple Valley Chamber of 
Commerce 
(760) 242-2753 
UPLAND CHAMBER OF COMMERCE 
The Chamber of Commerce is PEOPLE ... dedicated to helping each other. 
Members of the chamber work In the following areas: 
• Business Services: 
Networking, referral service, educational seminars and low cost 
advertising. 
• Governmental Affairs: 
We ensure that a united voice for business is heard at the Federal, 
State, County and City level. We are the "Watch Dog" on legislative 
matters that impact business. 
• Economic Development: 
The primary responsibility of the chamber is to create and support 
a positive business climate and to provide members an opportunity 
for growth and profit. 
• Community Development: 
The leadership of the chamber is dedicated to the concept of a well 
balanced community. 
Telephone {909} 931-4108 Fax {909)931-4184 
WISE ABOUf MAIL 
Fh'C )"Cal'S ago our eagle was 
born lntn a alow but llmJ,lc Jl05\al 
syatcm. He learned '\\'a)• to 81)CCd 
up mall, and to cut through JM»lal 
rcguJaUone to make an dfectJ\'C 
mailing. 
~lany posC.I changca later, our 
eagle Is still growing ln \\i&d01n. 
Ofi.cn Umca. smarter then the Po8t 
Office. 
If rou need help ~1Lh a mall· 
tng Cmm 5,000 to 5 million ph:cc&, 
w..: C"lll1 &crvc you. 
We .. 111 help oort through 
the maze of JlOIIt.al n:gulatJona. t.o 
.. vc you lhc m06l money poMII.Jlc. 
We ecn-c 0..1Sb\c:MC'8 that mail 
OC"A"81ctt.cn., maga.zlnce, ttmmOS. 
edfinaUcna. catalogs, or any other 
t)llC of mall. Our cu&tomcra lJcncfit 
Ctnm cxpcritne.: "A\! h.a\'C obtalnc:d 
Cmm working \\1th the 1'-t. Offic..oc. 
Let our •Udosn hdp you "'"'rk 
smarter not hankr. 
~ .,;-·~ Soutli.em California 
' -W" !~ tJJinaery & 'Jr{aifing Inc. 
"i '~'"'~ ~~ ., - -·- - -----
. • · · ·.' , ' 10661 Business Dr., Fontana, 92337 
(909) 829-1949 
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PROFESSIONAL 
WOMEN'S 
ORGANIZATIONS 
0 Professional Women 's Roundtable (PWR Chapter of the 
National Assn. for Female Executives): Robbie Motter, Exec. 
Dir., 909-679-8048. 
0 Inland Empire National Association of Women Business Owners 
(IE-NAWBO): Anita Starks, President, 909-931-4441. 
0 Executive Women International, Inland Empire Chapter: 
Rebecca Sawyers, 909-799-1999. 
0 American Business Women 's Association, San Bernardino 
Chapter: Patricia Heacock, 909-427-1839. 
0 American Business Women 's Association, Redlands Chapter: 
Terry Brown, 909-793-1131. 
0 Women to Women Networking Group, Inland Empire: 
Patricia Heacock, 909-427-1839. 
0 Colton Business & Professional Women: Estella Aboytes, 
909-794-3633. 
0 Professional Women of Redlands: Theresa Lantz, 909-796-7419. 
0 East Valley Professional Women's Network: Terry Brown, 
909-793-1131. 
0 Rialto Business & Professional Women: Janetta Anderson, 
909-877-0625. 
0 Yucaipa Christian Business & Professional Women's Council: 
Sharon Orr, 909-820-2080. 
0 Womens Referral Service: Jo A. Della Penna, 909-394-4603 . 
This information was provided by "For You Magazine." 
IRCOIP0/81/J NOW 
You can now incorporate in any 
state, including name reservation, 
by phone, fax, or Internet Think 
of it. In less than 7 minutes, your 
small business can be enjoying 
big business benefits. Call now. 
50 State Incorporations 
• Complete Services 
• Low-Cost Guarantee 
• Guaranteed Workmanship 
Laughlin G'obal, Inc 
www.laughlin-global.com 
sssn7o-o4oo 
SaviJ ForiJVIJr 
Self-employed? 
You pay a 15.3% tax. 
INCORPORATED? 
You can pay ZERO ... 
Make over $50,000? 
You've hit the 28% 
bracket. 
INCORPORATED? 
Pay only 15% ... 
CountthtJ savings! 
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Boo oi.Lists 
TopList Allows You To: 
0 Print mailing labels and follow-up reports. 
0 Create exportable text files. 
0 Load and use over 30 additional " Book of Lists." 
0 Plus more! 
TopList Is: 
0 Self-installing and menu prompted. 
0 Available for IBM/PC or computers 
0 Also available in ACT!-ready formats. 
It's Easy To Order. For fastest service, 
www.toplist.com 
or call (909) 484-9765 ext. 27 
Topllst @ S t 25 00 eaJadd 7 5% sales taxJsh1pp1ng and handling $3 50/next busmess day ($8 50) 
BUSINESS tO BUSINESS 
coUIUEll SEIMCE 
4£ • ~ ~~-TWO WEEKS ONE WEEK ? SAME DAY . 
Yw 111ra-Quty blS1ess mai 'Nil be picked ~ by cnii9r 
lWICE a c2j aro hard deivered on w next I'Olie. 
S."*-A"r" • 'WIIIdude: 
• Same Day Delivery • Special Messenger 
• Couriers • Bag Exchanges 
• Tailored Delivery Systems • Overnight~ Service 
• Parcel Delivery 
· ~LP. 
---
For Service in the Inland Empire call: 
1 • 800 • GO • 4 • ICBM 
Serving all of Southern California 
JULY 2000 
BUSINESS INFORMATION RESOURCES 
WEB SITES 
Aviastar Communications, Inc ............. http://www.aviastar.net 
Agricultural Export Program (AEP), Calif. Dept. of Food and Agriculture 
................................................ .............. .. http://www.atinet.org/aep 
Bank@Home, Union Bank's Internet Banking Center 
................................................................ http://www.tdmi.com/usa 
Business Bank of California 
................................................................ h II p:/ /www. busi nessban k .com 
California State Government Home Page 
.......................................................... http://www.ca.gov 
Center for International Trade Development 
................................................................ http://www.resources4u.com/citd/ 
City Business Guide C ITIVU Rancho Cucamonga 
................................................................ http://www.citivu.com 
Columbia Chino Valley Medical Center 
.............................................................. .. http://www.cvmc.com 
First Federal Savings of San Gabriel Valley 
............................................ .................... http://www.firstfederalsgv.com 
PFF Bank & Trust ................................ http://www.pffbank.com 
I.E. Small Business Dev. Ctr ................ http://www.iesbdc.org 
San Antonio Community Hospital ...... http://www.sach.org 
Small Business Developm. Center ........ http://www.iesbdc.org 
U.S. President ........................................ http://www.whitehouse.gov 
E-MAIL ADDRESSES 
Bill Leonard .......................................... senator.leonard@sen.ca.gov 
California Center for Health Improvement 
................................................................ cchimai l@aol.com 
Inland Empire International Business Association 
.................................. .. ............................ ieibatrade@aol.com 
U.S. Government Printing Office, GPO Access 
................ ....................................... ......... gpoaccess@gpo.gov 
U.S. President ........................................ president@whitehouse.gov 
BULLETIN BOARD SERVICES (BBS) 
Informal ion is subjecl 10 change wilhoul nolice and some operalors may charge fees. 
Alice's Wonderland: Amaleur radio, Psion and Renegade support, CD-ROM, No Ralios, On-line 
games. aclive message bases; (909) 597-4469. 
Apple E lite II: Nelworked m=aging, on-line gamw;, lransfers for Apple II and Mac, 14.4 baud; 
(909) 359-5338. 
1be Blueprmt Place BBS: CAD-plonmg service; drop ··owo·· Aulo-CAD files, zipped and text file 
in CAD hbrary, 14.4 baud; (310) 595-5088 . 
Mine and Yours BBS: WWIV Nelworks, Large File, MSG Base, Games, lnlernel e-mail and Local 
Echos. Fees free; (760) 244-0826. 
Ebix- Business: Busmess managemenl, labor laws. CPA issues. human resources, employee ben-
efits, 14.4 baud, 24 hours; (7 14) 239-6864. 
lnvestorLink: Stock, commodlly prices, real eslale. daily news, personal finance, mulual funds, 
28.8 baud; (818) 33 1-4611. 
Mommadillo's BBS & Brukfasl: Ww1vNe1, E-mail. TradeWards, Lord Scrabble On-line, 14.4 
baud; (310) 432-2423. 
PC-Windowmaker BBS -A.U.G.I.E.: Compuler user group club BBS, supporting IBM, Alari and 
Mac downloads, on-lmc games. RIP menus, 28.8 baud (909) 637-1274. 
---------------------------------~ LIST YOUR BULLETIN BOARD I I 
I 
Name of board----------------------- I 
I 
Phone number----------------------- 1 
0 General interest 0 Product support Modem speed ------------ 1. 
I 
0 Specialty: I 
I 
E-mail services -------------~--------- 1 
Features------------------------- I 
Fees--------- Hours---------------
Voice phone _______________________ _ 
The Inland Emp~re Bustncss Journal •s comp1hng a hst of the loc.tl bullf'tln boards If you 
would like to have your board 1ncludod fill oul th•s coupon and mall 11 lu Inland En1p11f• 
Uustncss Journal Attn Bulletin Boards 8~60 V1ncyard Ave Sic> 30& H."lncho Cuc.--.monq.l 
CA 91730 4357 
I 
Ill 
You ARE WHAT You KNow 
SUBSCRIBE NOW! 
Subscribe for two years to 
the Inland Empire Business 
Journal and receive 
complimentarily our: 
2000 Book of Lists Resource Publication 
(value: $30) 
Yes, I want to subscribe to the Inland Empire Business Journal 
0 One year $24 annual subscription 
0Two years $48 subscription, p lus complimentary 
0 1999 Book of Lists resource publication 
2000 Book of Lists only $30 + $2.50 shipping & handling 
P lease send information about advertising in the 1999 Book of 
Lists 
Or, charge to my credit card: 0 Master Card OVisa 
Credit Card Number Exp. Date, ______ _ 
Company ____________________________________ __ 
Name Addre,_s_s __________________________________________ ___ 
City/State Zip. _________ _ 
Phone# _________________________ ___ 
MAKE CHECKS PAYABLE TO: 
INLAND EMPIRE BUSINESS JOURNAL, (909) 484-9765 
8560 Vineyard Ave., Ste. 306, Rancho Cucamonga, CA 91730-4352, Fax (909) 391-3160 
Helping Business is Good Business 
Call Toll Free 877-99-HELPS for referrals 
to free and low-cost services to help your 
business 
A service from )'OU( community colleges 
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Alzheimer's ... 
continued from page 34 
• Providing a predictable routine at 
home with structured times for 
meals, bathing, exercise and bed-
time. 
• Lab tests to rule out anemia, vita-
min deficiencies, and other condi-
tions; 
• Providing reassurance to the con-
fused patient without challenging 
their accusat ions or misperceptions 
and by redirecting their attention. 
• An evaluation of the person's abil-
ity to do common daily activities-
such as managing finances and med-
ications; 
If it seems that suggested strate-
gies aren ' t helpful in managing the 
person's behavior, the physician may 
want to use medications to manage 
symptoms of depression, restless-• A mental status exam to evaluate 
the person's thinking and memory, 
and 
ness, hallucinat ions, hostility and 
agitation. Be prepared to provide the 
physician with accurate information 
regarding the behavior problem ~uch 
as the onset of the behavior, the fre-
quency of the behavior, the time of 
day the behavior occurs, and the 
strategies you have tried. 
• A caregiver interview. Your physi-
cian may also request a brain scan, 
psychological testing, and additional 
lab work if he/she needs additional 
information. How can you help your 
physician? You can be prepare~ for 
the appointment by bringing a list of 
medications, a log of symptoms or 
behavior changes and a list of ques-
tions or concerns. It is also helpful to 
provide an accurate history of the 
person's medical condition and any 
previous psychiatric treatment. 
What can your physician do if 
the diagnosis is Alzheimer's disease? 
Although there is no cure for 
Alzheimer's disease, there are ways 
to treat some of the symptoms of the 
disease. Your physician may suggest: 
• Use of medications to treat cogni-
tive decline and memory loss; 
• Use of Vitamins E, 812, folate, oth-
ers; 
• Referral to appropriate activities 
such as exercise, recreation and adult 
day care services. 
What can be done for behavioral 
~roblems? 
At times, a person with a 
dementing illness may display 
?ehavior problems such as: wander-
ing, paranoia, suspiciousness, com-
bativeness or resistance to maintain-
ing personal hygiene. These behav-
ioral problems can seem overwhelm-
ing to the caregiver. The physician 
may suggest various strategies to 
assist in daily caregiving tasks such 
as: 
Enrollment in the Alzheimer's 
Association's Safe Return Program, 
an identification program for memo-
ry impaired adults 
• Modifying the person's environ-
ment in order to reduce confusion 
caused by overstimulation such as 
reducing noise and glare from win-
dows 
• Explaining a task before you do it 
such as saying, " I am going to help 
you put on your shirt." 
How can the physician help you 
plan for the future? 
The physician may suggest you 
start planning for health care needs 
now by completing an advance 
directive. An advance directive is a 
legal document that a patient signs 
while capable of making sound deci-
sions. It directs how healthcare treat-
ment will be made in the event of 
future incapacity. There are two 
types of advance directives: 
• A " Living Will" that conveys the 
person's desire to die a natural death 
and not be kept alive by artificial 
means. 
• Durable Power of Attorney for 
health care and/or finances desig-
nates an individual who can make 
health care/ financial decisions on 
behalf of the impaired person if he or 
she is not able to give consent. 
The physician may also suggest 
that the caregiver maintains regular 
visits to their doctor to ensure he or 
she is in good physical health. 
How can your physician support 
you? 
Often persons with AD and their 
families have questions regarding the 
disease; legal and financial planning; 
comm\mity resources (i.e. home 
care, adult day care, respite services) 
and avai lable support. The physician 
may refer you to organizations such 
as: the Alzheimer's Association, 
1-800-660-!993 www.alzrivsb.org; 
www.alz.org, and the Caregiver 
Resource Centers, 1-800-445-8106 
www.caregiver.org. 
To become an Alzheimer 's advo-
cate in your community, contact your 
local chapter by calling (800) 272-
3900, or the Public Policy Office in 
Washington, D. C., (202) 393-7737. 
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INVESTMENTS & FINANCE 
\NLAND EMPIRE BUSINESS JOURNAUDUFF & PHELPS LLC STOCK SHEET 
.............................................................. ..... .. ...... ............ . .............................................. ............................................................................................. 1. ............. ~.... .. ................................................................. . 
ri~IIJ:<:. GAINERS 
rl"'hp t"ivc., by perccnt:agc 
Company Current Beg. of Point %Change 
Close Month Change 
Channell Commercial Corp. 12.500 10.625 1.875 17.6 
PFF Bancorp Inc. 15.219 13.750 1.469 10.7 
Watson Pharmaceutical Inc. 48.156 44.313 3.844 8.7 
HOT Topic Inc. 26.750 25.500 1.250 4.9 
Kaiser Ventures Inc. 13.875 13.250 0.625 4.7 
ri~IIE L<lSERS 
rn.p five., hy pca·ccnta~c 
Company Current Beg. of Point 
Close Month Cbange 
National RV Holdings Inc. 9.375 11.313 -1.938 
Keystone Automotive lnds. Inc. 6.250 7.344 -1.094 
Life Financial Corp. 3.750 4.000 -0.250 
American States Water Company 28.938 29.813 -0.875 
Provident Financial Hldgs. 14.375 14.625 -0.250 
%Change 
-17.1 
-14.9 
-6.3 
-2.9 
-1.7 
........................... ... 
. ... ·······•···················· .................. ...... ......... ......... oooooooooooooooooooooooooo•o•oooo••• oo•ooooooOOO oooooooo o o oooooouoo . ...................... 
························ 
....................... ... ................................................................. 
'\anll' Tickl•r 6,.!6,00 5.\1,00 'c Chg. 52 \\eek 52 \\eek Current b.dum~e 
('I use I' rice Open I' rice \ lunth lli~h Lei\\ I' E Ratio 
American States Water Co. AWR 28.938 29.813 -2.9 39.75 26.00 16.3 - NYSE 
Channell Commercial Corp. CHNL 12.SOO 10.625 17.6 21.00 6.75 12.4 NASDAQ 
CVB Financial Corp. CVB- 15.813 15.375 2.8 23.70 13.25 13.0 AMEX 
Fleetwood Enterprises Inc. (L) FLE 14.063 14.250 -1.3 26.44 13.75 5.7 NYSE 
Foothill Independent Bancorp (L) FOOT 9.750 9.500 2.6 14.13 8.88 9.6 NASDAQ 
HOT Topic Inc. HOTI 26.750 25.500 4.9 37.44 11.88 17.7 NASDAQ 
Kaiser Ventures Inc. KRSC 13.875 13.250 4.7 19.38 10.50 231.3 NASDAQ 
Keystone Automotive Inds. Inc. (H) KEYS 6.250 . 7.344 -14.9 19.13 4.75 6.6 NASDAQ 
Life Financial Corp. LFCO 3.750 4.000 -6.3 5.88 2.38 NM NASDAQ 
tMootech Holdings Inc. MOOT 11.000 10.750 2.3 14.00 4.75 18.3 NASDAQ 
National RV Holdings- Inc. (L) NVH 9.375 11.313 -17.1 27.31 9.06 3.1 NYSE 
PFF Bancorp Inc. PFFB 15.219 13.750 10.7 23.75 12.25 7.6 NASDAQ 
Provident Financial Holdings Inc .. P.ROV 14.375 14.625 -1.7 20.56 12.56 5.3 NASDAQ 
Watson Pharmaceutical Inc. WPI 48.156 44.313 8.7 51.31 26.50 28.7 NYSE 
Notes: (H)-Stock hit 52 week high during the month, (L)-Stock hit 52 week low during the month, NM - Not Meaningful 
........... .. ...... ............ ................................ .... .. ........... .... 
.............................................................................. ................................................................................................................................ 
Fiu \lost ·\cthc Stock.o; 
Stock Month Volume (OOO's) 
Watson Pharmaceutical Inc. 9,646,000 
HOT Topic Inc. 4,836,400 
Fleetwood Enterprises · 2,655,400 
PFF Bancorp Inc. 1,186,800 
Keystone Automotive lnds. Inc. 1,149,400 
D&F/IEBJ Total Volume Month 21 ,76Q,OOO 
Dave & Buster's Launches First National Ad Campaign 
Dave & Buster's Inc. (NYSE: 
DAB) has announced its first national 
advertising' campaign. The $9 million 
branding campaign, which includes tel-
evision, radio, and print advertising, 
marks a major step in the company's 
new marketing program designed to 
increase same store sales. · 
Created by Brann Worldwide's 
Dallas-based subsidiary, BrannForbes, 
the campaign revolves around the com-
pany's new theme - "Big Time Fun." 
It targets new customers in the compa-
ny's primary demographic group: men, 
25-44 years old. Varying combinations 
of the new ads- will run in 25 markets 
where Dave & Buster's has existing 
locations. 
"Until now, Dave & Buster 's relied 
almost exclusively on word-of-mouth 
to bring customers through the doors," 
said Stuart Myers, vice president of 
marketing. "We have an extremely 
strong brand, and this program gives us 
an opportuntty to introduce D&B to 
new customers in new ways." 
Founded in 1982, the company_ is 
one of the country's leadrng upscale 
restaurant/entertainment concepts, wtth 
25 locations throughout the United 
States; two in the United Kmgdom; one 
in Tatwan; one in Canada, and an 
expected opening in Germany later this 
year. 
\lonthl~ Summat·~ 6;2(•/0U Duff & Phelps, 
Advances 
Declines 
Unchanged 
New Highs 
New Lows 
8 
6 
0 
0 
3 
LLC 
Ooe of the nat1on 's leadmg mvestment bankmg 
and financial advisory organizations. All stock 
data on th1s page is prov1ded by Duff & Phelps, 
LLC from sources deemed reliable No recom· 
mendat1on is mtended or implied. (310} 284-
8008. 
~ -
•raatca 
BARTER EXCHANGE ® Additional Business throu2h Bartering (The Personal Toucli) Attention Business Owners! How would you like more CASH in your pockets? 
• 0\l'r 1511 Uarh:r \h:mhu' • Bartl·r thl.' m·l.'d' fur \ uur hu,im·" 
• l'l.'r,unal • l.l.'~al • Land'l'allin~ • \ll.'dil'al • ('uqwratl.'J.:ilh • \dH·rti,ing 
• l'hutu~rallh~ • \utu Expl'n'l.'' • ('all'rin~ • T\ ·, <tpplianc.:l.' Etc.: .... 
\ o" donn 'tthut \ou11cl (iRI:'.·\ T? / .\ TF:RJ-:ST/:'/) ? 
191191 MMI-61JI & 61J2 • F..\X (9091 MMI-61.U 
15 YEARS IN BUSINESS 
GOOD NEWS FROM THE FRONT ... WE ARE NOW 
SERVING THE HIGH DESERT. CALL OUR NEW OFFICE 
(760) 952-3336 ASK FOR KEN OR TONY. 
JULY 2000 
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8 The C haffey Coll ege Founda tio n prese nts the Summer Sta rs T heatre, 
three perfo rmances by the college 
Theatre Arts and Mus ic 
Departme nts. " Divas Unleashed" 
' 
17Cal State San Bernardino (CS US B) is collabora ting with the 
industry leader in GIS soft ware, 
ESRI, to host the fi r t International 
Conference in G IS Education on 
July 17-1 9 on its campus. The con-
fe rence is targeted to educa tors and 
adminis trat ion from K- 12 schools 
colleges and un iversities, publ i~ 
libraries, and museum and cience 
centers. For more information or 10 
regis te r, contact the College of 
Ex tended Learn ing a t CS USB, 
(909) 880-5981 x 310 or access: 
http:/ /eel. csusb. edu/conferences/ G 
IS. 
Spa Hote l a t 100 North Indian 
Canyon Dri ve in Palm Springs. 
Conducted by the Palm Springs 
Chapter of the Service Corps of 
Retired Execut ives (SCORE) 
k ociation, this program will pro-
vide the tools needed to get and stay 
organized, and will include addi-
tional pointers to improve overall 
bus iness operations. For more 
information or to make reservations 
for this event or for free bu iness 
counseling from SCORE, contact 
SCORE at (760) 320-6682. 
contestant to participate in the 
2001 Miss Indio Sc holarship 
Pageant. The deadline to s ubmit 
an app lica tion for entering has 
been extended to Friday, Sept. 1. 
The contestant named M iss Indio 
2000-2001 wil l go on to partic i-
pate in the Miss California 
Pageant J une 2001. A w in a t the 
s tate level will qual ify her to rep-
resen t the city of Indio and the 
s tate of Cal ifornia in the M iss 
America Pageant. Appl ica tions 
are now ava ilable a t the Indio 
Chamber of Commerce. For fur-
ther information about the pageant 
a p erfo rma nce feat uring a 
cabaret-s ty led se tt ing, w ill p lay 
Saturday, Ju ly 8 and Sunday, J uly 
9. On Jul y 22 a nd 23, mu ic 
ins truc tor, G u G il and Adam 
Johnson will pe rfo rm "Two 
Pianos, Four Hands." Saturday 
performances begin at 8 p.m. and 
Sunday perfo rmances s ta rt a t 2 
p.m . in the C ha ffey College 
Thea tre. Call the thea tre box 
office a t (909) 941-2425 fo r ti ck-
ets or add itional info rma tion. 
12Mark Samuel will be the presenter fo r the July American Society 
for Training and Development 
meeting at the Universi ty of 
Phoenix in Ontario . The 
"Accountability Revolution" will 
be the topic; 11:30 - 12:00 p.m., 
lunch and networking; 12:00. 1:00 
p.m., presentation. Co t for lunch 
and the presentation is $1 5 fo r 
members, $20 for non-member . 
To regi ter, contact Ann Ronan at 
aronan@som.llu.edu or (909) 558-
8191. 
ls lf you ' re a cancer patient o r survivor, or know someone who is 
th ' 
en mark your calendar for the A . 
men can Cancer Socie ty's confer-
ence enti tled "Surv ivi ng and 
Thriving After Cancer," to be held 
on Saturday, July 15 and Sunday, 
July L6 at the Riverside 
Convent io C . n enter a t Ramcross 
Square in Rivers ide. The confe r-
ence and . 
a van ety of workshops 
are free. A $25 donation is request-
ed to 
cover the cost of lunch on 
both da $ ys, or 12.50 for the cost of 
lunch f 
. or one day. For regis tration 
In format' C iOn, call the American 
ancer Society at (909) 320-7142 
of September Applica tions 
are s till available at the ~dio 
Chamber of Commerce for 
or el ig ibility requirements, please 
ca ll (760) 347-0676. 18 Learn what the Palm Desert Chamber of 
Commerce and your r' - - - - - - - - - - - - - - - - - - - - - -
:::~:;s~;~,~::0~0:~; yb:"h~;',:: REGULARLY SCHEDULED EVENTS 
the Conference Room, Sutte 115 at 1 
73-710 Fred Waring Drive from 5 1 Monday 
to 6 p.m. RS VP (760) 346-6111. I Business Builders of Rancho 
Cucamonga, weekly, 7 a.m. at Socorro's 
M1chael Cuncny, (909) 467-9612. 
Toastmasters Club 6836, the Inland 
Valley Earlyb1rds of Upland, weekly 6:45 
a.m. at Denny 's, nonhwest corner of Seventh 
Street and Mounlam Avenue in Upland. Info: 
1 Mexican Restaurant, I 0276 Foothill Blvd . 
19"Marketing Your elf - I Rancho Cucamonga. Membersh1p: $25: S . . , . Contact: Dawn Grey, (909) 484-5244· taymg m the Game IS 1 Slmley Patnck, (909) 625-2386. ' the title of the July pre - I Personal Break Through/ Networkmg, Nancy Couch, (909) 621-4147. The Institute of Management Accoun-tants Inland Empire Chapter, the fourlh 
W~d~csday of the monlh, 6:30 a.m. at the 
M1ss1on Inn, 3649 Seventh St., Riverside. 
~tact: Ester Jamora (818) 305-7200 Ext. 
entation for the Professional weekly, 7 a.m. at7385 Carnelian St., Rancho 
, 1 Cucamonga. The club meers to discuss max-
Women. s Roundtab le (PWR). 1m1zmg busmess and personal leverage, 
Sandra Young and Charlene I Contact: Warren Hawkms, (909) 626-2681 
Walker founded Women Focus in I or (909) 517-0220 (pager). 
1989 as a career development com- I Thesday 
. . . . . 1 Busmess Network International, Inland 
pany spec!al lzmg m professiOnal Valley Chapter, weekly, 7 to 8:30 a.m. at 
women's career transitions. The I Mimi's Cafe, 10909 Foothill Blvd., Rancho 
PWR t o b 0 6 0 h I Cucamonga. Conracr: MIChael Bailey (909) mee rng egms at p.m. w1t 948-7650. ' 
networking fo llowed by dinner and I Ali Lassen 's Leads Club, Claremont 
the peaker. Meetings are held at I Chapter, weekly, 7: l5 a.m. at the Claremont 
Inn, 555 W Foothill Blvd., Claremont. 
Canyon Crest Country Club, 975 I Contact: (909) 981-1720. Reg10nal office: 
Clubhouse Drive in Riverside. The 1 <800> 767-7337. , 
All Lassen s Leads Club Diamond 
fee, if prepaid, $20 for members, I Ranch Chapter, breakfast meet/ng weekly, 
$22 for visitors and at the door $25 1 S8 for VISitors, 7:15 - 8:30 a.m. at the 
. D1amond Bar Country Club, 22751 E. 
for all. RSVP on lrne at pwron- 1 Golden Springs Dr., D1amond Bar. Contact 
line.org or by call ing (888) 244- I K1m Gully (909) 606-4423 or Leads Club 
4420. Mail checks to PWR, 40335 I RegiOnal Office: <800> 767-7337. 
Winchester Road, Suite E, PMB Wednesday 
306 Temecula, CA 92591. I Bus mess Network lntcmallonal, Victor 
' . 1 Valley Chapter, weekly, 7 a.m. at Marie 
Reserva ttons and prepayments are Callenders, 12180 Manposa Rd., Victorville. 
due by July 14. I Visitors welcome. Contact: Jo Wollard (760) 
1 241-1633. 
Busmess Network International, Chino 
19A workshop designed I Valley Chapter, weekly, 7 a.m. at Mimi 's 1 Cafe, Spectrum Marketplace, 3890 Grand for people who are Ave., Chmo. Contact (909) 591-0992. 
The Rancho Cucamonga Women's 
Chapter of Ali Lassen 's Leads Club, weekly 
7: 15a.m. at Mim1's Cafe, 370 N. Mountai~ 
Avenue. Info: Patncia Brookings, (909) 981_ 4159 or (909) 594-5159. 
Thursday 
Business Network lnternalional Viclor 
Valley Chapter, meers every Thursd~y at 7 
a.m. at the Ramada Inn, lnlerstale 15 and 
Palmdale Road 1n Victorville. Visitors are 
welcome. For more mformation, call Rodney 
Sanders at (760) 953-7297. 
BOMNlnland Empire Monthly 
Meetmg Thursday, March 9, 2000 12:00 
noon, Doub.le Tree Hotel. Guest Speaker: 
BO~A California Lobbyist, Les Spahnn, 
Lcg1slauve 1ssues 111 property ownership 
and management. Cost: $30. Reservations· 
(909) 882-7868. 0 
Business Network International 
Corona Hills Chapter meets every 
Thursday 7 a.m. to 8:30a.m. at the Mimi's 
Cafe located at 2230 Griffin Way, Corona 
(#9! Fwy at McKmley). Visitors are always 
welcome. Information: Laurie (909) 780_ 3176 or Wayne (909) 279-2870. 
Sunday 
Claremont Master Motivators 
ext. 209. ' 
interested in effectively I Busmess Network International, 
. . b . .11 b 1 Rancho Cucamonga Chapter, weekly, 7 a m managmg the1r usmess WI e at Plum Tree Restaurant, 1170 w. Foothili 
held in the Mesquite Room at the I Blvd., Rancho Cucamonga. Contact: 
:roastmasters Club, weekly, 6 10 7:30 p.m. 
Ill the Jagels Building al Claremont 
Graduate School, 165 E. lOth St 
Claremont. Contact: Chuck or Dolore; 
Week, (909) 982-3430. 
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8 The Chaffey College Foundation presents the Summer Stars Theatre, 
three performances by the college 
Theatre Arts and Music 
Departments. "Divas Unleashed," 
a performance featuring a 
cabaret-styled setting, will play 
Saturday, July 8 and Sunday, July 
9. On July 22 and 23, music 
instructor, Gus Gil and Adam 
Johnson will perform "Two 
Pianos, Four Hands." Saturday 
performances begin at 8 p.m. and 
Sunday performances start at 2 
p.m. in the Chaffey College 
Theatre. Call the theatre box 
office at (909) 941-2425 for tick­
ets or additional information. 
^ Mark Samuel will be 
I ^ the presenter for the 
^B^July American Society 
for Training and Development 
meeting at the University of 
Phoenix in Ontario. The 
"Accountability Revolution" will 
be the topic; 11:30 - 12:00 p.m., 
lunch and networking; 12:00 -1:00 
p.m., presentation. Cost for lunch 
and the presentation is $15 for 
members, $20 for non-members. 
To register, contact Ann Ronan at 
aronan@som.llu.edu or (909) 558-
8191. 
^ ^^If you're a cancer 
I patient or survivor, or 
—^ know someone who is, 
then mark your calendar for the 
American Cancer Society's confer­
ence entitled "Surviving and 
Thriving After Cancer," to be held 
on Saturday, July 15 and Sunday, 
July 16 at the Riverside 
Convention Center at Raincross 
Square in Riverside. The confer­
ence and a variety of workshops 
are free. A $25 donation is request­
ed to cover the cost of lunch on 
both days, or $12.50 for the cost of 
lunch for one day. For registration 
information, call the American 
Cancer Society at (909) 320-7142, 
ext. 209. 
^ Cal State San I j Bernardino (CSUSB) is 
A collaborating with the 
industry leader in GIS software, 
ESRI, to host the first International 
Conference in GIS Education on 
July 17-19 on its campus. The con­
ference is targeted to educators and 
administration from K-12 schools, 
colleges and universities, public 
libraries, and museums and science 
centers. For more information or to 
register, contact the College of 
Extended Learning at CSUSB, 
(909) 880-5981 x 310 or access: 
http://cel.csusb.edu/conferences/G 
IS. 
Learn what the Palm 
I Desert Chamber of 
—^ Commerce and your I 
membership can do for you. A new 
member reception will be held in 
the Conference Room, Suite 115 at 
73-710 Fred Waring Drive from 5 
to 6 p.m. RSVP (760) 346-6111. 
^ /'^"Marketing Yourself — 
I Staying in the Game" is 
the title of the July pres­
entation for the Professional 
Women's Roundtable (PWR). 
Sandra Young and Charlene 
Walker founded Women Focus in 
1989 as a career development com­
pany specializing in professional 
women's career transitions. The 
PWR meeting begins at 6 p.m. with 
networking followed by dinner and 
the speaker. Meetings are held at 
Canyon Crest Country Club, 975 
Clubhouse Drive in Riverside. The 
fee, if prepaid, $20 for members, 
$22 for visitors and at the door $25 
for all. RSVP on line at pwron-
line.org or by calling (888) 244-
4420. Mail checks to PWR, 40335 
Winchester Road, Suite E, PMB 
306, Temecula, CA 92591. 
Reservations and prepayments are 
due by July 14. 
Spa Hotel at 100 North Indian 
Canyon Drive in Palm Springs. 
Conducted by the Palm Springs 
Chapter of the Service Corps of 
Retired Executives (SCORE) 
Association, this program will pro­
vide the tools needed to get and stay 
organized, and will include addi­
tional pointers to improve overall 
business operations. For more 
information or to make reservations 
for this event or for free business 
counseling from SCORE, contact 
SCORE at (760) 320-6682. 
of September. Applications 
are still available at the Indio 
Chamber of Commerce for 
contestants to participate in the 
2001 Miss Indio Scholarship 
Pageant. The deadline to submit 
an application for entering has 
been extended to Friday, Sept. 1. 
The contestant named Miss Indio 
2000-2001 will go on to partici­
pate in the Miss California 
Pageant June 2001. A win at the 
state level will qualify her to rep­
resent the city of Indio and the 
state of California in the Miss 
America Pageant. Applications 
are now available at the Indio 
Chamber of Commerce. For fur­
ther information about the pageant 
or eligibility requirements, please 
call (760) 347-0676. 
/'^A workshop "designed 
I \Jfoi people who are 
interested in effectively 
managing their business will be 
held in the Mesquite Room at the 
REGULARLY SCHEDULED EVENTS 
Monday 
Business Builders of Rancho 
Cucamonga, weekly, 7 a.m. at Socofro's 
Mexican Restaurant, 10276 Foothill Blvd., 
Rancho Cucamonga. Membership: $25. 
Contact: Dawn Grey, (909) 484-5244; 
Shirley Patrick, (909) 625-2386. 
Personal Break Through/ Networking, 
weekly, 7 a.m. at 7385 Camelian St., Rancho 
Cucamonga. The club meets to discuss max­
imizing business and personal leverage, 
Contact: Warren Hawkins, (909) 626-2681 
or (909) 517-0220 (pager). 
TYiesday 
Business Network International, Inland 
Valley Chapter, weekly, 7 to 8:30 a.m. at 
Mimi's Cafe, 10909 Foothill Blvd., Rancho 
Cucamonga. Contact: Michael Bailey, (909) 
948-7650. 
All Lassen's Leads Club, Claremont 
Chapter, weekly, 7:15 a.m. at the Claremont 
Inn, 555 W. Foothill Blvd., Claremont. 
Contact: (909) 981-1720. Regional office: 
(800) 767-7337. 
Ali Lassen's Leads Club, Diamond 
Ranch Chapter, breakfast meeting weekly, 
$8 for visitors, 7:15 - 8:30 a.m. at the 
Diamond Bar Country Club, 22751 E. 
Golden Springs Dr., Diamond Bar. Contact: 
Kim Gully (909) 606-4423 or Leads Club 
Regional Office: (800) 767-7337. 
Wednesday 
Business Network International, Victor 
Valley Chapter, weekly, 7 a.m. at Marie 
Callenders, 12180 Mariposa Rd., Victorville. 
Visitors welcome. Contact: Jo Wollard (760) 
241-1633. 
Business Network International, Chino 
Valley Chapter, weekly, 7 a.m. at Mimi's 
Cafe, Spectrum Marketplace, 3890 Grand 
Ave., Chino. Contact: (909) 591-0992. 
Business Network International, 
Rancho Cucamonga Chapter, weekly, 7 a.m. 
at Plum Tree Restaurant, 1170 W. Foothill 
Blvd., Rancho Cucamonga. Contact: 
Michael Cunerty, (909) 467-9612. 
Toastmasters Club 6836, the Inland 
Valley Earlybirds of Upland, weekly 6:45 
a.m. at Denny's, northwest comer of Seventh 
Street and Mountain Avenue in Upland. Info: 
Nancy Couch, (909) 621-4147. 
The Institute of Management Accoun­
tants Inland Empire Chapter, the fourth 
Wednesday of the month, 6:30 a.m. at the 
Mission Inn, 3649 Seventh St., Riverside. 
Contact: Ester Jamora (818) 305-7200 Ext. 
106. 
The Rancho Cucamonga Women's 
Chapter of Ali Lassen's Leads Club, weekly, 
7:15 a.m. at Mimi's Cafe, 370 N. Mountain 
Avenue. Info: Patricia Brookings, (909) 981-
4159 or (909) 594-5159. 
Thursday 
Business Network International, Victor 
Valley Chapter, meets every Thursday at 7 
a.m. at the Ramada Inn, Interstate 15 and 
Palmdale Road in Victorville. Visitors are 
welcome. For more information, call Rodney 
Sanders at (760) 953-7297. 
BOMA/Inland Empire Monthly 
Meeting Thursday, March- 9, 2000 12:00 
noon. Double Tree Hotel. Guest Speaker: 
BOMA California Lobbyist, Les Spahnn, 
Legislative issues in property ownership 
and management. Cost: $30. Reservations: 
(909) 882-7868. 
Business Network International, 
Corona Hills Chapter meets every 
Thursday 7 a.m. to 8:30 a.m. at the Mimi's 
Cafe located at 2230 Griffin Way, Corona 
(#91 Fwy at McKinley). Visitors are always 
welcome. Information: Laurie (909) 780-
3176 or Wayne (909) 279-2870. 
Sunday 
Claremont Master Motivators 
Toastmasters Club, weekly, 6 to 7:30 p.m. 
in the Jagels Building at Claremont 
Graduate School, 165 E. 10th St., 
Claremont. Contact: Chuck or Dolores 
Week, (909) 982-3430. 
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A Cultural Mix 
by Camille Bounds 
Time seems to vanish when 
you visit exciting Mexico City. 
Here is a city that gives the aura of 
European sophistication with a 
Latin flavor. Combined with its his-
torical reminders of the age of the 
Aztecs, the Spanish conquerors, 
and its later struggle and victory for 
which is regarded as one of the 
finest in the world in this field . 
Nearby is a delightful children's 
petting zoo that appeals to adult 
animal lovers, as well as their 
younger counterparts. Chapultepuc 
Park is regarded as one of the mo t 
beautiful parks in the world and 
depending on the time of the year, it 
offers superb programs covering 
library, and the Rector Building 
providing photography buffs the 
ultimate in a wonderful subject. 
The University of Mexico City 
Sports Stadium, which was built for 
the Olympic Games in 1968 and 
seating more than 100,000, proves 
to be a venue not to be missed. The 
residential sections of the city con-
trast colonial homes with examples 
in this fascinating city of contrasts. 
Prices are in line with the quality of 
the goods - generally expensive. 
Bargains, too 
The llbrarJ w11h 11s wall mosarcs by Juan 0 'Gorman, depictmg dr!Jerent phases of the lustory of Me.uco; the""// also contams a mbute to U.S. Presrdefll 
John F Ken11edy. 
independence, the city mixes the 
past with dramatic modernization. 
Mexico City gives the visitor the 
opportunity of experiencing many 
cultures - blended into a fascinat-
ing pattern. 
The oldest and the highest 
Mexico City is the oldest (670 
years) and the highest (7,349 feet) 
city on the North American conti-
nent. With a population of nearly 
24 million, it is considered the most 
populated city in the world, com-
plete with a serious air pollution 
problem. Nonetheless, its climate 
is mild and comfortable and morn-
ings are clear and crisp. 
A park to remember 
A drive through Capultepec 
Park near the city center will pass 
the Anthropological Museum, 
the rich history of the country as 
well as modern day activities. 
History of the struggle f~r inde-
pendence 
On the Main Square, just across 
from the cathedral famous for its 
many altars, stands the National 
Palace with the Independence Bell. 
It was originally rung by Father 
Hidalgo in 1910 to commence the 
struggle for independence against 
Spain. In a reenactment of the 
event, the bell is traditionally rung 
at 11 p.m. on the evening of Sept. 
15, to herald the commencement of 
the independence ·celebration 
throughout the country. 
UDique architedural designs 
The University of Mexico City 
is unique in design - with its 
mosaic murals on the outside of the 
of unusual modern day architectur-
al designs. 
Pyramids are a must 
Visit the pyramids of 
Teotihuacan, featuring the Pyramid 
of the Moon and the Pyramid of the 
Sun. Climb to the top of either and 
view the wonders of the ancient 
empire of the Aztecs. Discovered 
at the end of the last century, this 
unique archeological site is about 
30 miles from the center of Mexico 
City and should be at the top of the 
list of places to visit. 
Shopping - shopping - shop-
ping 
The Zona Rosa offers the shop-
ping enthusiast a delight in fine 
quality leather goods, silver and 
gold jewelry and handcrafts, just a 
few of the many items to be found 
The Zocalo and Alameda Park 
is the place for handcrafts, curios 
and antiques. You are expected to 
gently bargain here and perhaps, 
discover that special "find." A flea 
market is open on Sundays and an 
array of everything from col-
lectibles to good junk can be found. 
An enjoyable day of bargaining can 
add to your memorable times in this 
colorful city. 
Also 
Bullfighting, jai alai, soccer, 
baseball, golf, horse racing, boxing 
and wrestling are available for the 
sports-minded. Of course, the 
Ballet Folklorico and many other 
cultural and theatrical attractions 
are also available. 
Dining 
Mexico City has about 15,000 
restaurants with diverse offerings, 
from very basic and simple to 
world-class five stars. Prices range 
from very expensive to very rea-
sonable. Spanish and French food 
are featured in most restaurants. 
Fouquit's in the Hotel Camino Real 
features French chefs and the finest 
in French cuisine ... Very expensive. 
For a noisy, fun , moderately-priced 
spot, try Fonda del Recuerdo's for 
great Mexican food and drinks that 
are not for the novice. If you get a 
yen for Italian food, visit La 
Lanterna, they guarantee fine pas-
tas and sauces at a moderate rate. 
For inexpensive Mexican fare, El 
Caminero's Cafe Ia Blanca and 
Hosteria de Santo Domingo will fit 
the bill with great local menus. 
Where to stay 
The Camino Real is a resort 
type hotel that is very expensive 
and delivers what you pay for. It is 
very luxurious and has all ameni-
ties. The Marco Polo is on the high 
end, but smaller and more intimate 
than the usual large chain type 
hotels. Also, an intimate restaurant 
and bar are available. 
Camille Bounds is the travel/food 
and wine editor for the Inland 
Empire Business Journal and 
Sunrise Publications. 
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ABM also has: 
•Copiers at Wholesale Prices/ 
Sales & Leasing 
• Re-Manufactured Copiers 
•Copier Rental Programs 
• Low Cost Service & Supply Programs 
• Discount Copier and Fax Supplies 
• Plain Paper Fax Machines 
Before you buy or lease another 
copier Call ABM, 11The Can't be 
Copied Copier Company." 
ABM 
ADVANCED 
BUSINESS 
MACHINES 
A factory authorized distributor 
EQUIPMENT, SERVICE, 
AND SUPPLIES ARE 
ALL INCLUDED. 
~ Small table tops 
pj] Mid-size units 
~ Large duplicators 
Setving all of Orange County, 
The Inland Empire and San Diego County 
Call Today 800/699-1066 
Can,ln ~~tiE! MINOI TA Panasonic ICIJfG)IUh~i SaUin SHARP TOSHIBA Xf::I~OX 
' 
fj 
-
{ 
.. • • 
' 
• rll 
• • 
.. -.... ,._. --
' • • 
• • 
Corporate spending in health ca re has risen 
rapidly in recent yea rs. The expected cost for 
health care pe r employee each yea r will be 
$7,000 by the yea r 2005. 
The llealth Insurance Association of America 
suggests that prevention is one of the best ways 
fo r companies to manage medica l expenses. 
Employers can avoid unnecessa ry health ca re 
costs when employees a re healthie r. 
At Lorna Linda University Medical Cente r, we 
offe r health and fitness evaluations as well as 
on-site screenings. 
By choosing Lorna Linda University Medical 
Center, you and your employees will benefit 
from the services of one of the top health care 
provide rs in the nation. To reserve your on-site 
health screening or to receive more information , 
please call: 
1-877-LLUMC-4U 
www.llu.edu 
Because 
healthier 
workforce is 
a healthier 
bottom line 
